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Take  the  guesswork  out  of 
choosing  the  right  VPN  solution. 


1999  Seminar  Tour 

Chicago  •  Denver 
San  Francisco  •  Seattle 
Boston  •  New  York 
Philadelphia  •  Washington,  DC 


Have  confidence  in  the 
VPN  solution  you  choose. 

To  make  a  sound  business  decision  with  confidence, 
you  need  to  have  a  thorough  understanding  of  the 
technology,  business  drivers  and  issues  surrounding  the 
technology  you're  looking  to  implement.  Only  you  can 
determine  the  needs  a  VPN  will  serve  in  your  business. 
Once  those  needs  have  been  identified,  you  must  start 
the  process  of  finding  the  right  VPN  solution  to  meet 
those  needs.  The  first  step  in  that  process  is  to  get 
advice  from  the  experts. 

Network  World  Technical  Seminars  has  brought 
together  one  of  the  industry's  leading  VPN  experts, 

Eric  Zines  of  TeleChoice,  Inc.,  and  leading  VPN  solution 
providers  in  a  comprehensive  one-day  seminar.  The 
program  is  designed  specifically  to  help  you  better 
understand  this  technology,  the  factors  you  must 
consider  during  the  decision-making  process,  and  the 
information  you  need  to  choose  the  right  VPN  solution 
for  your  business.  Mr.  Zines  will  explain  not  just  how 
VPNs  work,  but  how  they  can  be  applied  to  real-world 
situations.  Equally  as  important  is  knowing  which 
solution  provider  can  best  guide  you  through  the 
implementation  process.  This  seminar  will  give  you  the 
unique  opportunity  to  discuss  your  specific  needs  via 
live,  face-to-face  interaction  with  the  industry's  leading 
VPN  solution  providers. 


Benefits  of  Attending 

1.  Discover  how  VPNs  can  benefit  your  enterprise 

2.  Maximize  the  financial  advantages  of 
implementing  VPNs 

3.  Make  sense  of  VPN  standards  and  technologies 
in  use  today 

4.  Explore  the  application  of  Quality  of  Service 
(QoS)  and  directory  services  in  delivering 
mission-critical  VPNs 

5.  Ensure  a  smooth  migration  from  traditional 
data  services  to  VPNs 

6.  Understand  and  apply  Internet  security  concepts 

7.  Compare  and  contrast  product  and  service 
offerings  available  for  implementing  a  VPN 

8.  Gain  insight  into  the  network  management  and 
administration  issues  associated  with  VPNs 

9.  Explore  future  directions  of  VPNs  and  their 
effect  on  your  business 

10.  Meet  face-to-face  with  leading  VPN  vendors 
to  address  your  specific  needs 


TeleChoice 


Directed  by 

Eric  Zines,  TeleChoice,  Inc. 
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If  you  are  interested  in  sponsorship  opportunities,  please  contact  Andrea  D’Amato  at  (508)  820-7520  or  adamato@nww.com. 
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Register  today  for  the 
seminar  nearest  you! 

(800)643-4668 

www.nwfusion.com/seminars 

VIP#:  WRAP 


See  inside 
for  complete 
details! 


TURN  TO  INSIDE  BACK  COVER 


SEMINAR  AGENDA 


See  the  Sponsor  Showcase 
for  important  information  on 
leading  VPN  solution  providers. 


Introduction  to  VPNs 

While  a  majority  of  IT  managers  agree 
that  VPNs  are  a  great  idea,  many  will  also 
admit  that  they  don't  have  a  firm  grasp  on 
the  concepts  or  technologies.  This  intro¬ 
ductory  section  will  build  a  foundation  for 
understanding  VPNs.  The  many  definitions 
for  "VPN"  will  be  explained,  as  well  as  the 
historical  trends  and  business  drivers  that 
have  brought  us  to  this  point. 

•  VPNs  Defined 

•  Why  VPNs?  Why  now? 

•  VPN  Benefits 

Technology  and 
Relevant  Standards 

Understanding  VPNs  requires  a  back¬ 
ground  not  just  in  traditional  WAN  and 
Internet  concepts,  but  also  in  a  number  of 
other  technologies.  To  fully  understand 
VPNs,  and  to  critically  evaluate  VPN  prod¬ 
ucts  and  services,  IT  managers  must  have 
a  basic  understanding  of  security,  IP  per¬ 
formance  issues,  and  migration  strategies. 
Explore  each  of  these  relevant  technolo¬ 
gies  and  important  standards  efforts. 

•  The  Basics  —  How  VPNs  Are  Built 

-  Do-it- Yourself  vs.  Fully  Managed 

-  The  VPN  Building  Blocks 

•  An  Introduction  to  Internet  Security 

-  Security  Concepts 
-Firewalls 

-  IPSec  and  IKE 

-  Digital  Certificates 

•  VPN  Performance  and  Quality  of  Service 

-  QoS  Concepts 

-  TCP  Rate  Control 
-Queuing 

-  Differentiated  Services 

-  RSVP 
-MPLS 

-  Load  Balancing 


The  State  of  the 
VPN  Market 

According  to  a  recent  VPN  market  study 
conducted  by  TeleChoice  and  Network 
World,  over  35%  of  IT  managers  are  either 
implementing  a  VPN  or  in  the  late  planning 
stages.  So,  what  exactly  are  they  imple¬ 
menting?  This  section  will  examine  the 
types  of  VPN  products  and  services  avail¬ 
able  in  the  market  today.  Well  explore  the 
VPN  provider  offerings  in  depth  and  focus 
on  the  key  differences  between  the  vari¬ 
ous  VPN  services  available  today. 

•  VPN  Products 

-  Routers 

-  Firewalls 
-Tunnel  Servers 

-  Multi-function  Devices 

-  Client  Software 

-  Authentication  Products 

-  Certificate  Authority 

•  VPN  Services 

-  Remote  Access  Services 

-  Site-to-Site  VPNs 

-  Fully  Managed  Services 

-  Network-based  VPN  Services 

-  Extranet  Services 

-  Secure  Hosting 

-  Service  Level  Agreements 

Selecting  VPN  Products 
and  Services 

Knowing  what's  available  is  half  of  the 
battle.  Knowing  how  VPN  products  and 
services  can  be  applied  to  specific  enter¬ 
prise  situations  is  the  other  half.  This  dis¬ 
cussion  will  center  on  evaluating  VPN 
products  and  services  based  on  specific 
networking  needs.  Case  studies  will  be 
presented  to  explore  the  ways  in  which 
some  companies  have  implemented  VPN 
technologies  to  improve  their  business 
processes. 


-  Caching 

Legacy  Network  Migration  and 
Integration 

-  Layer  2  Tunneling 

L2TP 

PPTP 

L2F 

-  Solutions  for  Legacy  Migration 
Directory  Services 

-  Directory  Enabled  Networks 
-LDAP 

VPN  Applications 

-  Intranets 

-  Extranets 

-  Remote  Access 


•  Are  VPNs  Always  the  Best  Choice? 

•  Do-it-Yourself  VPN  Networks 

•  VPN  Network  Management 
and  Administration 

•  Network-based  VPN  Services 

•  Fully  Managed  Services 

•  A  Mini-RFP  for  VPN  Services 


|VIP#:  WRAP 

SAVE  with  our  team  discounts 

Register  2  people  and  save  $50  on  each  registration  •  Register  3  or  more  people  and  save 
$100  on  each  registration  •  And  every  4th  person  registered  attends  FREE! 

To  Register:  call  (800)  643-4668 or 
visit  wwwnwfusion.com/seminars 


«■  The  Business  Case 
for  VPNs 

VPNs  promise  to  deliver  savings  of 
between  30%  and  70%  over  some  tradi¬ 
tional  WAN  implementations.  The  ques¬ 
tion  is,  where  do  these  savings  come 
from?  Explore  the  cost  savings  associated 
with  implementing  VPN  networks  and  the 
savings  that  can  be  expected.  Special 
attention  will  be  given  to  the  mistakes 
that  some  early  adopters  have  made  so 
that  you  can  safely  pilot  your  organization 
through  VPN  implementation  with  mini¬ 
mized  risk.  VPN  customer  success  stories 
will  be  examined  as  examples  of  the  sav¬ 
ings  that  can  be  realized. 

•  The  Service  Provider  Perspective 

•  The  Enterprise  Perspective 

-  Remote  Access 

-  VPN  WAN  Services 

-  Managed  Services 


«•"  Future  Directions  for  VPNs 

The  next  12  to  18  months  will  see  impor¬ 
tant  changes  in  VPN  products  and  ser¬ 
vices.  Critical  standards  will  be  completed, 
and  new  standards  will  be  proposed.  New 
classes  of  VPN  equipment  will  be  intro¬ 
duced,  and  service  providers  will  deliver 
innovative  VPN  options.  The  conclusion  of 
the  program  will  be  a  discussion  of  where 
VPNs  are  heading,  from  a  technology  and 
market  perspective. 

•  Standards 

•  Equipment  Directions 

•  Service  Innovations  and  the 
Impact  of  New  Carriers 

•  The  Converged  Enterprise  Network  — 
voice,  video,  and. . .you  name  it! 

•  Market  Forecast 


Learn  from 
the  Leader 

The  special  format  of  this  interactive 
program  fosters  an  open  dialogue  among  the 
audience  participants,  vendor  panel  and 
moderators  and  will  offer  insight  and  depth 
into  this  critical  topic. 

As  a  Senior  Market  Analyst 
in  TeleChoice's  Market 
Research  Group,  Eric  Zines 
focuses  on  the  rapidly 
changing  Virtual  Private 
Networking  (VPN)  market. 
Along  with  tracking  and 
interpreting  trends  in  the 
VPN  market,  Eric  also  pro¬ 
vides  consulting  services  to  VPN  service 
providers  and  vendors. 

Prior  to  joining  TeleChoice,  Eric  worked  for  a 
major  carrier  in  a  number  of  different  roles,  the 
latest  being  Product  Manager  for  Intranet 
Services.  He  also  spent  a  great  deal  of  time 
consulting  with  Fortune  500  customers  and 
advising  them  on  their  intranet  strategies.  Eric 
also  worked  as  an  applications  engineer  work¬ 
ing  with  some  of  the  first  ATM  switches,  desk¬ 
top  video  conferencing  solutions,  ISDN  access 
equipment,  and  Internet-enabled  applications. 

Eric's  recent  speaking  engagements  include 
chairing  panel  discussions  at  ComNet  and 
NetWorld+InterOp.  He  has  also  served  as  the 
keynote  speaker  for  numerous  US  and  interna¬ 
tional  vendor-sponsored  VPN  seminars.  He  has 
written  a  number  of  guides  on  implementing  and 


marketing  VPN  services  including  the  recent 
TeleChoice/ Network  World  study  on  VPNs,  and 
is  frequently  quoted  in  the  industry  press. 

Network  World  Technical 
Seminars  is  known  throughout 
the  networking  community  for 
providing  IT  professionals  with 
piim  •  online  •  E.nnts  expert,  unbiased  education  on 
the  latest  technologies  and  trends  shaping 
today's  mission-critical  networks.  This 
reputation  combined  with  our  100% 
satisfaction  guarantee  makes  us 
the  educator  of  choice  in  the  net¬ 
working  industry. 

Registration  Fee:  $450 

Continental  breakfast,  luncheon  and 
refreshment  breaks  are  included  with  your 
registration  fee. 

Take-Home  Materials 

•  Comprehensive  Seminar  Workbook  which 
will  serve  as  an  invaluable  reference 
during  the  class  and  back  at  the  office 

•  Exclusive  Network  World  VPN  CD-ROM 
resource  including  related  articles,  live 
links  and  vendor  information 

Note:  If  you  can't  attend,  call  and  order  the 
informative  and  useful  Take-Home  Materials 
kit  for  just  $99. 

On-Site  Presentations 

Let  us  bring  this  seminar  to  your  company  for  a 
customized  group  presentation.  Call  Bill  Bernardi 
at  (508)  820-7506  for  more  information. 


NetworkWorlc 

KB  LEADER 
IN  NETWORK 
KNOWLEDGE 


1999  Dates  and  Locations 


□  Chicago . 

. . .  April  6 . 

_ Holiday  Inn  O'Hare 

□  Denver  . 

. . .  April  7 . 

. . . .  Hyatt  Regency  Denver 

□  San  Francisco . 

...April  20.... 

. . . .  Sheraton  Palace  Hotel 

□  Seattle . 

. . .  April  21 _ 

. . . .  Renaissance  Madison  Hotel 

□  Boston . 

. . .  May  4 . 

. . . .  Sheraton  Needham  Hotel 

□  New  York 

. . .  May  5 . 

. . . .  New  York  Marriott  Financial  Center 

□  Philadelphia . 

. . .  May  26 _ 

. . . .  Philadelphia  Marriott 

□  Washington,  DC 

...  May  27 ... . 

. . . .  Georgetown  University  Conference  Center 
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Breaking  news  and  more:  www.nwfusion.com 


The  Global  Challenge: 

BUILDING  INTERNATIONAL 
NETWORKS 


CHOOSING  A  CARRIER:  we' 


show  you  the  countries  where  you'll  find  strong 
telecom  competition  —  and  a  variety  of  services 
—  and  those  where  you'll  be  lucky  to  get  even 
basic  service  from  a  monopoly.  Page  43. 


BRIDGING  BORDERS:  Network 

managers  in  the  trenches  share  tips  for  deploying 
and  managing  corporate  networks  that  span  the 
globe.  Page  47. 


3Com  to  bore 
into  backbone 

Enterprise  chief  believes  3Com  could  he  bought. 


Beware  binding  telco  contracts 


BY  DAVID  ROHDE 

Are  you  thinking  about  yank¬ 
ing  your  voice  traffic  off  the 
public  telephone  network  and 
putting  it  on  your  own  data  net¬ 
work?  Do  you  want  to  replace 
your  frame  relay  service  with 
an  IP  virtual  private  network 
(VPN)?  Are  you  preparing  to 
use  the  Net  for  faxing? 

Better  dust  off  your  telecom 
contract  and  check  the  fine 
print  first.  If  you  move  voice 


and  legacy  data  traffic  to  new 
IP-based  transport  schemes 
before  your  current  contract 
expires,  you  could  set  yourself 
up  for  a  hefty  financial  penalty. 

Why?  Because  most  telecom 
contracts  contain  minimum 
annual  commitments  (MAC)  — 
obligations  by  the  user  to 
spend  a  certain  dollar  amount 
with  the  carrier  for  each  year 
of  a  term  contract.  And  if  you 
move  traffic  to  a  less-expensive 
—  or  free  —  option  before  the 
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Online 


•  A  telecom  consultant’s  look  at  the 
"precarious"  state  of  telecom  contracts. 

•  A  detailed  look  at  IP  convergence 
and  what  it  means  to  you. 


II 
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contract  ends,  you  could  fall 
short  of  your  MAC  even  if  your 
traffic  volume  stays  the  same. 

That’s  why  contract  consul¬ 
tants  are  now  urging  users  to 
demand  what  are  known  as 
technology-displacement 
clauses  in  carrier  contracts  — 
even  if  users  are  only  begin¬ 
ning  to  consider  merging  their 
voice  and  data  networks. 

These  contract  additions,  also 
called  technology-migration 
clauses,  state  that  the  MAC  will 
be  reduced  or  disregarded  if  a 
major  technology  shift  causes  a 
See  MAC,  page  14 


BY  JIM  DUFFY 

SOUTHBOROUGH,  MASS.  — 
3Com’s  top  enterprise  net¬ 
works  official  last  week  ac¬ 
knowledged  that  the  company 
has  made  some  “unforgivable” 
mistakes  in  the  enterprise  mar¬ 
ket,  but  he  outlined  a  strategy 
he  says  will  propel  the  firm  to 
the  forefront  of  the  emerging 
market  for  converged  voice 
and  data  networks.  That  is,  if 


The  book  on  3Com 

Strengths: 

•  NICs 

•  Desktop  and  workgroup  switches 

•  Channel  distribution 

•  Sales  to  small  and  mid-size 
businesses 

Weaknesses: 

•  Core  backbone  switches 

•  Direct  sales,  service  and  support 

•  Sales  to  large  enterprises 


3Com  doesn’t  get  bought  first. 

3Com  has  set  in  motion  an 
ambitious  plan  focused  on 
high-availability  products,  di¬ 
rect  customer  relationships  and 
high-profile  partnerships  that 
should  enable  the  company  to 
better  compete  against  Cisco 
and  others  for  large  customers’ 
backbone  network  needs,  says 
Edgar  Masri,  3Com’s  new  enter¬ 
prise  networks  chief. 

However,  this  strategy  is 
unfolding  before  an  uncertain 
financial  backdrop.  In  an  exclu¬ 
sive  interview  last  week  with 
Network  World,  Masri  acknow¬ 
ledged  that  “customers  should 
be  concerned”  that  3Com 
could  be  acquired  as  a  result  of 
its  sagging  stock  price  and  a 
general  market  slowdown. 

“I’m  not  saying  that  we’d 
like  to  be  acquired.  All  I’m  say¬ 
ing  is  that  given  the  slow¬ 
down  in  the  market . . .  there  is 
a  risk  that  some  companies 
will  start  looking  at  us  and  see 
See  3Com,  page  63 


Europeans  invade  U.S.  data  market 


BY  TIM  GREENE 
AND  JEFF  CARUSO 

With  an  eye  toward  helping 
corporate  America  build  IP- 
based  integrated  networks, 
European  telecom  vendors  are 
gobbling  up  small  U.S.  technol¬ 
ogy  firms. 


Siemens  will  today  acquire 
two  privately  held  data  net¬ 
work  companies  —  Castle 
Networks  for  about  $300  mil¬ 
lion  and  Argon  Networks  for 
about  $240  million  in  cash. 
European  competitors  Alcatel, 
Ericsson  and  Nokia  have  spent 
some  $3  billion  in  the  past 


couple  of  weeks  to  snatch  up 
U.S.  companies  in  an  effort  to 
See  Europe  page  12 


Alcatel  strikes? 
again  with  JCylani, 
Assured  Access 

buyouts .  Page  i.'t. 


If  you  only  know  Compaq  for  PCs  and 
servers,  do  you  really  know  Compaq? 

All  over  the  world,  the  IT 
bedrock  that  companies 
build  on  comes  from 
Compaq.  We’ve  created 
enterprise  systems  for 
18  of  the  top  20  U.S. 
banks.  Over  100  stock 

t UuvHiin  exchanges  worldwide. 
Sixty  percent  of  the 

solutions.  i  •  / 

And  the  next  io.  planet  s  power  generation/ 

And  the  . .  . . 

10  after  that,  distribution  systems. 
Ninety  percent  of  the  world’s 
microprocessor  production. 

And  this  isn’t  just  hardware. 
Compaq  delivers  complete  enterprise 
solutions.  The  mission-critical  systems 
that  keep  business  in  business. 

Who  out-integrates  the  top  integrators? 
Including  IBM? 

This  may  surprise  you. 

It’s  Compaq.  In  fact,  Compaq 
beat  out  the  biggest  names 
in  IT  integration  in 
InformationWeek’ s  annual 
poll  of  IT  professionals,  _ 
finishing  second  by  the  slimmest 
of  margins.  If  you  need  to  get 
the  most  out  of  your  IT 
investment,  we  don’t  just  have 
the  answer.  We  are  the  answer. 


Whose  systems  run  17  of  the  20 
largest  stock  exchanges,  worldwide? 

It’s  the  same  folks  who  enable 
over  60%  of  the  world’s  interbank 
transactions.  Compaq.  With 
systems  and  support  services  that 
allow  hundreds  of  millions  of 
dollars  to  flow  safely  all  over  the 
world,  every  second  of  every  day. 
It’s  the  ultimate  in 
mission-critical, 
fault-tolerant 
NonStop®  computing 
The  kind  we  provide,  not  just  for 
the  financial  world,  but  for  all 
kinds  of  industries. 


why  not  go  with  some  of  the  people 
who  know  it  best? 

Who  outruns  everyone  under  the  sun 
(including  Sun)? 

Compaq’s  lead  in  high-perfor¬ 
mance  64-bit  UNIX®  computing  is 
huge,  and  growing.  For  example,  we 
set  an  all-time  TPC-C*  record  running 
Oracle8  ”  on  clustered  AlphaServer® 
systems.  What  does  this  mean  in  real 
life,  you  ask?  It  means  that  we  can 
help  you  do  things  in  a  few  seconds 
that  used  to  take  you  days. 

Who  helps  millions  of  e-mail  users 
explain,  expound,  collaborate  and 
just  plain  talk? 

Compaq  systems  and 
support  people  help  run  many  of 
the  world’s  largest  e-mail  systems. 

Compaq? 

iHp  not  inst  for  JL- 


Where  in  the  world 
do  you  do  business? 

No  matter: 
our  27,000  sendee 
professionals  call 
114  countries  home. 


Who  knows  SAP  R/3 
like  no  one  else  (except, 

^  of  course,  SAP)? 

We  have  over  5,000  R/3 
installations  under  our  belts — 
more  than  any  other  competitor. 
To  put  R/3’s  enormous  power 
to  work  in  your  business, 


We’re  also  the  number  one  integrator 
of  Microsoft  Exchange®  with  over 
400  global  customers.  If  you’ve  got 
a  large  project  ahead,  remember: 
We  can  be  a  big  help. 

Where  does  the  enterprise  store  its 
gigabytes,  terabytes  and  googolbytes? 

Once  again,  we’re  the  answer. 
Compaq  StorageWorks®  delivers  the 
widest  array  of  multi-user  storage 
products  in  the  business.  And  they’re 
designed  to  solve  storage  problems 
for  any  enterprise,  no  matter  which 
hardware  and  software  you  already 


use:  ours,  theirs,  anyone’s. 


AltaVista -created  by  Compaq,  running  on  Compaq  AlphaSen’er 
^^^^^systems- handles  1  billion  Internet  searches  per  month. 


All  of  the  world’s  top  10  aerospace  companies  fly  with 
Compaq.  (There’s  no  better  launch  platform  for  technical 
computing  than  Compaq  64-hit  UNIX.) 


When  telephone  companies  all  over 
the  world  dial  911,  who  picks  up? 

Did  you  know  that  ah  of  the 
top  30  telcos  depend  on  Compaq 
for  everything  from  fault-tolerant 
NonStop  computing  to  compre¬ 
hensive  disaster  relief? 

So  do  more  than  170  other 
telecommunications  companies 
If  your  company  could  use  that 
kind  of  reliable,  bulletproof 
computing,  why  not  give  us  a  call? 


Who 


1 

knew? 


Ever  buy  stock  online? 

Or  bank  in  your  pajamas? 

Three  quarters  of  the  top  ISPs 
choose  Compaq  to  keep 
millions  of  subscribers  connected. 

Four  out  of  the  five  most  popular 
Web  sites  are  powered  by  Compaq. 
Microsoft  chose  us  to  implement 
and  manage  the  infrastructure  for 
MSN.corm 

And  AltaVista® 
the  most  powerful 
and  useful  guide  to 
the  Internet?  We  Ev„ a  vinud SMefrom 

i  ,  •  •  needs  a  rock-solid 

uon  t  jUSt  tun  It.  foundation.  So  thousands  of 
V7.  .  ,  .  e-businesses,  large  and  small,  tap 

We  invented  It.  Compaq  for  systems,  solutions,  support. 


In  other  words,  as  enterprise 
computing  moves  onto  the  Internet, 
it’s  also  moving  onto  Compaq. 


Want  to  know  more? 

More  details?  More  case 
histories?  More  references? 
Better  answers  to  the  toughest 
IT  challenges  there  are? 

You’ll  find  them  at 
www.compaq.com/betteranswers . 

Or  call  us  at 
1-800-AT-COMPAQ. 


COMPAQ. 

Better  answers. 

www.compaq.com/betteranswers 


Mission-critical  NonStop  enterprise 
systems  for  more  financial  exchanges,  more  ATM  networks 
and  more  of  the  world’s  top-tier  banks  than  any  other  company. 


*(1 02541  tpmC  @  $139.49/tpmC-Available  September  15.  1998)  ©1999  Compaq  Computer  Corp.  Better  answers  is  a  service  mark  of  Compaq.  AlphaServer.  NonStop.  AltaVista  and  StorageWorks  are  registered  trademarks  of  Compaq. 
Microsoft  Exchange  is  a  registered  trademark  and  MSN.com  is  a  trademark  of  Microsoft  Corporation.  All  other  names  are  trademarks  or  registered  trademarks  of  their  respective  companies. 


All  you  want  to  know  is  if  your  applications 


With  FrameVision7''  DSU/CSUs  from  ADC  Kentrox,  there's  no  question  about  it.  FrameVision  DSU/CSUs 
monitor  bandwidth  usage  throughout  your  Frame  Relay  network  to  quickly  show  you  when  you  are  purchasing 
too  much  or  too  little  bandwidth.  You  get  accurate,  timely  measurements  and  reports  that  clearly  show  when 
you  need  more  or  less  capacity,  based  on  performance. 

Too  much  bandwidth?  Downsize  your  circuits,  and  save  money  on  access  charges  every  month.  Too  little? 
Upgrade  your  circuits  to  give  your  critical  applications  the  bandwidth  to  do  the  job  right. 

Take  your  first  look  at  Frame  Relay  bandwidth  monitoring  at  www.kentrox.com/fv. 


DC  Kentrox 


For  more  information  call  1 .800.232.5879  or  visit  www.kentrox.com/fv. 


Redefining  Network  Access 


■ 


Free  Product  info  enter  NWInfoXpress  #30  online  @  www.networkworld.com/infoxpress 


THIS  WEEK 
ONLINE 


Security.  How  much  do  you  think 
you  know  about  it?  Come  online 
and  take  our  mini-quiz,  based  on 
questions  from  the  Certified 
Information  Systems  Security 
Professional  exam.  You'll  get 
graded  instantly.  DocFinder:  1844 

E  Keeping  Current. 

What  does  it  mean 
when  Europeans 
start  coming  over 
here  and  investing 
heavily  in  U.S.  vendors?  Fred 
McClimans  takes  a  look. 
DocFinder:  1845 

Selecting  an  ISP.  Class  is  back 
in  session  as  The  Motley  Fool 
explores  the  basics  of  Web 
hosting.  This  week  on  Fusion, 
learn  how  to  write  a  request  for 
proposal  to  distribute  to  ISPs. 
DocFinder:  1828 

You!  We  want  to  know  more 
about  you,  the  Network  World 
reader,  for  our  first  annual  You 
Issue,  coming  this  July  as  part  of 
our  Signature  Series.  The  You 
Issue  will  tell  all  about  your  jobs, 
hobbies,  gripes  and  delights. 

Help  us  out  by  completing  our 
quickie  You  survey  online.  If 
you're  interesting  enough,  you 
could  be  featured  on  the  cover  of 
Network  World.  DocFinder:  1837 

Careers.  Shaun  Kelly,  our  new 
Career  Doctor,  had  to  stay  late 
last  week  answering  questions 
about  career  changes.  Read 
his  advice  on  whether  to  get 
a  master's  degree  in  IT,  opt 
for  certification  or  change  jobs 
altogether.  DocFinder:  1731 

Telecom  reform.  Is  it  hypocrisy 
for  AT&T  to  demand  that  regional 
Bell  operating  companies  open 
up  their  local  loops  to  competi¬ 
tors  but  then  refuse  to  open  up 
its  new  cable-telephone  network 
without  fees?  Discuss  it  in  our 
forum.  DocFinder:  1831 


How  to  get  onto 
Network  World  Fusion 

Click  on  Register  on  the  home  page 
and  follow  the  instructions. 
Subscribers,  keep  your  NWF  number 
—  highlighted  on  the  front  cover's 
mailing  label  —  handy  during 
registration.  Nonsubscribers 
must  fill  out  an  online 
registration  form. 
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University  of  California's  Jim  Dolgones 
hopes  to  tighten  his  network  security 
with  the  help  of  certificates.  Page  31. 
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Is  Intel  out  of  control? 

At  what  point  does  a  company  become 
so  powerful  that  antitrust  laws  must  be 
applied  to  regulate  its  behavior? 

That  question  lies  at  the  heart  of  the  U.S. 
Federal  Trade  Commission’s  antitrust  case 
against  Intel,  which  comes  to  trial  this 
week. 

Legal  experts  say  the  conduct  Intel  is 
charged  with  —  that  it  coerced  firms  into 
sharing  technology  patents  by  denying 
them  access  to  future  microprocessors  — 
wouldn’t  be  illegal  when  practiced  by  a 
smaller,  less  powerful  firm. 

But  the  FTC  will  argue  that  Intel  is  a 
monopoly  and  that  it  exploited  its  power  to 
snuff  out  competition  and  gain  a  chokehold 
on  the  microprocessor  market. 

Intel  doesn’t  contest  most  of  the  facts  in 
the  case  but  argues  that  the  market  it  oper¬ 
ates  in  is  so  competitive  that  its  actions 
were  justified  and  legal  under  intellectual 
property  law. 

Intel  is  busy  outside  of  the  courtroom,  as 
well. The  chip  giant  last  week  said  it  would 
acquire  Level  One  Communications  in  a 
stock-for-stock  deal  valued  at  $2.2  billion. 
Level  One,  in  Sacramento,  Calif.,  makes 
silicon-level  connectivity  products  for  high¬ 
speed  telecommunications  and  network 
applications. 


Grab  your  shopping  cart 


If  you’re  a  net  manager  as  well  as  a  mall  rat, 
www.telezoo.com  may  be  the  Web  site  for 
you. This  new  online  shopping  mall  has  enlist¬ 
ed  major  enterprise  network,  remote  access 
and  carrier  hardware 
makers  as  well  as 
service  pro¬ 
viders  to  post 
their  wares 
and  prices. 

Visitors 
can  search  by 
product  type 
and  then  narrow 
down  selections  based 
on  specifications.  The  search  engine  also 
fashions  side-by-side  comparisons  of  similar 
gear.  Customers  can  place  orders  for  prod¬ 
ucts  online. 


No  stinking  millennium  bug  here 

Local  telco  carriers  last  week  said  it’s 
unlikely  that  customers  will  experience  any 
service  disruptions  as  a  result  of  the  Year 
2000  bug. 

Bell  Atlantic,  SBC  Communications,  US 
WEST,  Ameritech,  GTE  and  Cincinnati  Bell 
last  week  announced  the  results  of  a  series 
of  Y2K-compliance  tests  that  simulated  con¬ 
nections  among  the  seven  companies’ 
phone  networks. 

The  regional  Bell  operating  companies, 
which  control  some  90%  of  local  U.S.  tele¬ 


phone  lines,  found  problems  in  some  cases, 
but  none  was  serious  enough  to  prevent 
calls  from  being  completed  and  all  were 


fixed  by  upgrading  software  or  making 
other  changes. 

Tests  among  the  local  carriers  and  long¬ 
distance  and  wireless  companies  have  not 
been  completed. 

How  to  be  heard  on  the  Internet 

AT&T,  Lucent,  Motorola  and  17  other 
firms  last  week  formed  the  Voice  Extensible 
Markup  Language  (VXML)  Forum  to  work 
on  a  standard  for  voice-  and  phone-enabled 
Internet  access. 

The  VXML  standard  should  lead  to  new 
interactive  business  applications  for  call 
centers,  banking  transactions  and  electronic 
commerce. 

The  forum  expects  to  have  a  standard 
posted  on  www.vxmlforum.org/  or  www. 
vxmlforum.com/  in  April  or  May. 

After  public  comments  and  contribu¬ 
tions  to  the  specification  are  taken  into 
account,  the  forum  intends  to  submit  a 
final  proposed  specification  to  the  World 
Wide  Web  Consortium,  which  it  is  expect¬ 
ed  to  do  later  this  year. 

The  Gates  e-commerce  directive 

Let’s  bring  one  million  new  businesses 
online  using  Microsoft  electronic  com¬ 
merce  software  before  year-end.  That’s  CEO 
Bill  Gates’  new  plan. 

Microsoft  last  week  revamped  its  e-com- 
merce  strategy  with  the  introduction  of 
BizTalk,  a  new  technology  framework  based 
on  the  Extensible  Markup  Language. 

BizTalk  is  designed  to  let  firms  with  dif¬ 
ferent  computer  systems  more  easily 
exchange  the  data  required  for  e-commerce, 
such  as  product  information  and  purchase 
orders. 

Microsoft  is  working  with  partners  and 
vertical  industry  groups  to  define  useful 
schemas  for  BizTalk. 

Gates  said  all  Microsoft  e-commerce 
software  after  the  debut  of  Windows  2000 
will  support  BizTalk.  The  framework  will 
also  be  freely  available  for  other  vendors  to 
support,  Gates  promised. 


IBM/Dell  duo  does 
not  scare  Compaq 


BY  MARC  SONGINI 
AND  DENI  CONNOR 

ARMONK,  NY  —  IBM  and 
Dell  stepped  into  the  same 
comer  of  the  ring  last  week, 
but  it  looks  as  though  they’ll 
just  be  delivering  a  jab  —  not 
a  knockout  blow  —  to  rival 
Compaq. 

Dell  last  week  agreed  to  put 
$16  billion  worth  of  IBM  com¬ 
ponents  into  its  products  over 
the  next  seven  years.  Dell  cut 
the  deal  with  IBM’s  recently 
formed  Technology  Group, 
which  includes  the  Net¬ 
working  Hardware  Division 
(NHD)  and  IBM’s  storage  and 
microelectronics  divisions. 
IBM’s  OEM  business  has  been 


president  of  Communications 
Network  Architects,  a  Wash¬ 
ington,  D.C.  consultancy.  What 
it  does  mean  is  that  techno¬ 
logically  conservative  Dell 
will  now  have  a  chance  to 
exploit  IBM’s  rich  portfolio  of 
intellectual  property,  he  says. 
“Expect  to  see  Dell’s  equip¬ 
ment  become  as  current  as 
anyone’s,”  Dzubeck  says. 

“No  one  company  can  do  it 
all  by  itself,”  says  Mike  Lambert, 
senior  vice  president  of  Dell’s 
Enterprise  Systems  Group. 

Compaq  officials  say  they 
are  not  getting  sweaty  palms 
over  the  venture.  “We  do  not 
see  this  deal  as  any  threat  to 
our  position  in  the  market,” 
the  spokesman  says. 


Stacking  up 

Compaq's  hold  on  the  PC  server  market  will  not  be  loosened 
by  the  IBM/Dell  deal. 


1998  Worldwide  PC  server  shipments 


Hewlett- 
Packard 
14.8% 


Other 

31.3% 


Dell  and 
combined 
23.2% 


Compaq 

30.7% 


Worldwide  PC 
server  revenue: 

Compaq 

$3.8  billion 

Dell  and  IBM 

$3.1  billion 

Hewlett-Packard 

$1.7  billion 


Total  1998  shipments:  270,855  SOURCE:  I  DC.  FRAMINGHAM.  MASS. 


growing  40%  per  year  for  the 
past  six  years. 

Dell  expects  to  buy  IBM 
Token-Ring  network  interface 
cards,  high-capacity  disk 
drives,  flat  panel  displays, 
static  RAM  and  custom-made 
chips.  Sources  say  IBM  may 
also  supply  Dell  with  various 
types  of  network  gear,  its  state- 
of-the-art  high-capacity  cop¬ 
per  and  silicon-on-insulator 
chips,  and  perhaps  other  intel¬ 
lectual  properties.  The  two 
companies  could  also  build 
products  together,  officials  say. 

The  cooperation  of  IBM  and 
Dell  is  far  from  a  death  sen¬ 
tence  for  Compaq,  the  leader 
in  the  PC  and  server  markets. 

“This  is  not  going  to  stop 
Compaq,”  says  Frank  Dzubeck, 


A  match  made  in  Armonk 

The  deal  allows  Dell  to  buy 
components  from  other  OEM 
vendors,  such  as  Intel,  which 
provides  the  CPUs  for  Dell 
PCs.  The  agreement  only  cov¬ 
ers  IBM’s  Technology  Group: 
the  PC  and  server  groups  will 
be  competing  as  fiercely  as 
ever  with  Dell. 

“Were  ecstatic  about  the 
deal,”  says  Ash  Shehata,  chief 
information  officer  of  Ante¬ 
lope  Valley  Health  Care 
Systems,  an  acute-care  facility 
in  Lancaster,  Calif. 

“We  would  love  Dell  to 
come  up  with  the  leading 
technologies,  but  it  is  intelli¬ 
gent  enough  to  realize  it  needs 
to  make  best  of  breed,  mix  and 
match  products,”  he  says.  Q 
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Up  to  2-way  Pentium®  II  processors  (up  to  450  MHz)  /  Up  to  1GB  SDRAM  ECC  memory  /  Starting  at  $3,364 


(C) e-business  tools 


Introducing  the  worry-free  Netfinity  5000  server  from  IBM.  It’s  fast.  It’s  reliable.  It  keeps  your  business  running  smoothly  24  hours  a  day. 
So  now  you  can  catch  some  shut-eye  without  shutting  down  your  business.  It’s  hot-pluggable  (add  disk  drives  without  turning  it  off),  scalable 
(add  storage  and  processors  as  you  grow)  and  lets  you  manage  your  network  remotely.  It  also  runs  Windows  NT®  and  includes  light-path 
diagnostics  for  more  accurate  problem  detection,  as  well  as  access  to  Web  Server  Accelerator  software,  giving  customers  quicker 
access  to  your  Web  site. Take  the  worry  out  of  running  your  e-business.  Visit  www.ibm.com/netfinity  or  call  1  800  IBM  7255,  ext.  5017. 


THE  IBM  NETFINITY  5000  SERVER 

v. _ _ _ _ _ J 


YOU  NEED  SLEEP. 

YOUR  BUSINESS  DOESN’T. 


pentium*U 


"Estimated  reseller  price  to  end  users  lor  Netfinity  5000  model  865912Y  includes  IBM  4  5GB  Hard  Disk  Drive.  Certain  features  described  above  are  available  for  an  additional  charge.  Actual  reseller  prices  may  vary  MHz  denotes  microprocessor  internal  clock  speed  only;  other  factors  may  also  affect  application  p-  lormanc ■.. 
IBM  product  names  are  trademarks  ol  International  Business  Machines  Corporation.  Microsoft,  Windows  and  Windows  NT  are  registered  trademarks  ol  Microsoft  Corporation.  The  Intel  Inside  logo  and  Pentium  are  registered  trademarks  ot  Intel  Corporation.  ©1998  IBM  Corp.  All  rights  resm  .'in 


News 


BY  CHRISTINE 
(CLARKE)  BURNS 

First  in  a  three-part  series. 

Win,  lose  or  draw,  the  gov¬ 
ernment’s  highly  publicized 
antitrust  case  against  Micro¬ 
soft  will  change  how  the  com¬ 
pany  conducts  business  for 
years  to  come.  And  just  what 
those  changes  might  be  has 
been  the  subject  of  the  wildest 
of  imaginations. 

Granted,  the  trial  isn’t  over; 
It’s  only  recessed  until  mid- 
ApriJ .  But  the  smell  of  blood  is 
in  the  air.  Microsoft’s  legal  mis¬ 
steps  and  the  endless  amount 
of  executive  half-truths  ex¬ 
posed  by  government  lawyers 
have  shaken  the  defense.  By 
most  accounts,  the  govern¬ 
ment  is  winning.  Assuming  it 
does:  What’s  next? 

Some  say  treat  Microsoft 
like  the  grand  monopolies  of 
yore  and  carve  it  up.  Others 
say  open  up  Windows  source 
code  to  the  free  world. A  third, 
more  conservative  faction  sug¬ 
gests  keeping  Microsoft  struc¬ 
turally  intact  but  limiting  its 
more  controversial  business 
practices. 

In  this  three-part  pseudo¬ 
science  fiction  series,  we  will 
illustrate  just  how  these  three 
scenarios  might  play  out. 
While  based  on  dozens  of  con¬ 
versations  with  legal  types, 
industry  analysts,  Microsoft 
partners  and  users,  this  series 
does  exercise  some  artistic 
license  as  it  takes  these  opin¬ 
ions  and  uses  them  to  form  a 
picture  of  the  future. 

So  let’s  step  into  the 
Microsoft  time  machine,  shall 
we? 

The  year  is  2005.  It’s  been 
five  years  since  the  Microsoft 
Empire  was  split  five  ways. 
MSI  has  Bill  Gates  and  Win¬ 
dows.  MS2  and  MS3  —  origi¬ 
nally  separate  companies  sell¬ 
ing  desktop  and  server  appli¬ 
cations,  respectively  —  have 
merged  under  the  leadership 
of  sales  guru  Steve  Ballmer. 
Former  Internet  Explorer  guru 
Brad  Silverberg  came  out  of 
retirement  to  take  the  reins 
of  MS4  —  the  entity  that 
builds  application  develop¬ 
ment  tools.  Video  expert  Jim 


Allchin  heads  up  the 
consumer  games  busi¬ 
ness  of  MS5. 


out  monthly  for  his  T-7  link  to 
the  Internet.  But  then  again, 
Gates  knows  that  paying 
Ballmer  is  better  than  using 
America  Online’s  industry-lead¬ 
ing  freeware. 

To  Gates,  sticking  with  a 
Microsoft-inspired  browser  is  a 
matter  of  principle. 

Gates  clicks  over  to  his  net 
worth  icon,  secure  in  the 
knowledge  that  his  Windows 
monopoly  is  safe  and  his  stock 
is  still  rising.  He  reflects  on 
the  first  two  years  of  the 


“Yeah.Yeah,  Eckhard.  I  know 
that  Podunk  PCs  only  sold  100 
Windows  machines  last  year. 
But  my  hands  are  tied!  I  can’t 
cut  deals.  I  have  to  charge 
everyone  the  same  price  for 
my  operating  system,”  Gates 
fondly  remembers  saying. 

It  was  about  that  time  that 
Gates  latched  onto  another 
idea  to  keep  Windows  profits 
rolling:  charging  every  applica¬ 
tion  developer  who  builds  on 
top  of  Windows.  Gates  kept 
the  licensing  fee  at  a  modest 


Ballmer  wasn’t  done.  He 
then  announced  to  the  world 
that  he  had  hired  Linux  point 
man  Linus  Torvalds  as  lead 
product  manager  for  The 
WayBackOffice  suite.This  pack¬ 
age  now  includes  a  Linux-based 
mainframe  replacement,  24- 
way  real-time  video  and  corpo¬ 
rate  cyber-catering  services. 
And  it  is  half  the  price  of  the 
similarly  featured  Windows 
BackOffice  suite.  Bill  reminds 
himself  that  Linux  is  still  only 
used  by  those  with  Ph.D.s  in 


ing  to  compete  fair  and  square 
with  the  likes  of  Lotus  and  the 
Netscape  division  of  AOL. 

“Now  we  have  to  actually 
build  software  that  actually 
works  better  than  the  other 
guys,  and  we  have  to  ship  it  on 
time,”  Ballmer  was  quoted  as 
telling  his  senior  staff  at  a 
retreat  recently.  “Anybody  ever 
have  to  work  that  into  their 
long-term  strategy  before?” 

Coming  next  week,  a  look  at 
Scenario  2:  What  happens  in  a 
free  Windows  world?  lai 


2005:  A  Microsoft  odyssey 

Our  crystal  ball  reveals  a  possible  future  in  which  Microsoft  has  been  split  into  four  parts. 


Where  did  Bill  go 
tomorrow? 

Bill  Gates  sits  in  the 
same  rumpled  Red¬ 
mond,  Wash.,  office  as 
he  did  as  CEO  of  Micro¬ 
soft  proper  before  the 
turn  of  the  century,  pondering 
the  same  basic  question  he’s 
asked  of  his  company  for  nearly 
20  years:  How  can  Windows 
make  me  more  money? 

The  swivel  of  his  heated 
leather  chair  lets  him  view  the 
multiscreen  Windows  2004  PC 
on  his  desk  and  the  WebTV  net¬ 
work  device  covering  the  north 
wall  without  getting  whiplash. 
Gates  is  physically  comfortable, 
but  his  blood  is  boiling  thinking 
about  how  he  has  to  pay  former 
partner  Steve  Ballmer  more  for 
the  MS2  browser  than  he  shells 


WHERE  DO  THEY  GO 
T 


First  in  a  three  part  series 


Windows-only  business,  when 
OEM  revenue  more  than  dou¬ 
bled.  He  silently  thanks  the  U.S. 
judicial  system,  which  ruled 
that  Gates  could  not  cut  any 
special  deals.  So  now  everyone 
pays  top  dollar,  regardless  of  vol¬ 
ume  or  special  side  deals.  Gates 
looks  away  from  the  bank  of  flat 
screens  to  remember  that  call 
to  Compaq  back  in  2001  when 
Gates  broke  the  news  to  CEO 
Eckhard  Pfeiffer  that  Gates 
was  legally  bound  to  triple 
Compaq’s  cost  of  licensing 
Windows. 


one-time  $100,000 
charge  per  application. 
But  with  hundreds  of 
thousands  of  Windows 
programs  shipping, 
Gates  knows  that  MSI 
stock  will  always  be  a 
Wall  Street  darling. 

His  only  regret?  That 
this  money-making 
plan  isn’t  making  him 
any  new  friends  and  is  harm¬ 
ing  a  handful  of  long-term 
relationships.  Old-time  pal 
and  now  MS2/3  crew  chief 
Ballmer  publicly  and  fre¬ 
quently  rails  against  the 
Windows  licensing  fee. 

Bill  tenses  as  he  thinks 
about  the  virtual  Comdex 
show  attended  by  10  million 
Web  browsers  where  Ballmer 
gave  the  keynote,“TheTopTen 
Ways  to  Not  Give  Bill  Your 
Money.”  The  No.  1  method: 
Build  your  applications  on  top 
of  anything  but  Windows. 


computer  science  or  those 
with  some  kind  of  a  beef 
against  the  Ml  CEO. That  taken 
together  turns  out  to  be  about 
9.8%  of  the  population. 

Finding  ways  to  needle  Bill 
—  like  supporting  Linux  —  is 
what  Ballmer  likes  to  do  in  his 
spare  time.  LInfortunately  for 
Steve,  the  MS2/3  applications 
don’t  have  the  home-field 
advantage  that  they  used  to 
under  the  united  Microsoft.  Oh 
yeah,  immediately  after  the 
split,  all  of  the  BackOffice  pro¬ 
grams  stood  heads  above  their 
competition  because  the  MS 
2/3  engineers  still  had  intimate 
knowledge  of  Windows  2000. 
Ballmer  slept  easy  at  night 
knowing  no  other  Windows 
independent  software  vendor 
(ISV)  had  been  in  bed  —  so  to 
speak  —  with  the  underlying 
operating  system,  as  he  had. 

But  Bill’s  onto  new  things 
now.  He’s  been  talking  about 
Windows  2004  for  three  years 
and  has  sold  off  the  rights  to 
every  API  imaginable  to  any 
ISV  with  cold,  hard  cash.  Gates 
knows  his  old  partner  has  lost 
his  Windows  sugar  daddy  and 
that  Steve’s  10-mile  morning 
run  is  fueled  by  his  fear  of  hav¬ 


Imagine  if . . . 

Microsoft  gets  broken  up  info  pieces? 

Network  World  blue  skies  about  who  would  rule  the  roosts; 


Bill  Gates  would  likely  get  Windows. 


Brad  Silverberg  could  come  out  of 
retirement  to  handle  development 
tools. 


Jim  Allchin  might  sharpen  his  video 
skills  as  head  of  the  consumer  games 
division. 


Sales  guru  Steve  Ballmer  might  be 
able  to  keep  pushing  desktop  and 
server  applications. 


' 
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STEVE  SACK 


Even  though  we’re  #1  in  storage  man¬ 
agement  and  have  received  virtually 
every  industry  award  in  the  category, 
we're  not  about  to  start  resting  on  our 
laurels. 

To  the  contrary,  we’re  investing  more  money 
in  R&D  than  ever  before,  and  it  shows. 

With  a  broad  range  of  exciting  new 
features  and  benefits,  ARCser ve®/rM 
remains  today’s  most  advanced  storage 
management  solution,  and  now  it’s  available 
in  two  editions  that  address  the  specific  needs 
of  your  environment. 

ARCs erve/T  Workgroup  Edition  protects  your 
Windows  NT  LAN.  With  comprehensive  backup 
for  both  the  server  and  attached  clients,  online 
backup  of  business  applications,  and  lightning- 
fast  disaster  recovery,  this  solution  has  every- 


Features 

Computer  Associates 
ARCserve/rv6.6* 

Legato 

NetWorkerv5.i 

Seagate  Backup 
EKeCV7.2 

Cross-Platform  Enterprise  Management 

✓ 

High-Performance  Image  Backup 

✓ 

Free  RAID  Fault  Tolerance 

✓ 

Unattended  Remote  Disaster  Recovery 

✓ 

Data  Encryption 

✓ 

✓ 

Backup  to  Optical  Devices 

✓ 

✓ 

Complete  MVS,  0S/390  Storage  Solution 

✓ 

Built-In  Unicenter  TNG®  Framework™ 

✓ 

Unicenter  TNG®  Integration 

✓ 

✓ 

High  Availability  Replication  Solution 

✓ 

✓ 

Storage  Area  Network  Solution 
(Fibre  Channel) 

✓ 

✓ 

Free  Small  Tape  and  Optical  Library  Support  \/ 

NetWare  5.0  Support 

✓ 

✓ 

Java-Based  Remote  Management 

✓ 

Shared  Tape  Library  Support 
(ACSLS) 

✓ 

✓ 

Messaging  System  Protection 

■  Microsoft  Exchange 

■  Lotus  Notes 

■  GroupWise 

Vi 

: 

✓ 

ARCser ve/T  Enterprise  Edition  provides  more 
comprehensive  storage  management  for  more 
complex  enterprises. 

With  enterprise-wide  centralized  administra¬ 
tion,  exceptional  performance,  and  unmatched 
reliability,  this  edition  can  protect  all  of  your  data 
from  desktop  to  mainframe. 

But  don’t  let  all  of  the  power  and  advanced 


functionality  fool  you.  ARCser  ve/T  is  still  as 
friendly  and  easy  to  use  as  ever.  Just  what 
you  would  expect  from  the  industry  leader  in 
systems,  network  and  storage  management. 

To  receive  your  FREE  Trial  Copy,  visit 
www.cai.com/ads/arcserveit  or  call 
1-877-2  GO  FOR  IT.  Also  available  through 
CA’s  Open  License  Program™. 
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News 


Novell  opens  up  its  directory  strategy 


BY  CHRISTINE 
BURNS 

PROVO,  UTAH  —  Over  the 
next  few  weeks,  Novell  will 
begin  the  battle  to  persuade 
corporate  customers  to  use  the 
next  release  of  its  directory  ser¬ 
vice  instead  of  Microsoft’s  yet- 
to-be-released  Active  Directory. 

Novell’s  release  —  which 
will  be  called  Novell  Directory 
Services  Version  8  (NDS  8)  — 
will  be  standards-based,  more 
scalable  and  will  have  the  abili¬ 
ty'  to  synchronize  information 
contained  in  its  data  store  with 
that  of  other  directories. 

While  NDS  8  won’t  ship  for 
another  12  to  18  months,  the 
company  last  week  started 
briefing  industry  analysts. 
Novell  will  hold  a  press  confer¬ 
ence  today,  and  two  weeks  from 
now  it  will  tell  all  to  6,000  of 
its  loyal  users  at  the  annual 
Brainshare  conference  in  Salt 
Lake  City. 

NDS  8  will  be  a  native 
Lightweight  Directory  Access 


Protocol  (LDAP)  implementa¬ 
tion,  which  will  make  the  direc¬ 
tory  service  accessible  by  any 
client  software,  able  to  host 
any  application, 
and  capable  of  in¬ 
teroperating  with 
other  directory 
services  that  sup¬ 
port  the  emerging 
LDAP  standard,  say 
sources  familiar 
with  the  product. 

Novell  already  off¬ 
ers  add-on  LDAP 
support,  but  native 
support  will  pro¬ 
vide  end  users 
with  LDAP-based 
client  software  so 
they  can  get  to  NDS  informa¬ 
tion  more  quickly.  This  deeper- 
level  support  for  LDAP  will  also 
provide  better  interoperability 
with  other  LDAP-based  directo¬ 
ries,  such  as  those  from 
Netscape  and  Oracle. 

NDS  8  will  run  on  multiple 
operating  system  platforms 
including  NetWare,  Windows 


2000,  Linux,  Sun  Solaris  and 
IBM’s  OS/390  mainframe  sys¬ 
tem.  NDS  8  will  use  meta¬ 
directory  features  supplied  by 
Novell’s  Utah 
neighbor  NetVision 
that  will  allow  the 
directory  to  auto¬ 
matically  synchro¬ 
nize  user  informa¬ 
tion  with  Lotus 
Notes  and  Micro¬ 
soft  Exchange  data¬ 
bases.  Company 
officials  say  NDS  8 
is  so  scalable  that 
there  is  no  limit  to 
the  number  of 
directory  objects  it 
can  hold. 

NDS  8  will  scale  in  two  ways 
(JSfW,  Feb.  8,  page  6).  For  corpo¬ 
rate  use,  Novell  will  make  NDS 
simpler  to  distribute  and  easier 
to  manage  across  multiple  sites. 
From  its  inception,  NDS  was 
built  to  be  distributed,  but  NDS 
8  has  features  such  as  federated 
partitions,  which  let  an  IS  man¬ 
ager  establish  autonomous 


directory  segments  according 
to  corporate  structure.  For  the 
more  centralized  directories 
required  by  ISPs  that  want  to 
offer  Web  services  on  a  per-user 
basis,  Novell  has  changed  the 
underlying  NDS  database  tech¬ 
nology  to  hold  huge  amounts  of 
directory  data. 

At  an  analyst  briefing  held 
last  week  in  Boston,  Chris 
Stone,  Novell’s  senior  vice  pres¬ 
ident  of  strategy  and  corporate 
development,  said  NDS  8  has 
been  tested  with  up  to  a  half-bil¬ 
lion  objects  —  directory  entries 
such  as  a  user  name,  password 
or  security  certificate.  The  cur¬ 
rent  version  of  NDS  supports 
one  million  objects. 

Industry  analysts  familiar 
with  the  overall  plan  say 
Novell’s  NDS  marketing  effort  is 
a  thinly  veiled  attempt  to  fend 
off  Microsoft’s  yet-to-be-ship¬ 
ped  Active  Directory. 

“Hands  down,  NDS  8  is 
impressive,”  says  Laura  DiDio,  an 
analyst  with  the  Cambridge, 
Mass.-based  Giga  Information 


Stone  says  NDS  8  has 
been  tested  with  up  to 
a  half-billion  objects. 


Group.  “And  technologically, 
Novell  has  got  a  three-  to  four- 
year  lead  on  Microsoft.  But  in 
reality,  Novell  only  has  a  six-  to 
nine-month  window  to  con¬ 
vince  the  world  of  that  before 
Active  Directory  starts  taking 
hold.” 

Novell  must  make  some  dras¬ 
tic  marketing  moves  —  such  as 
reducing  or  even  eliminating  the 
$26-per-end-user  fee  it  charges 
for  NDS  for  NT  —  so  more  cur¬ 
rent  users  running  NT  can  get  a 
look  at  NDS  8  before  they  see 
Active  Directory,  DiDio  says. 

Analysts  are  less  convinced 
that  Novell  will  make  any  head¬ 
way  in  the  ISP  market,  in  which 
Netscape  has  been  pushing  its 
LDAP-based  directory  for  over 
two  years  now. 

“Netscape  has  done  a  much 
better  job  pushing  the  Internet 
applications  that  can  tap  into 
the  directory,”  says  Jon  Oltsik, 
an  analyst  with  Forrester 
Research  Group  in  Cambridge. 
“Novell  has  its  roots  in  the  cor¬ 
porate  world.  They’re  going  to 
have  trouble  breaking  out  of 
that  without  a  really  hot  prod¬ 
uct  soon.”  S 


Novell  is  looking  to  preach  the  64-bit  sermon 


BY  CHRISTINE 
BURNS 

PROVO,  UTAH  —  With  a  64- 
bit  version  of  NetWare  called 
Modesto,  users  can  expect  to 
get  the  performance  they  need 
to  run  networked  applications 


that  were  previously  reserved 
for  high-end  Unix  boxes. 

Sources  say  Modesto  — 
which  will  be  announced  in 
the  next  couple  of  weeks  — 
will  run  on  yet-to-be-released 
64-bit  chips  from  Intel. 
Modesto  will  be  built  from  the 


ground  up  as  a  modular  oper¬ 
ating  system,  which  means 
applications  will  be  able  to  tap 
directly  into  the  operating  sys¬ 
tem  services  they  need  instead 
of  running  on  top  of  a  general 
services  layer.  This  direct 
access  will  reduce  system 
overhead  and  increase  perfor¬ 
mance.  Modesto  will  also  have 
a  Java  Virtual  Machine,  which 
is  expected  to  boost  the  per¬ 
formance  of  server-side  Java 
applications,  sources  say. 

Novell  will  support  back¬ 
ward-compatibility  for  all 
applications  and  network 
services,  such  as  Novell 
Directory  Services  and  Novell 
Storage  Services,  written  for 
NetWare  5. 

Users  say  Novell’s  effort  to 
spread  the  word  about 
Modesto  early  in  the  soft¬ 
ware’s  development  is  key. 

The  IT  staff  at  the  Robert 
Emmett  McDonough  School  of 
Business  at  Georgetown  Uni¬ 
versity  in  Washington,  D.C.  is 
anxious  to  get  the  perfor¬ 
mance  enhancements  to  run 
more  labor-intensive  interac¬ 


tive  applications,  such  as 
online  classroom  instruction. 

Senior  Network  Engineer 
Larry  Bradley  says  the  business 
school  would  also  look  to 
Modesto  to  improve  the  per¬ 
formance  of  Oracle  applica¬ 
tions.  “We  want  to  use  Oracle 
because  of  the  management 
ties  it  has  to  NDS,”  Bradley 
says.  However,  the  staff  needs 
to  get  better  application  per¬ 
formance  than  it  gets  now 
with  NetWare  4.X  and  5.0. 

But  Tom  Ferris,  a  network 
consultant  with  a  large  inter¬ 
national  financial  institution, 
also  in  Washington,  can’t  pin¬ 
point  any  applications  he 
would  want  to  run  on 
Modesto. 

“In  any  case,  I’m  still  inter¬ 
ested  in  Novell’s  plans  to  deliv¬ 
er  a  64-bit  version  of  NetWare 
because  it  will  be  an  indica¬ 
tion  of  how  well  they’re  keep¬ 
ing  up  with  the  rest  of  the 
industry,”  Ferris  says. 

Novell  first  broached  the 
idea  of  a  64-bit  version  of 
NetWare  last  year  at  the  com¬ 
pany’s  annual  Brainshare  users 


group  conference.  Novell  has 
been  relatively  silent  about  the 
effort  since  then,  other  than  to 
say  Modesto  will  ship  when 
Intel  makes  its  Merced  chips 
available.  The  Merced  target 
release  date  has  been  delayed 
several  times  and  now  stands 
at  mid-2000. 

Company  officials  declined 
to  comment  on  whether 
Modesto  will  take  center 
stage  at  this  year’s  Brainshare 
in  two  weeks.They  would  only 
confirm  there  would  be  a 
related  announcement  early 
next  month.  3 


More 

Online 

m 

•  A  Novell  white  paper  on 
Modesto. 


•  A  look  at  the  architecture 
of  the  64-bit  chip  on  which 
Modesto  is  based. 


nwfusion 


You.  You.  You. 


Hey  readers!  Network  World  is  proud  to  offer  ^  . 
you  something  money  can  t  buy  -  a  chance 
to  grace  the  cover  of  our  first-annual  You  Issue,  |  '■ 

arriving  on  your  desktop  this  July. 

Part  of  our  bimonthly  Signature  Series,  the 
You  Issue  will  be  devoted  to  covering  you,  the 
Network  World  reader  —  your  jobs  and  your  hobbies,  your 
gripes  and  your  delights. 

Here's  all  you  have  to  do  to  win  a  spot  on  our  cover:  Be 
the  Network  World  reader  who  works  in  the  most  unusual 
spot  in  the  world,  has  the  coolest  hobby  or  dedicates  time 
to  the  worthiest  cause. 

If  you  think  you  or  one  of  your  peers  qualifies,  please  fill 
out  our  survey,  available  by  typing  in  DocFinder  1837  on  our 
Fusion  Web  site  (www.nwfusion.com),  or  e-mail  cur 
qualifications  to  Julie  Bort,  Signature  Series  senior  editor, 
at  jbort@nww.com.  Entries  are  due  by  April  12,  but  don’t 
delay  —  remember,  this  is  your  chance 
for  maximum  exposure. 
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(HSTR)  industry  standard  solutions. 
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for  extending  your  existing  network 
to  100Mbps  and  beyond. 
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simple,  seamless  and  cost-effective 
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Start  building  for  the  future, 
today. 
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News 


Alcatel/Xylan  deal  not  just  about  'convergence' 


Alcatel  expects  to  grow  Xylan  revenue  from  $348  million  to  $1  billion  in  two  years. 


BY  JEFF  CARUSO 

Voice  and  data  convergence 
are  the  reasons  Alcatel  cited 
last  week  for  its  plan  to  buy 
Xylan,  but  the  fact  is  Xylan 
sorely  needed  the  boost. 

Like  other  telecom  ven¬ 
dors,  Alcatel  has  begun  add¬ 
ing  data  network  technology 
to  its  voice  expertise  through 
acquisitions.  Alcatel  will  shell 
out  about  $2  billion  for 
Xylan,  plus  $350  million  for 
Assured  Access  Technology,  a 
Milpitas,  Calif.,  maker  of 
access  concentrators. 

Alcatel  purchased  Gigabit 
Ethernet  start-up  Packet 
Engines  last  fall,  and  the  com¬ 
pany  has  resold  Cisco  and 
Xylan  gear  for  several  years. 

Alcatel  declined  to  provide 
specifics  on  how  it  will  inte¬ 
grate  Xylan’s  gear  with  its 


own,  but  it  pledged  to  elabo¬ 
rate  on  its  plans  next  week. 
Xylan  hasn’t  been  too  aggres¬ 
sive  in  the  voice  market  to 
date,  but  the  company  sup¬ 
ports  voice  through  its  ATM 
gear  and  recently  boosted  its 
efforts  to  sell  to  carriers. 

The  idea  of  combining 
voice  and  data  onto  the  same 
network  is  striking  a  chord 
with  some  users.  Lockheed 
Martin,  for  instance,  has  been 
looking  into  IP  telephony 
products,  says  Joe  Anderson, 
lead  member  of  the  company’s 
engineering  staff.  Though  it 
hadn’t  considered  Alcatel 
before,  Lockheed  may  evaluate 
the  vendor  because  Lockheed 
already  uses  Xylan  equipment, 
he  says. 

Helping  out 

Alcatel’s  offer  helps  Xylan 


out  of  a  bind. 

Although  Xylan  is 
profitable,  the  com¬ 
pany  had  been  run¬ 
ning  into  increased 
competition  in  the 
network  hardware 
market,  mainly  from 
Cisco.  Analysts  say 
Xylan  has  been  fol¬ 
lowing  a  strategy 
similar  to  Cisco’s  — 
selling  a  range  of 
stackable  and  chas¬ 
sis-based  products 
with  a  variety  of 
interfaces  —  but  on 
a  smaller  scale  and  with  fewer 
marketing  resources. 

“We  will  now  be  able  to 
compete  on  equal  terms,”  says 
Steve  Kim,  CEO  of  Xylan, 
which  will  remain  relatively 
autonomous  as  a  wholly 
owned  subsidiary  of  Alcatel. 


But  even  the 
combination  of 
Alcatel  and  Xylan 
will  have  difficulty 
getting  its  market¬ 
ing  message  heard 
above  those  of 
Cisco  and  others, 
says  Craig  Johnson, 
an  independent 
consultant  in  Port¬ 
land,  Ore.  Xylan 
built  its  reputation 
on  its  any-to- 
any  switching  and 
virtual  LAN  tech¬ 
nologies,  but  these 
are  becoming  less  important 
differentiators,  he  says. 

Because  Cisco’s  equipment 
overlaps  somewhat  with 
Xylan’s,  Alcatel  says  it  will 
evaluate  its  deal  to  resell  Cisco 
gear  on  a  “case-by-case”  basis. 
Xylan’s  equipment  is  also  resold 


Xylan  CEO  Steve 
Kim  says  getting 
acquired  by  Alcatel 
will  let  Xylan  com¬ 
pete  on  equal  terms 
with  the  likes  of 
Cisco. 


by  several  vendors,  in  deals  rep¬ 
resenting  about  a  quarter  of 
Xylan’s  revenue.  The  largest  of 
the  Xylan  resellers  is  IBM.  Kim 
says  the  deal  with  IBM  will  be 
unaffected  by  the  acquisition. 

Alcatel  says  Xylan  will 
become  the  “center  of  compe¬ 
tence”  for  the  combined  com¬ 
pany’s  enterprise  data  net¬ 
work  gear.  Alcatel  expects  to 
grow  the  subsidiary’s  revenue 
from  $348  million  last  year  to 
$1  billion  in  the  next  two 
years.  The  deal  is  expected  to 
be  completed  in  April. 

Assured  Access,  which  makes 
remote  access  products  for  the 
carrier  market,  will  be  grouped 
with  Packet  Engines  under 
Alcatel’s  new  Internet  division, 
and  will  be  headed  by  Martin 
de  Prycker.  Alcatel’s  acquisition 
of  Assured  Access  is  expected  to 
close  in  two  weeks.  B 


Europe, 
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grow  beyond  their  traditional 
voice  network  roots  and  gain  a 
foothold  in  the  growing  IP  con¬ 
vergence  arena  (see  graphic). 

Having  watched  their  chief 
North  American  rivals,  Cisco, 
Nortel  Networks  and  Lucent, 
bulk  up  on  choice  data  firms, 
the  European  vendors  are  left 
to  find  what  they  can  among 
promising  start-ups. 

“These  European  carriers 
have  decided  that  to  be  suc¬ 
cessful,  they  have  to  get  into 
data.  And  they  have  lots  of 
cash  to  spend,”  says  Todd 
Dagres,  a  venture  capitalist 
with  Battery  Ventures. 

The  companies  will  have  to 
develop  some  name  recogni¬ 
tion  as  well.  While  Siemens  is 
ranked  third  in  sales  of  busi¬ 
ness  and  carrier  phone 
switches,  behind  Nortel  and 
Lucent,  the  other  European 
carriers  are  less  well-known  in 
the  U.S.  Alcatel,  based  in 
France,  sells  telco  switching 
gear.  Nokia,  in  Finland,  and 
Ericsson,  in  Sweden,  enjoy 
international  reputations  as 
providers  of  wireless  and 
wire-line  phones  and  switch¬ 
ing  gear,  but  they  lack  signifi¬ 
cant  market  share  in  the  U.S. 

The  European  companies  are 
following  their  U.S  counter¬ 


parts  in  moving  to  packet-based 
technologies,  analysts  say. 

“European  companies  are 
looking  at  the  fact  that  circuit 
switches  are  dying,”  says 
Frank  Dzubeck,  president  of 
Communications  Network 
Architects.  To  stay  in  the 


game,  the  firms  have  to  buy 
data  technologies. 

The  European  vendors  are 
approaching  their  data  acquisi¬ 
tions  differently,  however. 
Alcatel,  for  example,  is  clearly 
making  a  push  to  sell  more 
enterprise  network  gear  (see 
related  story,  above).  Siemens, 
Nokia  and  Ericsson  are 
focused  on  buying  access  gear 
that  brings  packet  technology 
to  customers  and  then  pre¬ 
sents  them  with  voice  and 


data  interfaces.  But  with 
changing  carrier  demands,  it  is 
difficult  for  these  vendors  to 
know  exactly  what  they  need 
to  buy. 

“Nobody  knows  what  the 
voice/data  converged  world 
will  look  like,”  says  Craig 


Johnson,  an  independent  con¬ 
sultant  in  Portland,  Ore.  That 
means  the  big  telecom  compa¬ 
nies  have  to  cover  all  the 
bases,  and  they  have  to  control 
some  data  network  resources. 
“To  win,  you  have  to  own  this 
stuff;  you  can’t  just  OEM  it,” 
Johnson  says. 

Without  owning  the  technol¬ 
ogy',  it  cannot  be  tightly  inte¬ 
grated  into  their  product  lines, 
says  Tom  Bentley,  managing 
partner  of  merger  and  acquisi¬ 


tion  specialists  Alliant  Partners. 

In  addition  to  technology, 
the  European  communications 
giants  want  U.S.  customers, 
experts  say. 

Alcatel,  for  example,  is  buy¬ 
ing  its  way  into  some  top  U.S. 
accounts  with  its  purchase  of 
Xylan,  Dzubeck  says.  But  the 
fact  that  Alcatel  is  based  in 
France  could  pose  a  problem 
in  some  cases. 

For  example,  the  buyout 
might  have  repercussions  for 
users  working  with  the  fed¬ 
eral  government,  which  some¬ 
times  disallows  the  use  of  for¬ 
eign-made  equipment  in  its 
facilities. 

Buying  companies  that  are 
less  established  than  Xylan 
brings  along  fewer  customers, 
Dzubeck  notes. 

Siemens:  Stock  of  its  own 

Siemens  today  is  expected 
to  announce  that  it  is  setting 
up  a  Boston  subsidiary  that 
will  issue  stock  of  its  own 
rather  than  being  an  arm  of 
Siemens’  parent  company. 
Siemens  plans  to  tap  Martin 
Clague,  presently  general  man¬ 
ager  for  global  network  com¬ 
puting  solutions  at  IBM,  to 
become  CEO  of  the  new  ven¬ 
ture,  sources  say. 

The  spinoff,  known  internally 
as  Siemens.com,  will  be  able  to 
purchase  U.S.  companies  using 


stock  as  a  currency  rather  than 
cash.  This  is  because  with  its 
base  in  the  U.S.,  Siemens,  com 
can  use  a  financially  advanta¬ 
geous  procedure  called  “pool¬ 
ing  of  interests.” 

Pooling  lets  companies  value 
purchases  by  generally  lower 
“book”  value  rather  than  higher 
“market”  value,  saving  on  taxes 
and  charges  against  earnings. 

Because  Siemens  is  currently 
based  in  Germany,  it  is  con¬ 
trolled  by  different  laws  and 
cannot  take  advantage  of  pool¬ 
ing,  Alliant  Partners’  Bentley 
says. 

Stock  will  also  help  Siemens, 
com  hang  on  to  the  most 
important  asset  gained  in  any 
acquisition:  skilled  people.  The 
company  will  be  able  to  offer 
employees  stock  options  so 
they  will  have  a  tangible  stake 
in  the  company’s  success. 

The  alternative  incentive  is 
cash,  but  many  employees 
might  just  take  it  and  walk 
away,  Battery  Ventures’  Dagres 
says. 

Rumors  also  swirled  last 
week  that  Siemens  would  buy 
for  about  $1.2  billion  the  unit 
of  3Com  that  sells  telco  gear. 
Executives  declined  to  com¬ 
ment  on  the  gossip.  □ 
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The  continental  technology  buyers 

European  communications  firms  are  buying  American  to  complete 
their  technology  needs. 


Company 

Traditional  market 

Purchase/cost 

Target  markets 

Alcatel 

Carrier  phone 
switches 

Assured  Access  /  $350M, 
Packet  Engines/ $31 5M, 
Xylan  /  $2B 

Enterprise 
customers, 
packet  voice 

Ericsson 

Wired  and  wireless 
phone  gear 

ACC  /  $285M 

Packet  voice 

Nokia 

Wired  and  wireless 
phone  gear 

Diamond  Lane/$125M, 
Ipsilon  /  $1 20M 

Digital  access, 
packet  voice 

Siemens 

Carrier  phone 
switches,  PBXs 

Argon  /  $240M, 

Castle  /  $300M 

Packet  voice 
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Platt  has  radical  answer  to  HP's  problem 


BY  DENI  CONNOR 

Although  Hewlett-Packard  CEO  Lew 
Platt  is  reaching  retirement  age,  he  is 
not  afraid  of  change. 

If  he  were,  he  never  would  have 
split  his  company  into  two  parts,  a  rad¬ 
ical  move  that  analysts  say  will  boost 
HP’s  flagging  revenue  and  spur 
innovation. 

The  bigger  half  will  keep  HP’s  name 
and  focus  on  the  company’s  core  busi¬ 
ness  —  computer  hardware,  software, 
printing  and  imaging. 

The  smaller,  still-unnamed  chunk 
will  concentrate  on  testing  and 
instrumentation 
products.  This 
area  represents 
only  16%  of  HP’s 
revenue,  some  $8 
billion  in  all. 

Shortly,  HP  will 
reveal  plans  to 
offer  Internet  busi¬ 
ness  services.  The 
services  will  in¬ 
clude  “outsourced 
computation,  stor¬ 
age,  printing  or 
data  mining;  busi- 
ness-to-business 
services  such  as  accounting  or  pro¬ 
curement;  application  services  such  as 
pay-per-use  software  and  consumer 
e-services  of  all  kinds,”  says  Platt,  who 
declined  to  offer  further  details. 

Customers  are  optimistic. 

“We  have  worked  some  with  HP 
on  Internet  services  and  would  defi¬ 
nitely  be  interested  in  working  with 
them  more  on  e-business,  based  on 
our  relationship  in  other  areas,”  says 
Max  Ward,  vice  president  of  technology 
for  Staples  Office  Supply  in  Fram¬ 
ingham,  Mass. 

Analysts  applauded  the  move  to 
bring  focus  to  HP’s  computing  efforts. 

“Because  HP  had  so  many  different 
business  units,  every  business  unit  had 
its  own  strategy  that  really  didn’t  tie 
into  other  business  units’  strategies. 
Everyone  was  running  in  a  different 
direction  with  no  clear  focus  on  where 
to  put  resources,”  says  Amir  Ahari, 
industry  analyst  at  International  Data 
Corp.  in  Framingham,  Mass. 

Platt  will  step  down  as  CEO  in  a  year 
to  a  year  and  a  half.  In  the  meantime,  he 
will  be  instrumental  in  refocusing  HP, 
analysts  believe. 

HP  is  looking  outside  and  inside  the 
company  for  a  Platt  replacement.  “For 
HP  to  extend  the  search  outside  the 
company  is  a  very  radical  move. 

HP  needs  an  aggressive  new  person 
to  serve  as  CEO  and  handle  the  new 
company,”  says  Kevin  Fong,  a  former 
HP  employee  and  now  a  venture  capi¬ 


talist  with  the  Mayfield  Fund  in  Menlo 
Park,  Calif. 

The  company  may  find  that  person 


in-house,  Fong  says.  Ann  Livermore, 
vice  president  of  the  Enterprise 
Computing  Solutions  Organization,  has 


been  mentioned  as  a  replacement  for 
Platt.  HP  confirmed  that  Livermore  is 
on  the  short  list.  \A 
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money-saving  WAN  service  to 
become  a  viable  option. 
Without  such  a  clause,  experts 
say,  you  could  be  putting  your¬ 
self  out  of  the  convergence 
market  for  the  entire  term  of 
your  next  contract. 

You  can  risk  financial  penal¬ 
ties  even  if  you  don’t  make  a 
substantial  technology  shift.  For 
example,  many  organizations’ 
internal  800-number  applica¬ 
tions  are  being  replaced  by  sim¬ 
ple  e-mail,  says  Dick  Kuehn, 
president  of  RAK  Associates,  a 
Cleveland  firm  specializing  in 
telecom  contract  negotiations. 
In  one  client’s  case,  800-num- 
ber  volumes  recently  fell  off  for 
this  reason.  “The  carrier  came 
in  and  said,  ‘You  missed  your 
commitments.’  Now  we  are 
having  a  major  fight  over  it,” 
he  says. 

Technology-displacement 
clauses  have  been  “absolutely 
key”  in  Yale  University’s  carrier 
deals,  says  John  Meickle,  Yale’s 
director  of  telecom  planning 
and  technology. 

Yale’s  telecom  unit  provides 
myriad  voice  and  data  services 
—  including  long-distance 
telephony  —  to  the  campus 
community  by  buying  bulk 
contracts  from  carriers.  “But 
now  our  user  community  sub¬ 
stitutes  e-mail  for  long  dis¬ 
tance,”  Meickle  says.  Some  stu¬ 
dents  and  faculty  members 
have  also  used  voice  over  IP 
internationally,  as  well  as  pre¬ 
paid  calling  cards. 

“We  can’t  internally  lower 
our  rates  fast  enough,”  Meickle 
notes.  As  a  result,  in  one  three- 


year  carrier  contract,  Meickle 
negotiated  a  15%-per-year 
drop  in  the  overall  MAC.  In 
another  contract,  “we  have 
[service]  substitution  clauses 
all  throughout  it,”  he  adds. 

Devil  is  in  the  details 

But  don’t  be  fooled,  consul¬ 
tants  warn.  Some  carriers  will 
present  technology-migration 
contract  programs  that  don’t 
necessarily  protect  against 
MAC  penalties. 

For  example,  AT&T  offers 
two  programs  —  the  Data 
Services  Volume  Pricing  Plan 
and  the  OneNet  Basic  Tele¬ 
phony  Bundle  —  that  offer 
some  flexibility  for  switching 
among  private-line,  frame  relay 
and  other  services  during  the 
course  of  a  contract. 

“But  none  of  AT&T’s  standard 
programs  offer  technology- 
migration  clauses  with  teeth,” 
says  Hank  Levine,  a  partner  in 
the  Washington,  D.C.  law  firm 
of  Levine,  Blaszak,  Block  and 
Boothby.  A  problem  arises 
because  the  MAC  in  dollar 
terms  remains  the  same  in 
both  these  programs,  meaning 
you’ll  have  to  make  up  per- 
minute  or  per-byte  cost  sav¬ 
ings  with  new  traffic  to  avoid  a 
penalty. 

Debbie  Shashaty,  lead  com¬ 
munications  consultant  for 
Reynolds  Metals  in  Richmond, 
Va.,  says  the  wording  of  a  tech¬ 
nology-displacement  clause 
should  be  as  broad  as  possible. 
Otherwise  you  risk  missing 
the  point  of  the  clause  —  to 
anticipate  the  unanticipated. 

Reynolds’  contract  with 
AT&T  gives  Reynolds  broad 
discretion  to  move  among  ser- 


Today's  contract  imperatives 

Don't  know  what  the  next  three  to  five  years  hold  for  your  company 
and  the  IS  market?  Consider  the  following  additional  provisions  in 
a  multiyear  telecom  contract  to  protect  against  the  unpredictable. 


1  Business-change  clauses. 

Provides  for:  Reduction  in  MACs  in 
case  of  corporate  divestitures  or  sell¬ 
outs.  Reason:  Network  expenses  will 
be  consolidated  or  reduced  if  your 
company  is  sold  or  business  units  are 
purchased.  You  want  to  avoid  penalties. 

2  Business-acquisition  clauses. 

Provides  for:  Adding  volume  to  your 
contract  in  case  your  company  makes 
an  acquisition.  Reason:  Your  contract 
probably  has  better  rates  than  the 
company  you're  acquiring,  and  you 
don't  want  to  be  stuck  with  their  rates. 

3  Competitive  termination  clauses. 

Provides  for:  Early  end  to  contract 
if  market  rates  drop  dramatically  and 
a  competitor  offers  an  alternative. 
Caveat:  Existing  carrier  should  be  given 


the  right  to  make  a  new  offer  within 
5%  of  the  competitor's  rate.  Reason: 
Long-distance  carriers'  fees  paid  to 
local  carriers  are  dropping,  and  you 
want  to  gain  the  benefit. 

4  International  clauses.  Provides 
for:  Automatic  rate-reopening  each 
year  for  international  traffic.  Reason: 
These  rates  are  expected  to  come 
down  significantly  over  the  next  three 
years.  The  FCC's  policy  of  forcing 
down  international  settlement  rates 
is  working,  and  foreign  competition 
is  taking  hold. 

5lntraLATA  toll  clauses.  Provides 
for:  Removing  volume  commitment 
for  toll  calls  within  a  metropolitan  or 
regional  area.  Reason:  Keeps  you  from 
being  charged  twice  for  the  same  traffic. 


vices  —  currently  frame  relay 
and  potentially  ATM  and  VPNs 
—  so  long  as  the  traffic  stays 
with  AT&T.  Not  only  that,  it’s  a 
combined  voice/data  contract 
with  an  overall  corporate 
MAC,  Shashaty  says.  If 
Reynolds  had  separate  voice 
and  data  con¬ 
tracts,  she  says 
AT&T  could  claim 
a  shortfall  on  the 
voice  traffic  if  it 
was  moved  to  the 
data  network,  and 
therefore  invoke  a 
penalty. 

Yale’s  Meickle 
negotiated  word¬ 
ing  stating:  “In  the 
event  of  an  up¬ 
grade  reflecting 
a  new,  more  cost- 
effective  service, 
the  customer’s 
commitment  shall 
be  lowered  com- 
mensurately.” 

Carriers  will 
resist  this  kind  of 
wording  unless 
you  threaten  to  take  the 
business  elsewhere,  Meickle 
says. 

“I  was  actually  the  one  who 
suggested  this  wording,”  he 
says.  “At  first  they  said  ‘no,’  but 
then  they  said  ‘yes.’  ” 

RAK  Associates’  Kuehn  sug¬ 
gests  another  approach:  Ask 
the  carriers  for  a  MAC  in  min¬ 
utes  rather  than  dollars.  That 
way,  at  least  on  the  voice  side, 
a  customer  can  commit  to  the 
same  traffic  volume  for  pro¬ 
gressively  lower  fees.  “Sprint 
will  do  minutes  rather  than  dol¬ 
lars,”  Kuehn  says.  “The  others 
you  have  to  fight.” 

MCI  WorldCom  officials  say 
they  avoid  minute  deals  and, 
so  far,  offer  dollar-based  MAC- 
reduction  options  sparingly. 
“The  consultants  are  using  it 
to  drive  negotiations  with  our 
customers,”  complains  Ron 
McMurtrie,  vice  president  of 
product  marketing  for  MCI 
WorldCom.  But  on  a  case- 
by-case  basis,  technology- 
displacement  deals  with  MAC 
reductions  are  available,  Mc¬ 
Murtrie  says. 

AT&T  likewise  will  negoti¬ 
ate  firm  technology-displace¬ 
ment  deals  on  a  custom  basis. 
For  a  highly  sought-after  cus¬ 
tomer,  “it’s  not  in  our  interest 
not  to  work  something  out,” 
says  Steve  Sobolevitch,  AT&T’s 
director  of  business-markets 
pricing. 

Sprint  offers  no  standard 
mid-contract  MAC-alternation 


clauses  but  will  work  with 
users  on  a  case-by-case  basis,  a 
spokesman  says.  Under  its 
Sprint  Technology  Evolution 
Plan,  the  carrier  offers  a  set 
of  equipment  leasing  and 
other  incentives  for  customers 
making  WAN  migrations. 


What's  a  MAC? 

A  MAC,  or  minimum 
annual  commitment,  is 
the  amount  of  money 
a  user  organization 
agrees  to  pay  a  carrier 
each  year  of  a 
multiyear  contract  in 
exchange  for 
negotiated  discounts. 
The  penalty  for  not 
meeting  the  MAC 
is  usually  either 
the  entire  amount 
of  the  shortfall  or  a 
pre-arranged  alter¬ 
native,  such  as  70%. 


Another  gambit 

As  an  alterna¬ 
tive  to  technology- 
displacement 
clauses,  some  con¬ 
sultants  suggest 
that  users  ask  for 
volume  commit¬ 
ments  —  particu¬ 
larly  for  individual 
services  —  to 
apply  over  the 
life  of  a  contract 
rather  than  each 
year  or  month. 
That  way,  Kuehn 
notes,  growing 
traffic  volumes 
can  pay  off  your 
commitment  to 
that  service  early 
—  much  like  pay¬ 
ing  off  a  mortgage  early  — 
leaving  you  free  to  implement 
a  new  WAN  technology. 

But  whatever  you  do,  con¬ 
sultants  urge  users  not  to 
accept  so-called  “will  talk”  or 
“agree  to  agree”  clauses  to  deal 
with  MAC  shortfalls.  These 
clauses,  often  pushed  by  carri¬ 
ers,  simply  mean  that  the  two 
parties  will  sit  down  in  case  of 
a  mid-contract  volume  prob¬ 
lem  and  work  something  out. 

That  solution,  Levine  says, 
almost  always  involves  stretch¬ 
ing  the  contract  out  to  an  even 
longer  contract  commitment, 
further  delaying  potential 
migrations. 

Or  as  Yale’s  Meickle  put  it: 
“If  they’re  pushing  the  con¬ 
tract,  it’s  going  to  be  in  their 
favor.  You  need  to  work  so  that 
it’s  equitable  to  both  sides,  or 
in  your  favor.”  3 


Net  Know-It-All 

For  the  answer  to  this  week's  question  and 
more  net  trivia,  visit  Network  World  Fusion 
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IF  YOUR  BUSINESS'  NEEDS  EXCEED 
THAT  OF  YOUR  INTERNET  SERVICE.  THERE 
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If  you  sometimes  feel  that  your  Internet  service  is  taking  you  for  a  rough  ride, 
it’s  time  you  found  a  provider  with  the  capacity  you  need,  like  UUNET,®an 
MCI  WorldCom 111  Company.  We  know  you  depend  on  the  Internet  to  communicate 
with  customers  and  business  partners  more  each  day.  That's  why  we  built 
the  world's  highest  capacity,  most  expansive  and  reliable  IP  network, 
so  you  can  depend  on  the  Internet  to  do  business.  Businesses  in  over  70 
countries  and  six  continents  depend  on  us.  You  should  too,  because  we're  the 
provider  you'll  never  outgrow.  So  call  1  800  465  7107  or  visit  us  at  www.info.uu.net. 
UUNET.  WeTl  guarantee  you  thoroughbred  service  from  a  real  workhorse. 
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An  MC!  WorldCom  Company 


U  S  :  +703  206  5600  Canada:  1  888  242  0653  ©  1999  UUNET  Technologies,  Inc,,  a  subsidiary  of  MCI  WorldCom,  Inc,  All  rights  reserved.  The  UUNET  logo  is  a  trademark. 


News 


AT&T  gives  nets  $6  billion  boost 


BY  DENISE  PAPPALARDO 
AT&T  is  shelling  out  $6  billion  to 


build  more  local  services,  bolster  its 
packet-voice  position  and  blend  its  two 
Internet  backbones. 


Building  local  services  is  one  of  the 
long-distance  carrier’s  big  challenges. 
AT&T  has  already  spent  billions  of  dollars 
acquiring  competitive  local  exchange 
carrier  Teleport  Communications  Group 
(TCG)  in  July  1998  and  Tele-Communi¬ 
cations,  Inc.  (TCI)  last  month. The  acqui¬ 
sitions  give  AT&T  last-mile  access  to 


NWInfoXpress  #26  @  www.networkworld.com/infoxpress 


©IW.  Fujitsu  Software  Corporation  HttPmm,  tin  NetPmm  logo,  and  "Oevne  Insight"  art  trademarks  of  Fujitsu 
Software  Corporation.  Fujitsu  and  the  Fujitsu  logo  art  trademarks  of  Fujitsu  United.  W  ether  product  names  art  the 
property  of  their  respective  holders. 


FUJITSU 


MM 


*  +rr  M  I 


NetPrism 

Device  Insight 

Download  a  60- day 
trial  version  at 
www.netprism.com 
or  call  today  at 
800-545-6774. 


Get  customizable 
device  insight  for 
everything  on 
your  network. 

There  is  a  new  level  of  valuable 
information  on  your  network. 
Details  about  each  device  that 
could  help  you  spot  trouble 
before  it  becomes  a  problem. 

Now  you  can  use  any  Java- 
enabled  browser  to  configure 
NetPrism  to  look  into  every 
SNMP  device  —  even  if  you 
have  a  heterogeneous  network. 
NetPrism  simplifies  the  monitoring 
of  all  your  servers,  routers, 
switches,  and  printers. 

NetPrism  also  works  with  network 
managers,  like  HP  OpenView,  to 
help  you  ensure  all  the  right  lights 
are  lit  while  you  oversee  network 
traffic  patterns.  And  at  only  $995, 
NetPrism  pays  for  itself  quickly. 


business  users  through  TCG’s  local-loop 
networks  and  to  residential  customers 
through  TCI’s  hybrid  fiber-coax  network. 

Now  AT&T  intends  to  spend  up  to  $2 
billion  to  add  5,000  to  18,000  local-loop 
route  fiber  miles  throughout  the  coun¬ 
try.  Today,  AT&T  has  13,000  local-loop 
route  fiber  miles. 

AT&T  plans  to  offer  local  services  in 
at  least  15  new  markets  by  year-end, 
bringing  the  number  of  cities  covered 
by  AT&T  local  service  to  98,  says  Frank 
Ianna,  executive  vice  president  of  net¬ 
work  services  at  AT&T. 

The  company’s  local  push  will  also  be 
helped  by  the  wireless  38-GHz  micro- 
wave  spectrum  acquired  in  the  TCG 
deal.  AT&T  plans  to  expand  point-to- 
point  wireless  service  to  500  more  build¬ 
ings  by  year-end,  bringing  to  800  the 
number  of  buildings  where  the  service 
will  be  available.  Business  users  in  these 
buildings  will  be  able  to  subscribe  to 
AT&T’s  wireless  local  access  services. 

AT&T’s  $11 
billion  acquisi¬ 
tion  of  TCG  not 
only  gave  AT&T 
local-loop  facili¬ 
ties,  but  also 
TCG  CerfNet, 
a  national  ISP 
focusing  on 
business  IP  ser¬ 
vices  While 
AT&T  has  had 
this  asset  for 
nearly  nine 
months,  the 
CerfNet  back¬ 
bone  is  still  not  integrated  with  AT&T 
WorldNet,  the  carrier’s  existing  ISP  arm. 

This  year,  AT&T  plans  to  bring  the  two 
networks  together  by  installing  OC-48 
fiber  optics  so  the  networks  can  support 
higher-speed  transmissions.  AT&T  will 
use  the  OC-48  pipes  to  set  up  connec¬ 
tions  between  the  networks  creating,  in 
practice,  one  ’Net  backbone. 

AT&T  is  also  beefing  up  its  ISP  net¬ 
work  with  a  slew  of  Cisco  1 2000  Gigabit 
Switch  Routers  and  with  the  addition  of 
new  ISP  peering  connections. 

While  putting  much  of  its  focus  on 
data,  AT&T  is  also  preparing  its  circuit- 
switched  network  to  handle  both  tradi¬ 
tional  voice  and  packet-voice  traffic. 
AT&T  will  install  120  edge  devices  that 
support  packet-based  voice  traffic  and 
will  spend  less  on  its  core  Lucent  4ESS 
voice  switches.  In  fact,  AT&T  hopes  to 
stop  investing  in  4ESS  switches  al¬ 
together  by  2000,  Ianna  says. 

The  edge  devices  that  AT&T  is  adding 
to  its  voice  net  include  Nortel  Networks’ 
DMS  Succession  and  Lucent’s  5ESS  with 
Multiservice  Module  voice  switches. 
These  products  support  circuit-switched 
traffic  and  packet-based  traffic,  Ianna 
says.  Many  businesses  are  evaluating  or 
already  using  IP  or  ATM  voice  applica¬ 
tions,  and  AT&T  is  trying  to  stay  ahead  of 
this  curve  by  preparing  its  net  to  easily 
support  packet-voice  traffic.  3 


AT&T's  Ianna  says  the 
carrier  will  bring  local 
service  to  at  least  15 
new  markets  this  year. 


1993  EQUAN1  International 


o  Latitude 


Here,  time  is  marked  with  seasons,  not  minutes.  But  if  you 


don't  have  the  design  specifications  by  day’s  end,  the  new 


factory  may  never  be  built.  The  original  design  is  with  an 


outside  vendor  in  Argentina.  The  home  office  in  Munich 


must  first  review.  This  data  is  highly  classified.  Worried? 


Not  if  your  network  is  Equant.  Our  Network  Solutions  let 


you  transfer  huge  amounts  of  data  to  over  220  countries 


and  territories.  Safely.  Instantaneously.  All  because  we 


own  and  operate  the  largest  private  network  in  the  world 


What  does  that  mean  to  you?  Greater  reliability.  Tighter 


security.  Speedier  access  to  your  people  and  markets 


Simply  a  better  way  to  work.  Even  at  the  ends  of  the 


earth.  For  data,  voice,  video,  Internet  and  intranet 


Equant  has  your  world  covered 


www.equant.com 

Americas  +  1  888  731  3100  Europe  +44  (0)  181  321  4000  Asia  Pacific  +65  332  9288 

Free  Product  info  enter  NWInfoXpress  #38  online  @  www.networkworld.com/infoxpress 


ol  Technologies5  vision  for  a  com- 
igh-performance  wireless  LAN  solution 
today  and  ready  for  tomorrow.  Already 
performing  in  the  most  demanding  environments, 
Spectrum24s®  advanced  infrastructure  is  a  flexible 
solution  that  grows  as  you  grow, 

Spectrum24  is  an  open  architec¬ 
ture  system  designed  to  support  the 


future  ready 


“  We  give  Symbol  high  marks 
for  Spectrum24  and  the 
wireless  LAN  pager.  They 
take  the  lead  on  our  list 
to  receive  our  Innovative 
Use  of  Technology  Award 
for  the  year!’ 

—Andrew  Seybold, 
editor  in  chief, 

The  Outlook 


IEEE  802.11  standard  through  a 

simple  software  upgrade. 
It  allows  you  to  expand 
your  network  capacity 
and  coverage  as  needed 
access  points,  wireless  bridges  and  micro  access  points  which 
feature  pre-emptive  roaming  with  load  balancing.  And  with  Symbols 
latest  line  of  LAN  appliances,  including  two-way  pagers 
and  wireless  phones,  you  can  further  extend  the  reach  of 
your  wireless  LAN  into  new  applications. 

From  the  recognized  leader. 

Symbol  has  long  been  recognized  for  product  innovation 
and  technology  leadership.  Find  out  how  we  can  help  you 
get  future  ready  now.  For  more  information,  call  for  a  free  copy 
of  a  third-party  competitive  evaluation  which  will  help  you  make 
your  own  decision  about  Symbols  Spectrum24  wireless  LAN.  Call 
Symbol  at  1-800-722-6234,  or  visit  us  on  the  World  Wide  Web 
at  www.symbol.com/S24.htm 
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Briefs 

LANart  has  announced  eight- 
and  16-port  stackable  100Base¬ 
FX  hubs.  The  devices  support 
multimode  or  single-mode  fiber 
and  can  be  stacked  up  to  five 
high  for  as  many  as  80  ports  in  a 
single  system.  The  unmanaged 


LANart's  16-port  hub  works  in 
multimode  and  single-mode 
fiber  nets. 


hubs  are  available  now.  An 
eight-port  multimode  version 
costs  about  $2,200,  while  a  16- 
port  version  costs  about  $3,700. 

LANart:  (800)  292-1994 

Allied  Telesyn  has  rolled  out 
an  autosensing  10/100M  bit/sec 
Ethernet  adapter  for  PCI  com¬ 
puters.  The  32-bit  AT-2700  is 
available  in  copper  and  fiber 
configurations  and  supports  the 
OnNow  and  ACPI  power  man¬ 
agement  specifications  outlined 
by  Microsoft.  The  device  costs 
$70  for  the  copper  version  and 
$255  for  the  fiber  edition. 

Allied  Telesyn:  (800)  424-4284 

Hewlett-Packard  has  taken 
the  wraps  off  a  24-port  10/100M 
bit/sec  Ethernet  switch  priced  at 
$89  per  port. 

The  ProCurve  Switch  2424M 
has  a  slot  for  Gigabit  Ethernet 
uplinks  and  a  Web  interface  for 
managing  the  switch  remotely. 
The  switch  is  shipping  now;  pric¬ 
ing  for  Gigabit  Ethernet  uplinks 
starts  at  $899. 

In  addition,  the  company 
introduced  the  ProCurve  Switch 
2224,  a  24-port  unmanaged  10/ 
100M  bit/sec  Ethernet  device, 
priced  at  $999. 

Two  10/100M  bit/sec  Ethernet 
hubs  are  also  available:  a  12-port 
hub  for  $699  and  a  24-port  ver¬ 
sion  for  $1,199. 

HP:  (650)857-1501 


Infrastructure 

m  TCP/IP,  L AIM/ W AIM  Switches ,  Routers,  Hubs, 

Access  Devices,  Clients,  Servers,  Operating  Systems,  VPIMs 

FORE  broadens  its  network  appeal 


The  ATM  leader  rounds  out  its  product  line  with  Ethernet  switching  and  carrier  offerings. 


BY  JEFF  CARUSO 

PITTSBURGH  —  FORE  Systems 
throughout  the  rest  of  this  year  will 
continue  its  transformation  into  a 
switch  hitter. 

Make  no  mistake  —  FORE  is  not  giv¬ 
ing  up  its  core  strength  in  enterprise 
ATM.  But  the  company  is  broadening  its 
scope  by  developing  more  non-ATM 
technology  and  making  its  products 
appeal  to  enterprises  and  service 
providers. 

As  part  of  the  transformation,  FORE  by 
mid-year  will  phase  out  some  of  its  older 
product  lines,  said  CEO  Thomas  Gill  at  a 
recent  BancBoston  Robertson  Stephens 
conference  in  San  Francisco.  Though  he 
didn’t  identify  which  products  would  get 
the  ax,  Gill  said  they  would  be  those  that 
are  “redundant  with  our  Layer  3  strategy.” 

Industry  analysts  say  the  products  to  be 
phased  out  would  be  those  remaining 
from  the  days  when  FORE  took  the  stance 
that  all  roads  led  to  ATM.  Over  the  past 


few  years,  FORE  has  introduced  Ethernet 
technologies  into  its  product  set. 

This  broad  approach  pits  FORE  more 
directly  against  other  large  equipment 
vendors,  such  as  Cisco  and  Nortel 
Networks. 

“FORE  still  has  to  work  to  maintain  its 
differentiation,”  says  David  Passmore, 
research  director  at  NetReference  in 
Sterling,  Va.  Right  now,  FORE’s  primary 
differentiation  is  that  it  recommends 
ATM  first,  while  other  vendors  would 
just  as  soon  sell  Layer  3  switching  and 
packet-over-SONET  equipment,  he  says. 

Gill  says  FORE  will  unveil  a  20G 
bit/sec  switch  with  Ethernet  blades,  a 


product  based  on  frame/cell  switching 
technology  code-named  Hydra.  FORE 
first  revealed  its  Hydra  plans  last  year 
when  it  said  Hydra 
would  appear  in 
a  WAN  access 
switch  by  the  end 
of  1998  (NW,  July 
27,  1998,  page  1). 

The  switch  didn’t 
appear  by  then, 
but  FORE  says  that 
the  WAN  switch 
will  be  announced 
in  coming  weeks. 

At  the  same 
time,  FORE  isn’t  letting  go  of  ATM.  The 
company  at  the  end  of  March  will  ship 
the  ASX-1200,  an  ATM  switch  that  serves 
as  the  follow-up  to  FORE’s  ASX-1000. The 
ASX-1200  can  set  up  4,000  calls  per  sec¬ 
ond,  23%  more  than  the  ASX-1000.  It  can 
support  OC-48  (2.5G  bit/sec)  connec¬ 
tions,  although  those  interfaces  won’t 
ship  until  the  second  half  of  1999. 

Users  can  add  backplane  capacity 
to  the  ASX- 1200  in  2.5G  bit/sec  incre¬ 
ments,  up  to  10G  bit/sec.  Pricing  for 
the  slowest  model  starts  at  $28,445. 

FORE  will  also  ship  a  port  card  for 
the  ASX-4000  that  supports  lower 
speeds  to  make  the  high-end  ATM 
switch  more  attractive  to  enterprises. 
The  card  features  16  ports  of  155M 
bit/sec  ATM  and  four  at  622M  bit/sec. 
The  card  costs  $34,995  for  the  multi- 
mode  fiber  version  and  $99,995  for 
the  single-mode  fiber  version. 

But  ATM’s  influence  in  the  enter¬ 
prise  is  threatened  by  Gigabit  Ether¬ 
net,  cautions  Mike  McConnell,  direc¬ 
tor  of  enterprise  management  and 
LAN  programs  at  Infonetics  Research 
in  San  Jose.  He  says  the  service  provider 
market  might  still  be  a  better  place  for 
FORE  to  sell  its  ATM  gear. 

To  that  end,  FORE  recently  acquired 
Euristix,  Ltd.,  a  Dublin,  Ireland  vendor 
of  telecommunications  software. 
Euristix  is  a  9-year-old  company  that 
sells  an  element  management  system  for 
service  providers.  The  vendor  has  devel¬ 
oped  products  to  aid  in  wireless  roam¬ 
ing,  signal  interworking  and  sending 
voice  over  IP. 

FORE  says  the  $81  million  acquisition 
will  help  it  give  service  providers  the  abil¬ 
ity  to  guarantee  a  certain  level  of  service. 
FORE  in  the  third  quarter  plans  to  com¬ 


bine  Euristix’s  management  software 
with  its  own  FOREView  network  man¬ 
agement  product. 


FORE  itself  continues  to  be  a  possible 
candidate  for  acquisition  by  one  of  the 
telecom  equipment  providers,  Passmore 
says.Then  again,  FORE  might  not  need  to 
be  acquired  to  succeed.  “So  far,  FORE’s 
been  able  to  pursue  the  go-it-alone  strat¬ 
egy'  quite  well,”  he  says.  3 

Verilink  embraces 
frame  relay  nets 

New  devices  are  smarter  than 
your  average  DSU/CSU. 

BY  TIM  GREENE 

SAN  JOSE  —  Verilink  is  turning  its 
traditional  expertise  in  dedicated  lines 
toward  frame  relay  with  new  hard¬ 
ware  and  software  designed  to  make 
WAN  frame  links  smarter  at  a  reason¬ 
able  price. 

Already  known  for  its  DSU/CSUs, 
Verilink  is  introducing  a  new  device 
called  FrameStart  that  handles  typical 
DSU/CSU  functions  and  features  frame 
relay  installation  and  testing  software. 

In  addition,  Verilink  is  bringing  out 
two  new  frame  relay  probes  to  gather 
and  store  data  about  frame  relay  perma¬ 
nent  virtual  circuits:  WANscope  240  for 
256K  bit/sec  links  and  WANscope  250 
for  T-l  links.  To  go  along  with  the 
WANscope  products,  the  company  is 
introducing  VeriStats  reporting  software. 

FrameStart  is  available  in  two  modcis, 
See  Verilink,  page  20 


FORE's  Gill  says  a  20G  bit/sec  switch  is  on  the 
way. 


Building  a  better  backbone 

FORE's  new  ASX-1200  ATM  switch 
has  several  improvements  over  the 
ASX-1000: 

•  Processes  25%  faster. 

•  Supports  2.5G  bit/sec  interfaces. 

•  Has  a  backplane  that  extends  to  10G 
bit/sec. 
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BY  JOHN  COX 

EVERETT,  WASH.  —  A  spe¬ 
cially  designed  handheld  PC, 
based  on  the  Windows  CE 
operating  system,  is  aimed  at 
an  emerging  breed  of  data 
collection  applications. 

Intermec  Technologies’  Inter- 
mec  5020  breaks  with  tradi¬ 
tional  DOS-based  devices  by 
running  the  32-bit  Windows 
CE  operating  system,  which 
supports  an  array  of  network 
options  and  a  graphical  user 
interface.  The  device  is  now 
beginning  beta  testing. 

Intermec ’s  new  computer 
has  one  card  slot,  typically  for 
a  radio  interface,  and  a 
CompactFlash  slot  for  addi¬ 
tional  memory  or  software. 
The  5020  in  standard  mode 
runs  as  a  batch  device  con¬ 
necting  to  a  host,  but  it  can  be 
upgraded  via  the  card  slot  to 


Verilink, 

continued  from  page  19 

one  for  56K  bit/sec  lines 
and  one  for  T-l  or  fractional 
T-l  lines. 

The  company  says  that  for 
the  price  of  a  conventional 
DSU/CSU,  FrameStart  provides 
the  customer  with  a  DSU/CSU 
plus  software  that  ensures  the 
frame  relay  lines  are  up  and 
confirms  Data  Link  Con¬ 
nection  Identifiers  and  local 
management  interfaces. 

FrameStart  sits  between  the 
corporate  router  and  the 
frame  relay  line. 

The  test  software  lets  cus¬ 
tomers  confirm  that  the  frame 
relay  link  will  work  before  it 
goes  live  on  the  router.  That 
ability  makes  switchovers  to  a 
new  service  smoother  and 
less  likely  to  cause  network 
downtime. 

For  users  who  already  have 
DSU/CSUs  built  in  to  their 
routers  but  want  to  know 
more  about  how  well  the 
frame  relay  connection  is 
w  orking,  Verilink  is  introduc¬ 
ing  the  two  WANscopes. 

One  WANscope  beta  tester 
has  already  used  the  device 
to  discover  a  carrier  problem 
with  one  of  his  frame  relay 
links. 

Data  collected  by  the  WAN¬ 
scopes  has  quantified  a  prob- 


support  the  Wire¬ 
less  LAN  Interoper¬ 
ability  Forum’s 
OpenAir  specifica¬ 
tion,  which  will 
let  the  5020  work 
with  OpenAir-com- 
patible  wireless 
nets.  Alternatively, 
the  device  can  be 
upgraded  to  sup¬ 
port  IEEE  802.11 
2.4-GHz  radio  links 
to  corporate  LANs. 

The  24-ounce 
Intermec  5020  can 
be  used  to  scan 
bar  code  data.  An 
Intermec  program 
called  Intelligent  Data  Server 
reads  the  data  and  connects  to 
an  Ethernet  LAN  via  a  wireless 
radio  link.  The  program  sends 
the  data  to  the  appropriate 
server  application.  For  exam¬ 
ple,  data  about  a  new  shipment 


of  parts  will  be 
sent  to  the  invent¬ 
ory  server,  while 
data  on  a  user’s 
timecard  will  be 
sent  to  a  payroll 
application. 

“This  will  be 
a  compelling  de¬ 
vice,”  says  Jill 
House,  an  analyst 
with  International 
Data  Corp.,  a  Fram¬ 
ingham,  Mass., 
market  research 
company. 

“Using  Windows 
CE  lowers  the  cost 
of  these  devices, 
and  they  can  be  pretty  easily 
incorporated  into  Windows 
computing  environments.  The 
Intermec  product  offers  the 
ability  to  incorporate  support 
for  back-end  systems.  That 
makes  possible  enterprise- 


The  Intermec  5020 
runs  Windows  CE  and 
can  scan  bar  codes. 


lem  on  a  voice-over-frame 
relay  line  in  the  corporate 
network  of  Beiersdorf-Jobst, 
according  to  Jim  Boudrie, 
manager  of  technical  data  ser¬ 
vices  at  the  medical  products 
maker. 

“It’s  shown  me  I  have  an 
intermittent  problem.  I  get 
complaints  that  the  voice  over 


frame  relay  echoes  and  that 
there  is  data  delay,”  he  says. 

The  problem  was  discov¬ 
ered  by  recording  congestion 
notifications  over  time,  he  says. 

Boudrie  says  the  devices 
also  report  aggregate  band¬ 
width  use  over  entire  T-l 
links  or  use  by  individual  vir¬ 
tual  circuits. 

Boudrie  can  see  how  close 
his  network  gets  to  using  the 
full  bandwidth  and  determine 
whether  he  needs  to  buy 
more  or  throttle  back  some 
WAN  use. 


Use  of  WANscopes  can  be 
enhanced  with  VeriStats  soft¬ 
ware  that  generates  reports  on 
throughput,  bursts  over  com¬ 
mitted  information  rate  and 
circuit  use. 

The  reports  can  represent 
information  over  time  to  show 
trends,  as  well  as  determine 
whether  service  providers 
are  living  up 
to  service-level 
guarantees. 

The  software 
runs  on  Pentium- 
powered  Win¬ 
dows  NT  servers. 

FrameStart  costs 
$400  for  a  56K 
bit/sec  link  and 
$800  for  a  T-l. 
Those  are  about 
the  same  as  the 
prices  of  some 
competitors’  DSU/CSUs  with¬ 
out  diagnostic  software. 

WANscope  240  costs 
$1,995,  and  WANscope  250 
costs  $2,495.  VeriStats  is 
priced  at  about  $5,000  for  up 
to  15  nodes.  Pricing  for  a  10- 
node  network  using  WAN¬ 
scope  240s,  including  VeriStats 
software,  is  $25,000. 

The  same  network  using 
WANscope  250s  costs  $30,000, 
the  company  says. 

All  of  the  products  are  avail¬ 
able  this  month. 

Verilink:  (408)  945-1 199 


Verilink’s  new  WANscope  probes  gather  data 
on  frame  relay  circuits. 


wide  data  collection  —  you 
can  collect  data,  and  it’s  avail¬ 
able  for  everyone,”  she  says. 

Intermec  has  also  created 
other  software  programs  for 
the  data  collection  device. 

The  Remote  Unit  Manager 
includes  a  compact  HTTP 
server  as  well  as  an  SNMP 
agent  that  lets  administrators 
remotely  manage  the  device 
over  a  network. 

The  SNMP  support  allows 
administrators  to  update  soft¬ 
ware  applications  and  run 
backups,  as  well  as  delete  and 
replace  corrupted  data. 


Intermec  has  more  than 
200  value-added  resellers  and 
integrators  that  develop  appli¬ 
cations  for  specific  industries 
or  create  interfaces  to  back¬ 
end  applications,  such  as  SAP 
AG’s  R/3.  Intermec  competes 
with  Symbol  Technologies, 
among  others. 

The  5020  will  be  available 
in  mid-April,  with  a  list 
price  ranging  from  $2,000 
to  $4,000,  depending  on 
whether  the  customer  in¬ 
cludes  the  radio  interface  and 
bar  code  scanner. 

Intermec:  (800)  347-2636 


NetManage  making  host 
connectivity  more  manageable 


New  14-product  ViewNow  suite  links  Windows 
PCs  to  Unix,  AS/400  and  mainframe  systems. 


BY  MARC  SONGINI 

CUPERTINO,  CALIF.  — 
NetManage  this  week  will 
introduce  a  line  of  host 
access  software  with  built- 
in  end-user  support  and 
directory-based  management 
hooks. 

The  umbrella  product  line 
is  called  eN2000,  and  the 
first  offering  under  that 
umbrella  will  be  a  set  of  14 
products  called  ViewNow, 
Windows  Edition. 

This  software  will  give 
Windows  PC  users  access  to 
Unix,  AS/400  and  mainframe 
systems. 

Future  eN2000  offerings 
will  give  users  access  to  dif¬ 
ferent  hosts  via  thin  clients 
and  Web  browsers. 

ViewNow  will  let  end  users 
access  host  resources  through 
a  Host  Access  Manager  screen 
on  their  desktop  machines. 

The  access  manager  will 
connect  users  to  emulators 
that  share  a  common  inter¬ 
face  regardless  of  the  client 
platform. 

NetManage  is  providing 
network  administrators  with 
Windows-based  tools  to  set 
policies  defining  which  re¬ 
sources  end  users  can  access. 
Information  about  end  users, 


workgroups  and  their  access 
rights  can  be  stored  in  a 
central  Lightweight  Direc¬ 
tory  Access  Protocol-compli¬ 
ant  directory  or  in  an  NT 
Domain  system. 

ViewNow  will  support 
Microsoft’s  Active  Directory 
once  it  is  available. 

Companies  can  even  use 
the  directory  to  store  infor¬ 
mation  for  customers  or 
business  partners  who  need 
access  to  host  resources. 

The  management  tools 
will  work  with  all  products 
under  the  eN2000  product 
line. 

NetManage  has  also  includ¬ 
ed  in  its  new  software  tech¬ 
nology  called  SupportNow, 
which  enables  net  administra¬ 
tors  to  view  and  fix  problems 
on  end-user  desktops  across 
an  intranet  or  the  Internet. 

NetManage  CEO  Zvi  Alon 
says  the  company  took  a 
“holistic”  approach  to  devel¬ 
oping  eN2000  rather  than 
“trying  to  glue  together  a 
hodgepodge  of  products  that 
solve  different  problems.” 

ViewNow  is  currently  ship¬ 
ping.  Pricing  per  client  ranges 
from  $200  per  individual 
software  module  to  $500  for 
the  full  suite. 

NetManage:  (408)  973-7171 
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IBM  pumps  up  mainframe  Web  and  IP  support 


BY  MARC  SONGINI  business  applications,  such  as  payroll.  using  a  mainframe  as  a  Web  server  rather 

Robinson  says  he  likes  the  idea  of  than  running  a  separate  server  alongside 


the  big  box.“Users  already  know  how  to 
maintain  [the  mainframe], back  it  up  and 
operate  it,  and  can  use  it  for  future 
e-business  applications,”  he  says. 

The  OS/390  upgrade  is  free  to  exist¬ 
ing  2.X  customers. 

IBM:  (800)  4264968 


SOMERS,  N.Y  —  IBM  later  this  month 
will  begin  shipping  an  upgrade  to  its 
OS/390  operating  system  that  beefs  up 
the  mainframe’s  Web  capabilities. 

OS/390  Version  2.7  allows  IBM’s 
S/390  mainframes  to  handle  1 1  times  as 
many  simultaneous  IP  sessions  and  pro¬ 
vides  faster  access  to  cached  Web  pages. 

The  improvements  will  make  it 
more  practical  for  companies  to  run 
Web  sites  and  other  applications  on 
their  mainframes,  rather  than  running 
separate  Web  servers,  says  Doug  Balog, 
director  of  software  management  for 
IBM  S/390s. 

Key  improvements  have  been  made 
to  OS/390 ’s  eNetworks  Communica¬ 
tions  Server  component,  which  can 
now  handle  more  than  21,000  IP  ses¬ 
sions  simultaneously. 

IBM  also  has  added  its  Enterprise 
Extender  technology  to  OS/390,  en¬ 
abling  mainframe  users  to  run  SNA  appli¬ 
cations  over  IP  networks  and  retain  qual¬ 
ity  of  service. 

IBM  also  is  making  it  easier  to  manage 
IP  resources  across  mainframe  environ¬ 
ments  via  a  policy  agent.  The  Service 
Policy  Agent  defines  classes  of  users  and 
applications,  and  maintains  levels  of  ser¬ 
vice  for  them,  limiting  bandwidth  access 
to  some  users  and  prioritizing  the  traffic 
of  other  users. 

Another  OS/390  improvement  is  sup¬ 
port  for  the  S/390  Open  System  Adapter 
Express,  which  lets  a  mainframe  handle 
Gigabit  Ethernet  traffic. 

The  latest  flavor  of  OS/390  should 
please  mainframe  shop  managers  who 
want  to  take  advantage  of  IP  without 
abandoning  their  big  iron  applications, 
says  Freddie  Robinson,  assistant  director 
of  technical  operations  at  the  University 
of  Miami  in  Coral  Gables,  Fla.  Robinson  is 
interested  in  Version  2.7  for  his  shop, 
which  uses  an  S/390  to  handle  1 ,000  to 
1,200  Web  sessions  at  any  given  time. 
The  university’s  mainframe  is  used  by 
students  for  accessing  transcript  infor¬ 
mation  and  other  data  via  the  World 
Wide  Web,  while  also  hosting  traditional 


Introducing  our  newest 
solutions  for  end-to-end 
network  availability 

Storms,  blown  fuses,  backhoes... 
the  causes  of  power  problems 
are  numerous,  and  the  results 
painful:  data  loss  and  damage 
to  your  expensive  hardware. 
When  power  fails,  APC  prevails 
with  award-winning  surge 
suppressors,  battery  backup, 
security  enclosures  and 
management  software  to 
deliver  end-to-end  reliability, 
guaranteed.  So  ask  your 
favorite  reseller  about  APC 
peace  of  mind  or  visit  our 
Web  site  today  for  an  APC 
solution  for  you! 


Notebook 

computers 


solutions 
starting  at  $19.95 

■  Complete  AC,  telephone/modem 
surge  protection  for  notebooks 

■  Multi-voltage  design  for  use  worldwide 

■  Lifetime  product  warranty 


Desktop 


solutions 
starting  at  $99 

■  Surge  protection  and  battery 
backup  for  your  computer  and 
internet  connection 

■  Data-saving  software  provides 
warnings  and  safe  shutdown 

■  User-replaceable  batteries  provide 
3-6  years  of  reliable  service 

■  "Best  in  Class"  longest  runtime 
guarantee  (5-40  minutes) 

■  Complete  lightning  and  surge  protec¬ 
tion  backed  by  a  $25,000  guarantee 


Servers 


solutions 
starting  at  $325 


■  Intelligent  Battery  Management  with 
FastCharge™  cuts  recharge  time  by  75% 

■  PowerChute®  plus  software  provides 
warnings,  environmental  monitoring 
and  safe  shutdown  (features  vary  by 
UPS  and  OS) 

■  SNMP  compatible  and  manageable  by 
your  Web  browser 

■  FlexEvents  "  E-mails  or  pages  you 
before  your  users  know  of  problems 


Novwmbwt  19.  1996 
APC  Smart-UPS  1000 


Find  out  why  APC  has  won  over 
130  awards  for  reliability  and  visit 
www.apcc.com  today. 


‘The  best  equipment  doesn't  fail: 
we  use  APC‘s  Back-UPS  Prtf. " 

Brian  Walsh,  Manager, 

In-store  Systems,  Help  Desk, 

A&P  Grocers 
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“Because  power  failure  is  not 
acceptable,  APC  Smart-Ups’ 
are  our  standard. " 


Paul  Thacker.  Staff  Engineer 
Honda  of  America, 
Information  Services  Group 
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68-page  Guide 
to  Power  Protection 
Learn  how  to  protect  any  size  system 
with  APC  legendary  reliability. 


Just  mail  or  fax  this  completed  coupon  for  your 
FREE  68-page  Guide  to  Power  Protection.  Better 
yet,  order  it  today  at  the  APC  Web  site! 


KEY  CODE 

http://promo.apcc.com  j353z 

(888)  289-APCC  x7495  •  FAX:  (401)  788-2797 
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Internetworking  Monitor  .  Kevin  Tolly 

Let  the  Dark  Clouds  roll  in 


In  a  decade  of  testing,  The  Tolly 
Group  has  run  a  vast  array  of  tests 
on  countless  devices  from  innumerable 
vendors.  But  the  test  I’d  most  like  to  run 


for  public  consumption  is  one  I’ve 
never  been  asked  to  perform.  I  call  it  the 
Dark  Cloud  test  —  a  scenario  in  which 
test  conditions  are  anything  but  ideal. 


One  would  think  that  every  vendor 
claiming  to  offer  enterprise-class  or 
carrier-class  products  would  demand 
such  testing  to  prove  its  claims. 

Think  about  it.  By  definition,  a  test 
environment  is  a  controlled  one.  And 
virtually  every  test  scenario  dreamed 
up  by  product  people  presupposes 


Networking 


Datacenters 


solutions 
starting  at  $399 

■  Complete  UPS  protection  for  hubs, 
switches  and  routers 

■  Managed  enclosures  for  every  server 
platform  and  internetworking  equipment 

■  Remote  power  management  reboot 
and  diagnosis 

■  User  paging  when  network  power 
anomalies  occur 

■  User-replaceable  and  hot-swappable 
batteries 

■  Data,  network  and  serial  line  protection 


“APC  NetSheltersP...  offered 
many  advantages  over 
conventional  racks,  such  as 
great  ventilation,  mobility,  and 
security  management. " 

Joe  Traina,  Sales  Representative, 
AlphaNet  Solutions,  Inc. 


Enterprise 


solutions 
starting  at  $3f599 

■  Power  Array™  technology  promises 
complete  peace  of  mind  for  any 
size  datacenter 

■  Scalability  allows  modular  expansion 
and  reconfiguration  as  your  datacenter 
grows 

■  Symmetra "  reduces  risk  of  system 
downtime  with  N+1  redundancy 

■  Complete  solution  integrates  into 
all  popular  enterprise  management 
solutions 


"APC  has  innovative  technolo¬ 
gy  which  promises  reliability, 
Symmetra  ™  interacts 
smoothly  with  both  hardware 
and  software. " 

Ron  O'Reilly,  Field  Support 
Formerly  Manager/IS, 

Toyota  Motor  Sales,  USA 


solutions 
starting  at  $14,803 

■  For  site-wide  protection  from  lOkVA 
to  infinity 

■  Innovative  Delta  conversion™  design 
means  unmatched  efficiency  and  low 
operating  costs 

■  Small  footprint  saves  facility  space 

■  PowerAudits“  physical  consulting 
identifies  problems  before  they  occur 


FREE  68-page  Guide  to 
Power  Protection 


http://promo.apcc.com 


(888)  289-APCC  X  7495 


KEY  CODE  i  3  5  3  Z 
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complete  and  total  environmental  con¬ 
trol  and  represents  best-case  situations. 

Not  that  there  is  anything  inherently 
wrong  with  showing  the  best  case.  If  a 
device  can’t  deliver  under  ideal  con¬ 
ditions,  we  needn’t  worry  about 
whether  it  can  perform  under  adverse 
conditions. 

But  such  best-case  testing  gives 
us  precious  little  information  about 
what  will  happen  when  the  dark  clouds 
roll  in.  Even  the  high-stress  tests  we’ve 
run  on  leading-edge  switches,  for  exam¬ 
ple,  allow  vendors  to  configure  those 
switches  with  full  knowledge  of  what 
conditions  the  devices  will  encounter. 
Nevertheless,  here  we  also  learn  little 
about  what  happens  when  these  de¬ 
vices  experience  unexpected  adversity. 

Experience  has  shown  that  in  net¬ 
working,  as  elsewhere,  devices  do  not 
all  respond  equally  well  to  adverse  con¬ 
ditions.  Moving  from  the  showroom  to 
the  real  world  changes  everything. 

So  what,  specifically,  do  I  want  to  see 
in  the  Dark  Cloud  test? 

First,  I’d  like  to  see  how  a  device  per¬ 
forms  when  it  is  left  in  its  default  con¬ 
figuration  state.  No  matter  what  ven¬ 
dors  say,  it  is  my  deeply  held  belief  that 
users  leave  boxes  in  as  much  of  a 
default  state  as  possible  (or  would  like 
to)  more  than  they  care  to  admit. 

Not  only  would  such  a  test  be  a  fairly 
reliable  indicator  of  actual  behavior, 
but  it  would  likely  serve  to  embarrass 
some  vendors  into  selecting  good 
default  values  for  their  devices.  I  doubt 
a  network  manager  exists  who  has  not 
repeatedly  been  dumbfounded  by  the 
idiotic  choices  some  vendors  make  for 
default  values. 

After  this,  I’d  want  to  change  the 
default  configuration  to  de-optimize  the 
box  completely.  I’d  want  to  configure 
functions  that  I  won’t  use  and  see  how 
that  affects  performance.  You’d  be  sur¬ 
prised  how  the  invocation  of  an  appar¬ 
ently  innocuous  feature  might  cause  an 
awe-inspiring  plunge  in  performance. 

Wherever  you  are  given  the  option 
to  choose  how  buffers  or  other  inter¬ 
nal  resources  will  be  used,  tune  them 
to  be  deliberately  out  of  sync  with  your 
intended  use  of  the  device.  Then  see 
how  the  device  performs. 

Wouldn’t  it  be  great  if  your  attempts 
to  de-optimize  a  network  device  failed 
miserably?  Vendors  always  play  up  how 
their  enterprise-class  and  carrier-class 
technology  is  smart  and  robust.  Such 
technology  should  require  little  or  no 
manual  optimization.  Merely  by  observ¬ 
ing  and  evaluating  traffic  in  real  time, 
such  devices  should  be  able  to  configure 
resources  dynamically  for  optimal  use. 

For  the  truly  robust  product,  sunny 
days  and  dark  clouds  are  all  the  same. 

Tolly  is  president  of  The  Tolly  Group, 
ci  strategic  consulting  and  independent 
testing  firm  in  Manasquan,  N.J.  He  can 
be  reached  at  (732)  528-3300,  ktolly  @ 
tolly.com  or  unmv.tolly.com. 


I 
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Introducing  CallPilot  -  the  latest  in  unified  messaging  technology  from  NoTtel  Networks" 

Call  Pilot  lets  you  manage  e-mail,  voice  mail  and  fax  messages  with  the  mere  click  of  your  mouse, 
all  from  within  your  familiar  e-mail  interface*  You  can  even  use  our  revolutionary  speech 
recognition  feature  to  manage  your  messages  using  simple  voice  commands.  All  this  is  made 
possible  with  a  Unified  Network  from  Nortel  Networks,  which  enables  you  to  integrate  voice, 
video  and  data  and  create  a  communications  solution  that  will  serve  your  needs  well  into  the 
future.  For  more  information,  call  1-800-4  NORTEL,  or  visit  us  at  www.nortelnetwoTks.com/i6DY 


N&RTEL 

NETWORKS 

How  the  world  shares  ideas. 


Nortel  Networks.  CallPilot.  Unified  Networks,  the  Nortel  Networks  logo  and  "How  the  world  shares  ideas."  are  trademarks  of  Northern  Telecom.  ©1999  Northern  Telecom 
All  rights  reserved  'CallPilot  is  compatible  with  MS  Outlook,  Lotus  Notes,  Netscape  Messenger,  Eudora  Pro  and  other  IMAP  4  compliant  e-mail  clients. 


Free  Product  info  enter  NWInfoXpress  #31  online  @  www.networkworld.com/infoxpress 


Biiefs 


PSINet  continued  expanding 
its  presence  in  Europe  with  last 
week's  acquisition  of  two  French 
ISPs.  PSINet  bought  Satelnet  and 
Planete.net,  both  privately  held 
firms,  for  an  undisclosed  figure. 
Both  ISPs  offer  business  Internet 
acgess  services.  Planete.net  also 
offers  consumer  services.  These 
are  the  third  and  fourth  acquisi¬ 
tions  PSINet  has  made  in  France 
and  the  twelfth  and  thirteenth  the 
company  has  made  in  Europe  in 
the  past  18  months. 

PSINet:  (703)  904-4100 

Microsoft  has  partnered  with 
Dialogic  to  bring  voice  to  its  Win¬ 
dows  operating  system.  Microsoft 
is  paying  $20  million  to  license 
Dialogic's  Computer  Telephony 
Media  server  software,  a  fee  that 
also  gives  Microsoft  access  to 
Dialogic's  development  teams. 
Microsoft  also  made  a  $24.2  mil¬ 
lion  investment  in  Dialogic. 

ISPs  AboveNet  Communica¬ 
tions  and  Rhythms  NetConnec¬ 
tions  are  teaming  to  provide 
Internet  access  via  high-speed 
digital  subscriber  line  (DSL)  serv¬ 
ices.  Rhythms  currently  offers 
DSL  services  in  seven  cities. 
While  Rhythms  has  already 
placed  gear  in  AboveNet  points 
of  presence,  no  date  has  been 
set  for  availability  of  DSL  ser¬ 
vices.  Pricing  has  not  been  set. 

AboveNet:  (408)  367-6666; 
Rhythms:  (303)  476-4201 

Attiga  Networks  and  three  ISPs 
are  teaming  to  push  broadband 
virtual  private  networks  (VPN)  that 
use  the  Internet  as  a  backbone. 
Qualified  customers  who  buy 
Altiga  VPN  Concentrators  can  get 
three  free  cable-modem  or  DSL 
connections  for  three  months. 
Media  One,  HarvardNet  and  DSCI 
are  the  first  ISPs  to  join  Altiga's 
Built  for  Broadband  initiative. 

Altiga:  (508)  541-7300 


Carriers  & 

The  Internet,  Extranets,  Interexchange 
and  Local  Carriers,  Wireless,  Regulatory  Affairs 

IN-SITE:  Lessons  from  Leading  Users 

American  Express:  Don't  leave  home  to  go  to  work 

BY  TIM  GREENE 


American  Express  pushes  telecommuting 

Telecommute  Solutions  sets  up  and  runs  American  Express'  Virtual  Office 
program,  which  lets  workers  use  their  homes  as  offices. 


Remote  workers'  home 
offices  are  set  up  by 
Telecommute  Solutions. 


Workers  dial  in  over  ISDN 
lines  to  access  corporate 
network  servers. 


American  Express 
headquarters 


I 


ISDN 


Home  workers 


Public  phone 
network 


American  Express  saves  office  space  costs  and  gets 
better  productivity  from  telecommuting  workers. 


American  Express  was  convinced 
it  had  an  idea  that  would  save 
the  company  money  and  help 
retain  employees:  A  virtual  office 
program  that  would  let  people 
work  from  home. 

The  problem:  Staffing  restrictions 
ruled  out  the  possibility  of  hiring  any¬ 
one  to  set  up  and  run  the  telecommut¬ 
ing  program. 

So  American  Express  turned  to  Tele¬ 
commute  Solutions,  a  company  that  sets 
up  soup-to-nuts  telecommuting  pro¬ 
grams,  from  providing  computers  to 
arranging  for  phone  lines  to  training. The 
firm  even  takes  care  of  the  furniture. 

Overriding  the  project  was  a  strict 
corporate  ban  on  hiring  anyone  new  to 
make  the  program  happen.  “The 
thought  of  adding  head  count  was  sui¬ 
cidal.  We  had  to  think  of  how  to  use 
existing  staff  to  manage  the  program,” 
says  Joel  Ratigan,  director  of  space  plan¬ 
ning  for  real  estate  services.  Ratigan 
liked  the  plan  to  have  employees  work 
from  home  because  it  would  cut  down 
on  the  need  to  rent  space. 

After  checking  out  larger  vendors 
Ratigan  would  not  name,  American 
Express  decided  on  Telecommute’s 
TeleWorx  service  because  it  seemed 
that  the  company  could  deliver  what 
American  Express  needed,  including: 

•  Home  audits  to  see  if  workers’ 


homes  are  suitable  for  offices. 

•  Home-safety  checks,  looking  at  fac¬ 
tors  such  as  carbon  monoxide  levels 
and  the  availability  of  fire  extinguishers. 

•  Computer  software  and  hardware 
setup  and  training. 

•  Office  furniture  selection  and 
delivery. 

In  addition, Telecommute  handles  ser¬ 
vice  calls  if  the  American  Express  help 
desk  determines  the  user’s  problem  is 
with  hardware  or  software,  Ratigan  says. 

Ratigan  says  the  savings  in  real 


estate  alone  make  up  for  what 
Telecommute  charges.  Telecommute 
says  its  services  range  from  $150  to 
$400  per  month  per  user,  depending 
on  how  many  services  it  provides. 

Home  workers  dial  in  over  ISDN  lines 
to  Shiva  LanRover  access  boxes.  Some 
workers,  such  as  sales  people,  need  to 
access  pricing  information  and  e-mail. 
Others,  such  as  travel  consultants,  need 
to  be  tied  into  the  company’s  automated 
call  distribution  network. 

Telecommute:  (770)  831-6630 


Go  to  the  Web  for  ISDN 


BY  TIM  GREENE 

Here’s  some  pain  reliever  for 
network  managers  trying  to 
build  ISDN  networks:  A  Web 
site  listing  information  about  where  the 
digital  dial-up  service  is  available  and 
how  much  it  costs. 

The  National  ISDN  Council,  made  up  of 
the  regional  Bell  operating  companies  and 
major  ISDN  equipment  vendors,  recently 
endorsedTelco  Express’ private  Web  site  as 
the  place  to  find  information  about  ISDN. 

The  www.telcoexpress.com  site  is  fed 
ISDN  tariff  information  by  all  the  RBOCs. 


Customers  simply  enter  the  area  code  and 
three-digit  local  exchange  for  the  service 
area  in  question.  The  site  spits  back 
whether  the  service  is  available  for  that 
location,  what  carrier  supplies  the  service 
and  what  the  service  costs  per  month. 

If  they  want,  customers  can  then 
order  the  service  online.  Telco  Express 
passes  along  orders  to  the  appropriate 
service  providers.  Lookup  and  order 
handling  are  free,  says  Bryant  Dunetz, 
CEO  ofTelco  Express. 

“Without  this,  we  would  have  to  call 
every  phone  company  across  the  U.S.,” 
says  Rick  Reno,  purchasing  manager  for 


Comtrak,  a  security  company  that  sup¬ 
plies  its  ISDN-based  security  system  to 
ADT  Security  Services. 

Comtrak  is  just  starting  to  sell  its  ser¬ 
vice  to  ADT  and  anticipates  having  to 
check  frequently  for  ISDN  availability 
and  costs  nationwide.  Reno  says  he  was 
considering  finding  an  outside  firm  to 
handle  the  chore  for  Comtrak  but  that 
he  now  can  use  the  Telco  Express  site. 

The  Telco  Express  site  contains  infor¬ 
mation  about  other  digital  services 
including T-l,T-3  and  frame  relay.  Dunetz 
says  he  is  considering  adding  informa¬ 
tion  about  digital  subscriber  line  avail¬ 
ability  and  prices. Web  browsers  can  also 
check  the  site  for  competitive  local 
exchange  carriers  in  their  areas. 

Telco  Express:  (877)  988-6484 
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“We  judge  our  network  three  ways:  performance, 
performance.  That’s  why  we  switched  to  Windows 


©1999  Microsoft  Corporation.  All  rights  reserved.  Microsoft,  the  Windows  logo  and  Windows  NT  are  either  registered  trademarks  or  trademarks  of  Microsoft  Corporation  in  the  United  States  and/or  other  countries.  Other  product  and  company 
names  mentioned  herein  may  be  the  trademarks  of  their  respective  owners.  Microsoft  Corporation  is  not  owned  by  or  affiliated  with  Countrywide  Home  Loans.  Inc.  Microsoft  Corporation  is  solely  responsible  for  the  operation  of  its  products  and 
the  quality  of  its  services. 
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performance, 
NT  Server.” 


“We  used  to  run  NetWare  and  OS/2,  but  I  thought  we 
could  get  better  performance  using  one  platform.  So  we 
moved  to  Microsoft®  Windows  NT® Server.  Obviously,  it  was 
a  big  decision  to  switch,  but  this  network  upgrade  has 
really  worked  out  for  us.  Our  customers  get  faster  service. 
Our  loan  consultants  can  close  more  loans.  And  the 
company  has  a  competitive  advantage.  Everybody  wins.” 


Jerry  Gross,  CIO 

Countrywide  Home  Loans,  Inc. 
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www.microsoft.com/go/CaseStudy/Performance  MlCtOSOft 

Where  do  you  want  to  go  today?* 


Carriers  8  ISPs 


Eye  on  the  carriers  .  David  Rohde 

Satellite  sales  leads  go  begging 


Here’s  the  good  news  for  global 
satellite  telephony  vendor  Irid¬ 
ium:  There  sure  are  a  lot  of  people  inter¬ 
ested  in  your  product. 


Now  guess  how  many  of  the  dozens 
of  people  who  wrote  to  me  could  get 
their  hands  on  one  of  your  phones? 

In  my  last  column,  I  reported  my  tra¬ 


vails  in  trying  to  sign  up  for  Iridium’s 
service,  which  supposedly  lets  you  use  a 
handset  to  make  calls  from  anywhere  in 
the  world  by  bouncing  signals  off  of  a 


Nothing  beats  the  IntraPort™  family  for  scalability,  client  support,  and  security. 

And  REAL  high-speed  remote  access. 


Designed  for  small  to  medium- 
sized  companies  or  branch 
offices  that  need  up  to  64 
simultaneous  remote  access 
sessions  and/or  up 
to  16  site-to-site  connections. 


For  medium-sized  businesses  or 
large  branch  offices  that  need  up 
to  200  simultaneous  remote 
access  sessions  and/or  up  to 
32  site-to-site  connections. 


Designed  for  large  central  sites 
that  need  scalability  up  to 
40,000  simultaneous  remote 
access  sessions  and/or  up  to 
512  site-to-site  connections. 


All  Intraport  family  products  feature 


i  Site-to-Site  Protocols:  IP-in-l P,  I PX-in-l P, 
AppleTalk-in-IP,  Bridging  in  IP 

i  Client  Access  Protocols:  IP-in-IP  for  all  clients; 
IPX-in-IP  for  Windows  clients 

i  Clients  included  at  no  charge:  Windows  95, 
Windows  98,  Windows  NT  (4.0  and  later), 
PowerMac  (System  8.0  and  later), 

Intel-based  Linux,  Sun  Solaris 

i  Security:  IPSEC/IKE,  co-processor-based 
DES/3DES  encryption. 


The  IntraPort™  VPN  access  server  family 
delivers  more  features  and  flexibility  than  any 
VPN  product  available — bar  none.  With  the 
industry's  broadest  client  and  protocol 
support,  IntraPort  integrates  VPN  into  your 
existing  network  and  allows  remote  users  to 
continue  to  work  securely  on  the  platforms 
they're  comfortable  with.  That  means  your 
remote  and  site-to-site  users  will  be 
productive  immediately. 

Best  of  all,  IntraPort  VPN  solutions  fulfill  the 
high-speed  promise  of  DSL  and  cable-modem 
access.  The  IntraPort  family  is  built 
specifically  to  take  full  advantage  of  these 
high-bandwidth  technologies  and  ensure  your 
network  runs  at  the  fastest  speeds  possible. 

So  whether  you  need  VPN  access  for  ten  or 
10,000  users,  the  IntraPort  family  is  the 
solution.  Give  us  a  call.  Or  check  out  our 
specs  at:  www.compatible.com/vpn_now/ 
and  sign  up  for  our  VPN  application  success 
handbook,  and  get  real  about  VPN  now! 


1 .888.356.0283  |  www.compatible.com/vpn_now/ 


network  of  66  low-earth  orbit  satellites. 

I  suggested  Iridium  was  letting  sales 
leads  go  down  the  drain  because  the 
company  couldn’t  bring  itself  to  tell 
prospects  that  its  phone  costs  nearly 
$3,800  and  airtime  is  $2  to  $7  per 
minute.  That’s  the  way  it  seems  to  Net¬ 
work  World  readers  who  have  been 
baited  by  Iridium’s  ads,  which  focus 
more  on  flora  and  fauna  in  remote  areas 
of  the  world  than  on  subscription  plans. 

“I  was  tentatively  interested  in  an 
Iridium  phone  last  month  and  never 
could  find  anyone  to  talk  to,”  says  one 
reader.  “At  least  you  got  prices!  Wow! 
I’ll  bet  their  losses  continue  to  mount 
with  rates  like  that.” 

Another:  “I  filled  out  the  information 
form  on  the  Web  site,  and  I  haven’t 
heard  from  anyone,  virtual  or  real.  I 
would  have  thought  that  with  such  high 
losses  they  would  be  very  interested  in 
customers,  but  it  does  not  seem  to  be 
the  case.  It  also  seems  quite  interesting 
that  after  reading  every  advertisement 
and  most  of  their  considerable  Web  site 
that  pricing  is  not  to  be  found.” 

Here’s  the  response  of  one  particu¬ 
larly  diligent  user:  “I  tried  all  seven  of 
the  official  North  American  distribu¬ 
tors.  I  left  messages  for  four  of  them. 
One  of  them  actually  answered,  told 
me  they’d  send  some  literature,  and  the 
other  three  had  no  answer.  I  gave  up 
after  that.  How  much  effort  are  we  sup¬ 
posed  to  put  into  spending  thousands 
of  dollars  on  a  phone?” 

One  reader  went  to  a  Sprint  PCS  store 
in  Kansas  City  and  was  told  it  would  be 
another  few  months  before  it  was  ready 
to  sell  Iridium  service.  Sprint,  by  the  way, 
is  one  of  three  principal  investors  in 
Iridium  North  America,  after  Motorola 
and  Bell  Canada’s  wireless  division. 

Karla  Williams,  Iridium’s  director  of 
marketing  and  communications,  says  the 
company  recognizes  its  Web  site  defi¬ 
ciencies  and  is  working  to  fix  them.  She 
also  says  the  company’s  price-point  strat¬ 
egy  is  to  de-emphasize  Iridium  as  an 
alternative  to  cellular  and  to  try  to  get 
people  to  compare  it  to  the  cost  of  call¬ 
ing  a  foreign  country  over  phone  lines 
—  without  the  mobility  and  flexibility. 

That’s  fine,  if  prospects  ever  get  that 
far.  It  sounds  like  Iridium  distributors  are 
actually  afraid  of  bringing  up  the  price.  It 
might  be  better  if  Iridium’s  home  page 
said,  “Look,  here’s  the  deal  —  it  costs  X 
and  if  you  have  sticker  shock,  no  hard 
feelings.  But  we’ve  got  to  sell  some  of 
this  stuff  to  get  our  stock  price  back  to 
$70  (it’s  now  at  around  $25).” 

Well,  I  do  have  one  advantage  —  the 
power  of  the  press  has  landed  me  an 
Iridium  demo  next  week  by  a  Baltimore- 
area  representative.  We’ll  see  how  that 
goes.  And  oh,  if  someone  out  there  does 
have  Iridium  service,  could  you  drop  me 
a  line?  I  want  to  know  how  it’s  going. 

Rohde  is  a  senior  editor  with 
Network  World.  He  can  be  reached  at 
drohde@nww.com. 


Free  Product  info  enter  NWInfoXpress  #22  online  @  www.networkworld.com/infoxpress 
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Your  system  is  moving  at  a  glacier's  pace.  Now  you  have  to  add  even  more  locations,  and  data,  to  an  already  clogged  network. 
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more  capacity,  quick.  With  the  fastest  data-transfer  services  available,  U  S  WEST  will  help  you 
which  network  system,  or  upgrade,  is  right  for  you.  Well  integrate  them  seamlessly  and  show 


you  how  to  maintain  system  flexibility  in  the  future.  (Very  important  considering  the  first  law  of  IT  Management:  data  always  expands 
to  fill  the  bandwidth  available.)  We  also  provide  expert  technical  support,  24  hours  a  day,  seven  days  a  week.  And  here's  a  reason 
to  think  even  faster:  right  now,  we’re  offering  free  installation  with  purchase  of  Frame  Relay,  ATM  Cell  Relay  or  LAN  Switching. 


FREE  INSTALLATION  WITH  YOUR  ORDER' 
1-800-DATA-USW  or  www.uswest.com 


LIJCWEST 

life’s  better  here  @ 


» 


’Offer  expires  3-31-99.  Minimum  contract  required.  Offer  good  for  new  and  current  FCC  interstate  business  customers. 

Free  Product  info  enter  NWInfoXpress  #36  online  @  www.networkworld.com/infoxpress 
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BANDWIDTH  MANAGEMENT 

Getting  the  most  for 
your  Internet  dollar 


BY  DENISE  PAPPALARDO 

f  you  are  charged  with  deploying  bandwidth- 
hungry  Internet  applications,  the  pressure  is  on 
to  deliver  high-quality  service  while  keeping  net¬ 
work  expenses  to  a  minimum. 

You  could  simply  keep  increasing  the  size  of 
your  companies’  Internet  access  pipes  to  keep 
up  with  bandwidth  demands,  but  not  if  your  goal 
is  to  keep  costs  down.  Bandwidth,  after  all,  isn’t 
cheap. 

MCI  WorldCom’s  UUNET  division,  for  example, 
charges  $1,295  per  month  for  a  burstableT-1 
service  if  you  average  128K  bit/sec  of  usage. 

If  you  average  between  384K  and  5 1 2K 
bit/sec  of  usage,  the  charge  jumps  to  $2,750 
per  month.These  are  list  prices,  and  you  can 
expect  5%  to  1 5%  discounts  if  you  sign  one- 
to  three-year  contracts,  but  total  circuit  costs 
still  add  up  fast. 

The  alternative,  of  course,  is  to  better 
manage  the  pipes  you  already  have.  With 
the  onslaught  of  new  bandwidth  manage¬ 
ment  products  in  the  past  six  to  12  months, 
business  users  have  more  choices  than  ever 
to  choose  from. 

racketeer  and  Xedia  were  some  of  the 
first  vendors  to  introduce  bandwidth  man¬ 
agement  devices.  But  now  users  have  other 
choices,  including  products  from  Allot 
Communications,  NetReality  and  Elron 
Software,  to  name  a  few. 

Basically,  these  products  let  you  dedicate 
portions  of  your  Internet  access  trunks  to 
certain  types  of  traffic,  specific  DP  addresses  or  URLs. 
The  ability  to  divide  bandwidth  lets  you  deploy  appli¬ 
cations  such  as  SAP  over  IP-based  virtual  private  net¬ 
works  (VPN)  because  you  can  dedicate  capacity  to 
SAP  traffic  at  the  expense  of  traffic  coming  from,  for 
example,  ESPN’s  home  page. 

Northwest  Missouri  State  University  started  look¬ 
ing  at  bandwidth  management  products  because  it 
wanted  the  ability'  to  ensure  that  business  applica¬ 
tions  have  the  bandwidth  they  need,  says  Jonathan 
Sloop,  a  client/server  technician  at  the  Maryville, 

Mo.,  college. The  university  next  semester  plans  to 
add  four  Web-based  courses  to  its  curriculum. 

The  school  has  been  testing  Elron’s  Bandwidth 
Optimizer  NT-based  management  system  to  guarantee 
the  network  will  have  enough  bandwidth  to  support 
students  that  sign  up  for  Web-based  classes. The  prod¬ 
uct  could  also  help  keep  Internet  games  from  hog¬ 
ging  the  network  when  classes  aren’t  in  session, 

Sloop  says. 

Products  such  as  Bandwidth  Optimizer  typically 


Bandwidth  management 
detrices  make  it  possible 
to  maintain  high-quality 
service  while  staving  off 
costly  network  upgrades - 


sit  directly  behind  an  access  router  and  police  in¬ 
coming  and  outgoing  Internet  traffic  based  on  poli¬ 
cies  that  a  network  manager  sets  up.  But  to  ensure 
Citrix  traffic  on  a  VPN  gets  128K  bit/sec  worth  of 
bandwidth,  for  example,  you  would  have  to  deploy  a 
management  device  at  every  endpoint. 

While  the  premise  behind  bandwidth  manage¬ 
ment  devices  is  the  same,  they  have  some  propri¬ 
etary  technology  that  essentially  makes  it  impossible 
for  you  to  deploy  multiple  vendor’s  devices. 

For  example,  Littleton,  Mass.-based  Xedia’s  Access- 
Point  bandwidth  management  devices  support  class- 
based  queuing  (CBQ)  and  the  Internet  Engineering 
Task  Force’s  pending  Differentiated  Services  (Diff- 
Serv)  specification.  Queuing  lets  you  set  priorities  or 
establish  different  classes  of  service  on  your  network. 
Using  Xedia’s  management  tool,  which  is  SNMP-based, 
you  can  carve  y  our  connection  to  the  Internet  into 
three  different  service  classes. 

Diff-Serv  then  allows  you  to  tag  certain  types  of 
traffic  based  on  a  predefined  queuing  class  system. 


For  example,  Diff-Serv  lets  you  mark  all  Citrix,  SAP  or 
voice  traffic  as  first-class  traffic. This  traffic  always 
flows  to  the  queue  you  have  indicated  as  the  highest 
priority  queue  —  most  likely  the  queue  with  the 
largest  amount  of  bandwidth. 

When  one  queue  becomes  full,AccessPoint  either 
drops  those  packets  and  resends  them  when  the 
congestion  has  subsided,  or  you  can  set  up  the 
device  to  bump  second-  and  third-class  traffic  before 
dropping  any  first-class  traffic. 

Packeteer  in  Santa  Clara,  Calif.,  on  the  other  hand, 
has  been  using  TCP  rate  control  to  let  customers  guar¬ 
antee  bandwidth  on  IP  networks.  TCP  rate 
control  lets  you  assign  transmission  rates  for 
each  traffic  class  you  define.  Without  resorting 
to  queues  that  some  say  cause  network  laten¬ 
cy,  Packeteer’s  PacketShaper  2000  lets  you  set 
policies  that  are  primarily  based  on  traffic  type 
but  can  also  take  into  account  IP  addresses 
and  URLs. 

Products  from  some  vendors,  such  as 
Allot,  NetReality  andAmplify.net,  combine 
queuing  and  TCP  rate  control  with  unique 
twists.  NetReality’s  WiseWan  Enterprise 
device  and  network  managed  software  use 
adaptive  fair  weighted  queuing.  While  simi¬ 
lar  to  CBQ,  adaptive  fair  weighted  queuing 
deals  with  overloaded  queues  differently.  An 
end  user  on  a  WiseWan  network  will  be 
notified  if  his  traffic  is  being  stored  because 
his  given  queue  is  overloaded.  Other  queu¬ 
ing  technology  doesn’t  provide  such  end- 
user  notification. 

Amplify.net  is  combining  its  CBQ  imple¬ 
mentation  with  a  SQL  database.The  company’s 
iSurferRanger.ee  bandwidth  management  device  does¬ 
n’t  process  policy  information  like  competitors’  prod¬ 
ucts.  Instead,  iSurferRanger.ee  consults  a  SQL  database 
for  directions  on  dealing  with  a  particular  user’s  traffic. 
Amplify.net  claims  moving  the  processing  job  to  a 
database  server  speeds  up  policy  enforcement  on  an 
IP  network. 

Each  bandwidth  management  vendor  can  tout  a 
unique  plus,  but  the  trend  is  pushing  the  industry 
away  from  interoperability.  Standards  organizations 
are  trying  to  address  this  problem. 

The  IETF  has  several  bandwidth  management  speci¬ 
fications  in  the  works,  such  as  Resource  Reservation 
Protocol,  Multi-protocol  Label  Switching  and  Diff-Serv. 
But  the  industry  isn’t  ready  to  fully  adopt  these  proto¬ 
cols  as  the  best  and  only  ways  to  address  bandwidth 
management  or  quality  of  service  over  an  IP  backbone. 

So  you  have  options,  but  pick  and  choose  carefully, 
because  you  may  be  stuck  with  a  single-vendor  solu¬ 
tion  for  longer  than  you  might  like,  3 


Bandying  about  bandwidth  management  products 

Users  have  more  choices  of  bandwidth  management  products  than 
ever.  Here  are  some  that  support  1.54M  to  10M  bit/sec  Internet  access 
and  one  or  two  10/100  Ethernet  ports. 

Vendor 

Product 

Features 

Price 

Allot  Communications 

AC200 

TCP  rate  control  and  queuing 

$6,995 

Amplify.net 

iSurfRanger.ee 

CBQ,  bundled  with  an  Oracle 
8.0  or  Microsoft  SQL  database 

$7,995 

Elron  Software 

Bandwidth 

Optimizer 

NT  software  product; 

TCP  rate  control  and  queuing 

$3,995* 

NetReality 

WiseWan 

Enterprise 

Adaptive  fair  weighted  queuing 

$2,990 

Packeteer 

PacketShaper  2000 

TCP  rate  control 

$7,250 

Xedia 

AccessPoint 

CBQ,  Diff  Serv 

$8,995 

*For  a  25  user  license 
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1. 

What  is  the  principal  business  activity  at  your  location? 

(check  ONE  only) 

01.  □  Manufacturing  (other) 

02.  □  Finance/Banking 

03.  □  Insurance/Real  Estate/Legal 

04.  □  Health  Care  Services 

05.  □  Hospitality/Entertainment/ 

Recreation 

06.  □  Media/TV/Cable  /Radio/Print 

07.  □  Retail/Wholesale  Trade/ 

Business  Services 

08.  □  Transportation 

09.  □  Utilities 

10.  □  Education 

11.  □  Process  Industries 

(Mining/Construction/Petroleum 

Refining/Agriculture/Forestry) 

12.  □  Government  (Federal/State/Local) 

13.  □  Military 

14.  □  Aerospace 

15.  □  Consulting  (Independent)* 

16.  □  Carriers/Interconnects 

17.  □  Internet  Service  Provider  (ISP) 

18.  □  Manufacturing  (Computer/ 

Communications/OEM) 

19.  □  Resellers  of  Computer/Network 

Products  (VARs,  VADs) 

20.  □  Systems/Network  Integrators* 

21.  □  Distributors  (Computer/ 

Communications)* 

22.  □  Other  (please  specify) 

*  Please  complete  form  based  on  largest 
client. 

2. 

What  is  your  job  function? 

(check  ONE  only) 

NETWORK  IS  MANAGEMENT: 

1.  □  Network  Management 

2.  □  LAN  Management 

3.  □  Datacom/Telecom  Management 

4.  □  IS/IT/MIS/CIO/Systems  Management 

5.  □  Internet/Intranet/Electronic 

Commerce  Mgml,  Webmaster 

6.  □  Engineering  Management 

7.  □  Corporate  Management  (CEO, 

Pres,  VP.  Dir.,  Mgr.,  Financial 
Management) 

8.  □  Consultant  (Independent) 

9.  □  Other 

What  is  the  estimated  value  ot  Network  equipment  and  services  that  you  specify, 
recommend  or  approve  the  purchase  Of?  (Please  print  the  appropriate  number  code  on  tbe  line  next  to  each 


product  category.  Please  complete  All  categories  A-N.) 


I.  {100  Million  or  more  j 

2  {SO  Million  to  {99.9  Million 

3  {25  Million  to  {49.9  Million  B 

4.  {10  to  {24.9  Million 

5.  {I  to  {9.9  Million  £ 

6  {100.000  to  {999,999  D 

7.  $50,000  to  {99,999  £ 

8.  Under  {50,000  f 

9.  None  of  the  above 


Large  Systems 
(Mainframes/Minis) 

Desktops 

(Micros/Laptops/Workstations) 

Servers 

UNs 

WAN  Equipment 
Carrier  Services 


G  _ Internetworking 

H  _ Internet 

I  _ Intranet 

J  _ Extranet 

K  _ Remote  Access 

l  _ Peripherals 

M  _ Software 

N  _ Service/Support 


0 


fi  K  1  What  is  the  total  number  of  sites  tor  which  you  have  purchase  influence? 

|  (check  ONE  only) 


I.  □  100+  2.  □  50  -  99  3.  □  20  -  49  4.  □  10  -  19  5.  □  2  -  9  6.  □  I  7.  □  None 


5. 

What  is  the  total  number  ot  Servers/Clients/LANs  installed/planned  at  your  location/ 
in  your  entire  organization?  (check  one  box  in  each  column) 

1 

SERVERS 

CLIENTS 

LANS 

I  At  Location 

Entire  Org.  1 

I  At  Location 

Entire  Org.  1 

I  At  Location 

Entire  Org.  1 

A 

B 

c 

D 

E 

F 

□ 

l. 

50,000+ 

□ 

□ 

1. 

50,000+ 

□ 

□ 

1. 

50,000+ 

□ 

□ 

2. 

10.000  to  49,999 

□ 

□ 

2. 

10,000  to  49,999 

□ 

□ 

2. 

10,000  to  49,999 

□ 

□ 

3. 

1,000  to  9,999 

□ 

□ 

3. 

1,000  to  9,999 

□ 

□ 

3. 

1,000  to  9,999 

□ 

□ 

4. 

100  to  999 

□ 

□ 

4. 

100  to  999 

□ 

□ 

4. 

100  to  999 

□ 

□ 

s. 

SO  to  99 

□ 

□ 

5. 

SO  to  99 

□ 

□ 

S. 

50  to  99 

□ 

□ 

6. 

10  to  49 

□ 

□ 

6. 

10  to  49 

□ 

□ 

6. 

10  to  49 

□ 

□ 

7. 

1  to  9 

□ 

□ 

7. 

1  to  9 

□ 

□ 

7. 

1  to  9 

□ 

□ 

8 

none 

□ 

□ 

8. 

none 

□ 

□ 

8. 

none 

□ 

f  ■  | 

I - - - - 

What  is  your  scope  and  involvement  in  purchasing  decisions  for  network  products  and 
services  for  your  enterprise? 


A.  Scope  (check  one  only) 

1 .  □  Corporate/Enterprise 

2.  □  Department 

3.  □  None 


B.  Involvement  (check  All  that  apply) 

1.  □  Create  Network  Strategy 

2.  □  Recommend/Specify 

3.  □  Approve 


4.  □  Evaluate 

5.  □  Determine  the  Need 

6. D  None 


0 1  What  is  the  estimated  number  of  employees  at  your  location/in  entire  organization? 

||jy  (check  ONE  in  each  section) 

A.  At  your  location: 

B.  Entire  organization: 

1.  □  Over  20,000 

5.  □  1,000  -  2,499 

1.  □  Over  20,000 

5.  □  1,000  -  2,499 

2.  □  10.000  -  19,999 

6.  □  500  -  999 

2.  □  10,000  -  19,999 

6.  □  SOO-999 

3.  □  S.000  -  9,999 

7.  □  250  -  499 

3.  □  5,000  -  9,999 

7.  □  499  or  less 

4.  □  2.500  -  4.999 

8.  □  249  or  less 

4.  □  2,500  -  4,999 

Please  indicate  the  products/services  that  you  are  currently  involved  in  purchasing  or  plan 
to  purchase:  (check  ALL  that  apply) 

A.  Currently  involved  in  purchasing  B.  Plan  to  purchase 


INTERNET/INTRANET _ 

A  8 

□  OLD  Internet  Services/Web  Hosting 

□  02.  □  Firewalls/Security/Encryption 

□  03.  □  Web  Servers/Software 

□  04.  □  Web  Servers/Hardware 

□  05.D  TCP/IP  Software 

□  06.  □  Management/Monitonng  Software 


□  II.Q 

LOCAL-AREA  NETWORKS/  INTERNETWORKING - 

□  18.  □  Local-Area  Networks  □  28.  □ 

□  19.  □  Network  Operating  System  □  29.  □ 

Software 

□  20.  □  Servers  □  30.  □ 

□  21.  □  Print  Servers  □  31.  □ 

□  22.  □  Routers 

□  23.  □  ATM  Switches  □  32.  □ 

□  24.  □  Token-Ring  Switches  □  33.  □ 

□  25.  □  Ethernet  Switches  □  34.  □ 

□  26.  □  Fast  Ethernet  □  35.  □ 

□  27.  □  Gigabit  Ethernet  □  36.  □ 

COMPUTERS/PERIPHERALS _ 


□  07.  □  Voice/Video  Over  IP 

□  08.  □  VPN  Equipment/Services 

□  09.  □  Legacy  Integration  Tools 

(Web  to  Host) 

□  I0.D  Web  Development  Tools  (JAVA 
ActiveX  etc) 

Push  Technology 


□  I2.D  Web  Browsers 

□  I3.n  Intranet  Applications/Groupware 

□  I4.D  Search/Retrieval  Products 

(web  crawler) 

□  15.  □  Electronic  Commerce  Tools 

□  I6.D  Web  Authoring  Tools 

□  1 7.  □  Other _ 


Layer  3  Switches  □  37.  □ 

Network  Storage  Devices  □  38.  □ 

NASs,  SANs)  □  39.  □ 

LAN  Storage/Backup  □  40.  □ 

Optical  Storage/Backup/  □4I.D 

Jukeboxes  □  42.  □ 

Disk  Storage/Backup  □  43,  □ 

Tape  Storage/Backup  □  44.  □ 

RAID  Storage/Backup  □  4S.  □ 

Network  Test/Diagnostic  Tools  □  44.  □ 

Cables.  Connectors.  Baiuns 


UPS 

Network  Interface  Cards  (NICs) 
Hubs 

Intelligent  Hubs 
Stackable  Hubs 
Bridge/Router 

SNMP  Network  Managemeot 
Gateways 

Concentrators/Repeaters 
Other  (please  specify) 


□  47.  □  Thin  Clients/Network  □  SO.  □ 

Computers  (NO)  □$!.□ 

□  48.  □  Laptops/Notebooks/Sub-Notebooks  □  52.  □ 

□  49.  □  Micros/PCs  □  S3.  □ 

REMOTE/WIRELESS  COMPUTING _ 

A  8  AO 

□  58.  □  Remote  Access  Products 

□  59.  □  Remote  Access  Services 

□  60.0  PDAs 

SOFTWARE/APPUCATIONS _ 


Minis 

Mainframes 
Workstations 
Printers/Network  Printers 


□  54.  □  CD-ROM/DVD 

□  55.  □  fax/Modem  Boards 

□  56.  □  Memory/Chips/Boards/Cards 

□  57.  □  Other _ 


□  61.  □ 
□  62.  □ 


PCMCIA  Devices 
Wireless  Data 
Equipment/Services 


□  63.  □  Cellular  Equipment  8  Services 

□  64.  □  Other  (please  specify) 


□  65.  □  Network  Management  □  75.  □ 

□  66.  □  Systems  Management  □  76.  □ 

□  67.  □  Security  □  77.  □ 

□  68.  □  Communications  Software  □  78.  □ 

□  69.  □  Terminal  Emulation  □  79.  □ 

□  70.  □  Operating  Systems 

□  71.  □  Applications  Development  Tools  □  80.  □ 

□  72.  □  Database  Management/  RDBMS  □  81.  □ 

□  73.  □  Groupware  □  82.  □ 

□  74.  □  Workflow  □  83.  □ 


EDI 

E-mail 

Desktop  Videoconferencing 


WIDE-AREA  NETWORK  EQUIPMENT  t  SERVICES  . 


Suites/Server  Suites 
(Back  Office,  etc) 
Middleware 

Document  Management 
Site  Metering  Tools 
Computer  Telephony 
Integration  (ClI) 


□  84.  □  Data  Warehousing 

□  85.  □  Anti  Virus  Software 

□  86.  □  Multimedia 

□  87.  □  Yr.  2000  Conversion 

Software  (Y2K) 

□  88.  □  Helpdesk 

□  89.  □  Wen  Based  Management  Tools 

□  90.  □  Directory  Services 

□  91.  □  Other  (please  specify) 


□  92.  □  56  Kbps  Modems  □  99.  □ 

□  93.  □  Under  56  Kbps  Modems  □  1 00.  □ 

□  94.  □  Cable  Modems  □  101.  □ 

□  95.  □  Asynchronous  Transfer  □  102.  □ 

Mode  (ATM)  ni03.n 

□  96.  □  Frame  Relay  Equipment/  niM.n 

Services  DI05.D 

□  97.  □  ISDN  Equipment  8  Services  □I06.D 

□  98.  □  FT-l/I-l/7-3  Multiplexers/Services  [I]l07.n 


xDSL  Services/Products 
Diagnostic/Test  Equipment 
DSU/C5U 
PBXs 

Videoconferencing 
Leased  Lines 
Switched  Data 

Virtual  Private  Networks  (VPN) 
FRADs 


□  I08.D  Managed  LAN/Router  Services 

□  I09.D  Other _ 

□  II0.D  Outsourcing/Systems 

Integration  Services 

□  1 1 1.  □  Education/Training  Services 

□  112.  □  None  of  the  above  (l-lll) 


Please  indicate  the  platforms  that  are  currently  installed/planned:  (check  all  that  apply) 

A.  Currently  installed  B.  Planned  for  purchase 


NETWORK  PROTOCOLS. 

□  01.  □  TCP/IP 

□  02.  □  IPv6 

□  03.  □  SNA 

UN  ENVIRONMENT _ 


□  04.  □  Novell  IPX/SPX 

□  05.  □  APPC/APPN/LU  6.2 

□  06.  □  NETBIOS 


□  07.  □  NFS 

□  08.  □  SNMP 

□  09.  □  Other 


0  10.  □  Gigabit  Ethernet 

□  II.  □  Switched  Ethernet 

□  12.  □  Fast  Ethernet  (100  Megabit 

Ethernet) 

□  13.  □  Ethernet 

NETWORK  OPERATING  SYSTEM _ 


□  14.  □  ATM 

□  IS.  □  Token  Ring/Token  Ring 

Switching 

□  16.  □  IP  Switching 

□  1 7.  □  Layer  3  Switching 


□  18.  □  FDDI 

□  19.  □  100Base-T 

□  20.  □  lOBase-T 

□  21.  □  Fibre  Channel 

□  22.  □  Other  _ 


□  23.  □  Windows  NT 

□  24.  □  Windows  NT/Advanced  Server 

□  25.  □  Novell  IntranetWare 

□  26.  □  Novell  (NetWare  5.X) 

COMPUTER  OPERATING  SYSTEM _ 

□  33.  □  NT  Server 

□  34.  □  NT  Workstation 

□  35.  □  Unix/Xenix/AlX/SCO 

□  36.  □  Solaris 

□  37.  □  Windows 


□  27.  □  Novell  (NetWare  4.X) 

□  28.  □  Novell  (NetWare  2.X,  3X) 

□  29.  □  Microsoft  (LAN  Manager) 

□  30.  □  Banyan  (VINES) 


□  31.  □  I8M  (Server) 

□  32.  □  Other  (please  specify) 


□  38.  □  Windows  95 

□  39.  □  Windows  98,  ,9x 

□  40.  □  DOS 

□  41.  □  OS/2,  OS/2  Warp 

□  42.  □  IBM  MVS/VM/VSE 


□  43.  □  Digital  VMS 

□  44.  □  Macintosh 

□  4S.  □  Other  _ 


□  46.  □  None  of  the  above  (1-45) 


Which  of  the  following  Servers/Clients  do  you  have  installed/planned  at  your  location? 

(check  ALL  that  apply  in  each  column) 


A.  Servers 

B.  Clients 

A. 

Servers 

B. 

Clients 

Power  PC 

□ 

01. 

□ 

486.  386.  286 

□ 

07. 

□ 

Power  Mac 

□ 

02. 

□ 

Sun  Sparc 

□ 

08 

□ 

Mac  Other 

□ 

03. 

□ 

Rise 

□ 

09. 

□ 

Multiprocessor  Servers 

□ 

04. 

□ 

Alpha 

□ 

10. 

□ 

Pentium  II  (Pll) 

□ 

05. 

□ 

Other 

□ 

II. 

□ 

Pentium/Pentium  Pro 

□ 

06. 

□ 

Which  ot  the  following  hardware  platforms  are  installed/planned  in  your  company? 

(check  ALL  that  apply) 


A  -  Mainframes 
(Large  Scale) 

□  IBM 

□  Amdahl 

□  Cray 

□  Hitachi 

□  Unisys 

□  Other  _ 


B  -  Minis  (Midrange) 

1.  □  IBM  RS/6000 

2.  □  IBM  AS/400 

3.  □  Digital 

4.  □  Tandem 

5.  □  Unisys 

6.  □  AT8TGIS 
2.  □  H-P 

8.  □  Data  General 

9.  □  Other _ 


C  -  Workstations 

1.  □  Sun  Microsystems 

2.  □  Silicon  Graphics 

3.  □  Digital 

4.  □  H-P 

5.  □  IBM 

6.  □  Other _ 


[  What  is  the  estimated  gross  revenue  of  your  entire  company/institution? 

(check  ONE  only) 


01.  □  {20  billion  or  more 
02.  □  {10  billion  to  {19.9  billion 
03.  □  $1  billion  to  $9.9  billion 
04.  □  $500  million  to  $999.9  million 


05.  □  $100  million  to  $499.9  million 
06.  □  $50  million  to  $99.9  million 
07.  □  $10  million  to  $49.9  million 
08.  □  $5  million  to  $9.9  million 


09.  □  $4.9  million  or  less 
10.  □  None  of  the  above 


For  which  areas  outside  of  North  America  do  you  have  purchase  influence? 

(check  ALL  that  apply) 


I.  □  Europe  2.  □  Asia  3.  □  South  America  4.  □  Australia  5.  □  Middle  East  6.  □  None 
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NetworkWorld 
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Briefs 


Giving  the  Linux  bandwagon 
yet  another  nudge,  Netscape 
last  week  released  beta  ver¬ 
sions  of  its  Directory  Server 
and  Messaging  Server  software 
for  the  open  source  operating 
system. 

Also  released  was  a  final 
version  of  Netscape  Delegated 
Administrator  4.0  for  Linux,  an 
Internet  application  that  facili¬ 
tates  customer  self-service. 

In  addition,  Netscape 
announced  it  is  working  with 
Compaq,  Hewlett-Packard,  V A 
Research  Linux  Systems, 
Caldera  Systems  and  Red  Hat 
Software  to  provide  customer 
support  for  Linux  products. 

Netscape:  (650)  528-2555 

Sonic  Systems  this  month 
will  start  shipping  SonicWall 
Pro,  a  hardware  device  with 
Fast  Ethernet  ports  that  can  be 


SonicWall  Pro  works  in  net¬ 
works  with  up  to  1,000  users. 


configured  as  a  firewall,  con¬ 
tent  filter,  virtual  private  net¬ 
work  and  address  translation 
device. 

Costing  $2,195,  SonicWall 
Pro  is  a  "low-end  firewall"  for 
use  in  networks  of  up  to  1,000 
users,  according  to  Sreekanth 
Ravi,  Sonic  Systems  president 
and  CEO. 

Ravi  adds  that  SonicWall  Pro 
uses  the  IP  Security  standard 
for  encryption.  The  product  also 
can  exchange  data  securely 
with  Check  Point  Software 
Technologies'  more  high-end 
Firewall-1. 

SonicWall  Pro  has  three 
Ethernet  ports. 

Sonic  Systems:  (408)  844- 
9900 


IN -SITE:  Lessons  from  Leading  Users 


State  university  Webifies  its  widespread  networks 

BY  ELLEN  MESSMER 


he  University  of  California  is  serv¬ 
ing  its  far-flung  networks  new 
courses  of  intranets,  workflow  sys¬ 
tems  and  high-speed  ATM  LANs. 

For  example,  the  MIS  team  at  the 
university  system’s  Office  of  the 
President  built  a  Web-based  “benefits  rep 
calculation  tool.”  Through  a  browser, 
administrators  can  remotely  access  the 
university’s  IBM  RS/6000  financial  appli¬ 
cation  to  calculate  benefits  for  200,000 
employees. 

A  new  interactive  voice  response 
(IVR)  system  is  easing  the  process  of 
applying  for  loans.  The  state  school  sys¬ 
tem  has  a  $22  billion  retirement  fund  that 
employees  can  borrow  against.  Instead  of 
heading  down  to  an  office,  employees 
can  simply  dial  an  800  number.  “We  took 
the  whole  process  and  put  it  up  on  IVR,” 
says  Bruce  James,  IS  maintenance  man¬ 
ager  in  the  Office  of  the  President. 

With  the  dial-a-loan  process,  the  caller 
can  begin  to  apply  by  punching  the  key¬ 
pad  for  the  amount  he  wants.  The  IVR 
loan  application,  designed  by  university 
staff  using  Edify  Corp.  workflow  tools, 
sends  each  loan  request  to  the  school’s 
Sybase  database,  which  kick-starts  a 
“work  object”  on  the  loan  administra¬ 
tor’s  LAN.  Prompted  by  an  item  in  his 
work  queue,  the  administrator  mails  off 
loan  documents  to  the  applicant.  The 
forms  are  scanned  into  the  university’s 


FileNet  imaging  system  once  they  are 
signed  and  returned  by  the  applicant. 

The  imaged  documents  are  added  to 
the  loan  workflow  process,  which  has 
cut  the  approval  process  to  days 
instead  of  weeks,  James  says. 

Throughout  the  state,  the  LJniversity 
of  California  campuses  are  working  on 
network  modernization  projects. 

Gary  Forman,  director  of  administra¬ 
tive  IS  at  UC  San  Francisco,  says  his  cam¬ 
pus  last  year  installed  the  PeopleSoft  7.0 
financial  reporting  application  on  a  Sun 
server  to  replace  the  mainframe  ledger 
system.  Now  MIS  staff  is  adding  the 
NetDynamics  4.0  application  server  as 
the  front  end  so  administrators  on  and  off 
the  campus  can  get  PeopleSoft  financial 
data  in  Web  format  (see  graphic). 

At  the  larger  campuses  of  UC  Davis 
and  UC  San  Diego,  MIS  staff  has 
installed  multimegabit  ATM-based  cam¬ 
pus  backbones.  The  high-speed  back¬ 
bones  handle  the  ever-growing  traffic 
from  students  and  faculty. 

For  the  Davis  campus,  American 
Management  Systems  custom-designed 
a  set  of  Web-based  financial  applica¬ 
tions  running  on  Hewlett-Packard 
Unix  servers  for  use  by  about  20,000 
people,  according  to  Tony  Flores,  asso¬ 
ciate  vice  chancellor  there. 

But  UC  San  Diego  chose  to  build  its 
own  set  of  intranet  applications,  dubbing 


UC’s  Bruce  James  (left)  is  pushing  IVR, 
while  Jim  Dolgones  eyes  security. 

them  the  Link  family  of  Web  applications, 
according  to  Elazar  Harel,  LIC  San  Diego’s 
assistant  vice  chancellor  for  computing 
and  telecommunications. 

These  applications  include  Student- 
Link,  which  lets  more  than  18,000  stu¬ 
dents  enroll  for  classes  or  change 
addresses;  FinancialLink,  which  lets 
administrators  review  ledgers  and  bud¬ 
get  statements;  and  TravelLink,  for  sub¬ 
mitting  expenses  for  reimbursement. 

Next  up?  Tightening  security. “All  of  the 
Link  family  is  based  on  passwords,  but  we 
want  to  migrate  over  to  digital  certifi¬ 
cates,”  Harel  explains.  Certificates  offer 
better  security'  than  passwords,  and  the 
entire  imiversity  system  would  like  to 
share  a  common  public-key  infrastruc¬ 
ture  (PKI)  for  issuing  and  revoking  cer¬ 
tificates  to  students  and  employees. 

A  tough  test 

The  Office  of  the  President  has 
launched  a  pilot  PKI  project,  based  on 
Netscape  certificate-management  and 
Lightweight  Directory  Access  Protocol 
servers,  to  certificate-enable  a  handful 
of  Web  applications.  Jim  Dolgones, 
assistant  vice  president  of  IS  in  the 
Office  of  the  President,  says  getting 
applications  to  use  certificates  is  not 
the  toughest  task.  The  hardest  issue  is 
administrative:  properly  checking  out 
the  would-be  user’s  identity  and  dis¬ 
tributing  the  certificate  to  him. 

In  addition  to  its  Netscape  pilot,  the 
university  is  looking  into  whether  Veri- 
Sign  could  supply  and  manage  certifi¬ 
cate  distribution  for  the  entire  univer¬ 
sity  system.  \A 


Online  Budgeting  101 

The  University  of  California  at  San  Francisco  made  budgeting  easier  for 
professors  and  administrators  with  Web-based  tools. 


UC  San  Francisco  installed  PeopleSoft  7.0  as  its  new  financial 
application  to  track  university  department  finances . . . 


PCs  with  Web 
browsers 
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Sun  server 
running 
PeopleSoft  7.0 


Firewall 


Internet 


NetDynamics 
4.0  application 
server 
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. . .  then  Web-enabled  it  with  the  NetDynamics  application  server  so  college  administrators 
and  professors  could  view  reports  from  their  PCs  remotely  or  on  the  college's  LAN. 
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Too!  kills  Y2K  bugs  lurking  in  database  code 


BY  JOHN  cox 

BELLEVUE,  WASH.  —  In  all  the  Year 
2000  commotion,  one  potential  problem 


may  be  getting  overlooked:  code  that’s 
written  in  a  database  language  and  stored 
in  the  database  itself. 

ServerLogic,  based  here,  has  released  a 


software  tool,  called  SP/2000,  to  help 
solve  the  problem.  SP/2000  can  sift 
through  tins  code,  known  as  stored  pro¬ 
cedures,  and  highlight  lines  where  there 


Control  Security  by  Name  and  Number 
with  Meta  IP™  User-to-Address  Mapping 


Hacker-in-training 
practices  on 
your  routers. 


Constantly  on 
the  run: changes 
address  daily. 


"“teasel 


What  users  do  to  your  network  can  be 
downright  criminal.  You  can  positively 
identify  the  culprits  with  Meta  IP  and  its 
unique  User-to-Address  Mapping  service. 
UAM  correlates  dynamic  address 
assignments  with  Windows  NT  and  Novell 
login  names.  So  instead  of  192.168.253.100 
causing  a  problem,  you’ll  know  right  away 
it’s  Alice  in  HR. 

But  Meta  IP  doesn’t  just  solve  problems.  It 
prevents  them,  by  automating  IP  addressing 
and  naming  across  large,  multi-site 
networks.  Meta  IP  integrates  DNS  and 
DHCP  synchronizes  them  via  dynamic  DNS 
updates,  and  lets  you  manage  all  its  services 
through  a  common  interface  You  can  extend 


automated,  reliable  addressing  to  every  node, 
without  sacrificing  user  accountability. 

In  fact,  Meta  IP  can  make  your  entire  network 
more  secure,  through  its  integration  with 
Check  Point  FireWall-l®  and  VPN-I™.  It  lets  you 
implement  security  policies  for  dynamically 
addressed  users.  You  get  the  convenience 
of  DHCP  and  your  users  get  a  single 
sign-on  solution. 

With  Meta  IPyour  users  will  stray  less  often. 
And  when  they  do.  you’ll  be  able  to  quick[y 
mend  the  error  of  their  ways. 

Download  our  free  demo  and  investigate 
Meta  IP  for  yourself.  Call  I-800-META-463 
or  visit  www.metaip.checkpomt.com. 


■  Network  Security 

■  Traffic  Control 

■  IP  Address  Management 

■  OPSEC  Alliance 

■  Integrated  Policy  Management 

Check  Point  ■ 


Software  Technologies  Ltd. 
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may  be  problems.  Until  now,  database 
programmers  have  had  to  use  an  editing 
program  to  read  the  code  line  by  line. 

Stored  procedures  are  similar  to 
directions  that  tell  the  database  what  to 
do  when  handling  data  that’s  part  of  a 
given  transaction.  For  example,  a  pro¬ 
grammer  may  write  a  procedure  that 
calculates  the  final  payment  date  for  a 
loan.  But  in  doing  so,  the  programmer 
may  only  use  a  two-digit  field  to  show 
the  year.  The  database  may  then  misread 
the  date  as  1910  instead  of  2010. 

To  use  SP/2000,  programmers  copy 
the  stored  procedures  into  an  ASCII  file. 
They  then  complete  an  onscreen  form 
that  tells  SP/2000  what  sequence  of 
code,  or  strings,  to  look  for.  SP/2000 
sifts  through  the  file  and  creates  a  list  of 
suspect  strings.  By  double-clicking,  the 
programmer  calls  up  a  suspect  string 
and  decides  whether  to  make  changes. 

“We  did  not  expect  to  find  problems 
with  our  stored  procedures  as  a  result  of 
Y2K  and  international  date  formats,”  says 
Ty  Brown,  a  systems  analyst  with 
Guilford  Mills,  a  Greensboro,  N.C.,  textile 
manufacturer. “SP/2000  quickly  searched 
more  than  3,200  stored  procedures  and 
triggers.  It  found  three  stored  proce¬ 
dures  requiring  changes  for  Y2K,  as  well 
as  86  stored  procedures  requiring 
changes  for  international  date  formats.” 

The  software  is  easy  to  install  and  use, 
says  colleague  Greg  Shaull,  a  database 
administrator  at  Guilford:  “It  comes  with 
a  set  of  predefined  strings  but  gives  you 
the  ability  to  define  your  own  strings. 

“The  string  customization  was  not 
well-documented,”  Shaull  adds.  “We  had 
to  call  the  vendor’s  technical  support  to 
find  out  how  to  [define  our  own].  But 
they  had  us  over  the  hurdle  in  minutes.” 

SP/2000  doesn’t  handle  everything, 
says  William  Carson,  ServerLogic’s  chief 
technology  officer:  “It  can  cut  down  the 
application  testing  you  need  to  do,  but 
it  doesn’t  eliminate  testing.” 

ServerLogic  also  offers  PB2000,  which 
analyzes  PowerBuilder  applications  for 
Y2K  compliance.  SP/2000  is  available 
now  for  $3,000,  running  on  Windows 
NT  and  working  with  the  Informix, 
Microsoft,  Oracle  and  Sybase  databases. 

ServerLogic:  (425)  803-0378 
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If  your  IT  Management  solution  fails, 
which  thank-you  gift  will  the  boss  be  sending  you 
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The  word  is  out  Far  too  many  enterprise 


management  projects  don't  deliver.  So,  what's 

■ 

the  hanq  up?  Recent  industry  analyst  studies 
reveal  that  most  major  Framework 
implementations  take  too  much  time  and 
don't  deliver  ROI.  After  years  of  work,  only 
a  small  portion  of  purchased  functionality  is 
actually  implemented.  There  is  a  better  way. 
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HP  OpenView  delivers  measurable,  proven 


sps 


...  - 

results  quickly  and  completely.  A  new 
independent  head-to-head  lab  test*  revealed 
“HP  delivers  on  the  promise  of  integrated 

I  —S 

tools  to  solve  specific  problems...  Unlike 


PLATINUM,  CA  and  Tivoli,  HP  has  not 
overloaded  its  solution  with  a  common 

R 


framework...  HFs  generally  flawless  solution 


sets  the  mark  against  which  to  measure  all 


other  out-of-the-box  functionality". 


The  OpenView  approach  is  different  from 
the  "leap  of  faith"  framework  approach. 


Target  your  most  pressing  problem  and 
solve  it  today. 
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HP  OpenView.  Reach  your  management 
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goals  without  getting  hung  in  the  process. 
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HP  OpenView 


Learn  why  OpenView  has  so  many  satisfied  customers: 

http://www.openview.hp.com 
or  call  1  *800*785*3925 


Works 


Right 


Now 


Attend  the  OpenView  Forum  &  Universe  Conference 

HYNES  CONVENTION  CENTER.  BOSTON,  MASSACHUSETTS. 

VISIT  OUR  WEB  SITE  AT  www.openview99.com 


'Source:  Network  Computing.  Syracuse  University  Real-Werici  Labs",  1999 
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*  ^flGnCG  Reliabmiy  Redundant  power  systems, 
Error  Correction  Code  memory  and  drives  you  can  exchange  while 
the  server  is  active  help  maximize  uptime  and  productivity 
Built-in  instrumentation,  Intel  LANDesk  Server  Management 
software  and  compatibility  with  enterprise  management  solutions 
help  keep  IT  managers  in  control.  Toshiba  specially  designed 
software  additions  that  delivers  proactive  monitoring  of  hard  disk 
drive,  power  supplies  and  cooling  fans.  For  more  information,  go 
to  www.manageability.toshiba.com.  The  Magnia  7000  series  is 
a  family  of  Toshiba  servers  that  software 
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MAGNIA  7000  SERIES 


A  true  enterprise 
class  server  that 
provides  exceptional 
performance, 
reliability  and 
manageability. 


Processors 

Intel®  Pentium®  II  Xeon“  processor,  400MHz  orf[50MH^ 

4 

jj  Upgradeability 

Quad  processing  capable,  one  (1)  processor  standard 

Cache 

512KB,  1MB  or  2MB  internal  second  level  ECC  cache 

.  .  ...  ..  .  .  ......  -  ... _  -  WJU 

Memory 

256MB  buffered  ECC  EDO  DRAM  (4GB  max) 

Storage  Bays  Four  (4)  front  accessible  bays,  one  (1)  3.5”  drive^Sf53*^ 

(occupied  with  3.5”  floppy),  three  (3)  5.25”  half-height 
(one  {1}  occupied  with  CD-ROM),  six  (6)  3.5”  hot-swap 

MAX-  H£Al>£OOM  SCA  bays  with  1”  height  support.  Optional  second  cage 
v ..  jTa  supports  six  (6)  additional  1”  hot-swap  drive  bays.  AIL 

My  j*  7&  '-2  hot-swap  drive  bays  support  ultra2-wide  SCSI-3  (LVDS) 

specification 

Hot-Swap  Capacity 

54GB  using  9GB  1”  devices  or  108GB  with  optional 
second  hot-swap  cage 

I/O  Expansion  Slots 

Seven  (7)  total:  six  (6)  32-bit  PCI  slots,  one  (1)  PCI/ISA 
shared,  one  (1)  PCI  slot  occupied  with  network  interface 

•  ^0*  ^-*0  , 
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TOSHIBA 

1-800-TOSH1BA 

www.toshiba.com 

Portables.  Desktops.  Servers. 


Enterprise 


‘Net  Insider  .  Scott  Bradner 


Applications 


An  ISP  THAT  LISTENS  TO  ITS  CUSTOMERS? 


Getting  your  Internet  service  via 
cable  TV  is  good  stuff.  I  ’ve  been 
getting  Internet  connectivity  at  my 
house  through  MediaOne  for  many 


years  and  can  report  fast,  trouble- 
free  service. 

But  some  people  think  there  are  rea¬ 
sons  I  should  not  be  that  happy  with 


what  I  have.  For  example,  there  have 
been  some  privacy  worries  about  this 
type  of  Internet  access  and  about  cable 
companies  in  general.  The  stories  that 


mmmi. 
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On  the  net  nrithovt  a  net? 


You  need  a  firewall,  an  affordable,  easy  to  use  solution  that  has  rock-solid  security,  supports 
all  your  Internet  needs,  and  that  you  can  trust  to  stay  with  you  as  the  Internet  grows  and  changes. 

BorderWare  has  been  providing  this  to  thousands  of  users  since  the  Internet  explosion  began. 
Version  6  introduces  new  advanced  features,  better  performance  and  lower  cost  of  ownership. 
Find  out  how  BorderWare  can  be  your  safety  net  today.  Visit  www.borderware.com 


BORDERWARE 

_ I  Technologies  Inc. 


90  Burnhamthorpe  Rd.  West,  Suite  1402,  Mississauga,  Ontario,  Canada,  L5B  3C3 
Toll  Free  1-877-814-7900 


Free  Product  info  enter  NWInfoXpress  #20  online  @  www.networkworld.com/infoxDress 
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came  out  a  week  or  so  ago  about  Tele¬ 
communications,  Inc.’s  (TCI)  ©Home- 
provided  Internet  service  seemed  to 
confirm  the  worst  fears  that  anyone 
could  have  about  the  intentions  of  the 
cable  TV  companies. 

On  Feb.  22,  InternetNews.com 
reported  that  TCI  @Home  had  e-mailed 
its  subscribers  a  9,000-word  “take  it  or 
leave  it”  new  subscriber  agreement. 
The  agreement  was  reported  to  have 
told  TCI  @Home’s  40,000  customers 
that  whether  they  liked  it  or  not,  TCI 
was  going  to  collect  information  on 
their  use  of  the  ’Net  and  then  sell  that 
information  to  advertisers. 

The  agreement  also  seemed  to  pro¬ 
hibit  customers  from  using  the  service 
to  check  their  e-mail  back  at  the  office 
or  from  using  secure  IP  tunneling  pro¬ 
tocols.  If  a  customer  was  not  willing  to 
sign  the  agreement,  he  had  to  immedi¬ 
ately  stop  using  the  service.  (This  is  not 
quite  the  “harmony  of  opinion”  that  my 
dictionary  uses  to  define  “agreement.”) 

The  issue  here  had  nothing  to  do 
with  the  fact  that  the  Internet  con¬ 
nectivity  was  being  provided  over  a 
cable  TV  facility.  This  was  the  case  of 
an  ISP  trying  to  treat  its  customers 
like  chattel.  The  customers  were  seen 
as  useful  only  for  their  monthly  pay¬ 
ments  and  their  surfing  habits,  which 
could  be  tracked  for  advertisers,  who 
in  turn  could  send  more  spam  to  the 
customers. 

But  the  picture  was  not  quite  so 
clear,  or  bleak.  I  talked  to  an  @Home 
spokesman  and  discovered  there  had 
been  a  number  of  misinterpretations  of 
the  subscriber  agreement  —  some¬ 
thing  that  was  easy  to  do  because  it 
was  written  by  lawyers  for  lawyers  and 
not  for  normal  humans  to  read.  In  addi¬ 
tion, TCI  and  @Home  did  listen  to  their 
customers  and  have  changed  their 
minds  about  some  of  the  provisions. 

@Home  offers  two  types  of  ISP  ser¬ 
vice:  consumer  and  commercial.  The 
agreement  was  trying  to  say  that  users 
of  the  consumer  service  could  not  run 
a  business  from  their  house  over  the 
consumer  service.  TCI  had  been  less 
than  clear  on  the  implications  of  this  in 
the  agreement,  but  the  spokesman 
assured  me  that  customers  could 
check  their  e-mail,  even  through  en¬ 
crypting  tunnels. 

The  spokesman  also  said  that  TCI 
only  provides  aggregate,  not  individual 
data,  about  its  customers  to  others.  A 
new  agreement,  written  in  English 
rather  than  in  lawyer  language,  is  on  its 
way.  It’s  good  to  see  a  company  respond 
thoughtfully  to  customer  reactions. 

Disclaimer:  Harvard  has  been  listen¬ 
ing,  and  occasionally  hearing,  for  more 
than  360  years.  But  the  above  are  my 
notes. 

Bradner  is  a  consultant  with 
Harvard  University's  University  In¬ 
formation  Systems.  He  can  he  reached 
at  sob@harvard.edu. 


Ask 


Dr  Intranet 


By  Steve 
Blass 

We  have  im¬ 
plemented  a 
WAN  solution  for 
our  intranet  with 
boundary  routers  and 
can  communicate  in 
static  IP  with  sub¬ 
net  addresses.  How  can  we 
connect  using  a  Dynamic  Host 
Configuration  Protocol  (DHCP) 
server  at  the  central  site? 

Via  the  Internet 

DHCP  is  a  User  Datagram 
Protocol  (UDP),  a  broadcast- 
based  protocol  used  to  ob¬ 
tain  IP  addresses  for  client 
machines  from  network 
servers.  Routers  at  the  physi¬ 
cal  subnet  boundaries  block 
DHCP  packets  by  default. 
Routers  are  designed  not  to 
bridge  broadcast  traffic  across 
network  interfaces,  in  part  to 
minimize  WAN  congestion. 

Depending  on  network  size, 
you  may  want  to  place  DHCP 
servers  on  each  subnet.  This  is 
the  way  DHCP  was  designed  to 
be  implemented.  As  a  rule, 
broadcast  traffic  is  restricted  to 
the  local  subnet.  But  rules  are 
made  to  be  broken,  and  central 
DHCP  services  are  in  wide¬ 
spread  use  across  TCP/IP  nets. 

Enabling  DHCP  services 
across  router  boundaries  re¬ 
quires  a  UDP  Broadcast  Helper 
for  DHCP.  Follow  the  instruc¬ 
tions  in  your  router  documenta¬ 
tion  to  turn  on  forwarding  of 
DHCP  traffic.  By  doing  so,  the 
router  will  bridge  UDP  traffic  on 
Ports  67  and  68  across  the  net, 
and  remote  sites  will  be  able  to 
use  a  central  DHCP  server.  Use 
long  DHCP  IP  address  lease 
times  to  minimize  the  broadcast 
traffic  traversing  your  WAN. 

As  a  network  architect  at 
Sprint  Paranet  in  Houston, 

Blass  understands  the  strain  of 
developing  and  managing 
intranets.  Send  your  problems 
to  dr.intranet@paranet.com. 


Technology  U|,da"! 

_  Evolving  Technologies 

and  Standards 

Bringing  directory  services  to  voice 


HOW  IT  WORKS 

Lightweight  Directory 
Access  Protocol 


LDAP  is  a  protocol 
that  lets  a  collection 
of  directories 
function  as  a  single 
integrated  directory 
service.  Using  LDAP, 
for  example,  tele¬ 
phone  information 
about  a  user  can 
be  shared  with 
e-mail  and  security 
directories.  The 
idea  is  that  admini¬ 
strators  can  enter 
user  information 
once  in  a  central 
LDAP  location  and 
have  the  information 
disseminated  across 
multiple  directories. 


O  A  new  employee  is 
added  to  a  LAN. 


Information  about  the 
employee,  such  as  e-mail 
address,  security  system 
password  and  telephone 
number,  are  added  to  the 
central  LDAP-enabled 
directory. 


©  That  LDAP  information  is  automatically  added  to  all  major  corporate 
communications  systems.  Voice,  e-mail  and  security  systems  can  be 
updated  any  time  there  is  a  change  to  the  user's  location  or  account. 


BY  KEVIN  JOHNSON 

Voice  communication  is  often 
the  most  overlooked  feature 
in  discussions  about  directory 
services.  While  most  organi¬ 
zations  have  telephone  directories  that 
list  the  extension  for  each  employee, 
conference  room  and  the  like,  most  of 
these  directories  are  still  distributed 
only  on  paper. 

In  some  organizations,  directories 
are  compiled  manually  or  produced 
via  a  report  generated  from  a  human 
resources  system  or  custom  database. 
Many  large  companies  with  a  net¬ 
work  of  PBXs  output  information  for 
their  directories  from  the  switches. 
The  PBX  relies  on  the  directory  not 
only  for  information  about  the  devices 
attached  to  its  ports,  but  also  for 
call  routing  across  voice  networks  or 
advanced  services. An  example  of  these 
advanced  services  is  the  ability  to  dis¬ 
play  the  name  of  the  calling  or  called 
individual  on  telephones  equipped 
with  LCD  displays. 

Lightweight  Directory  Access  Pro¬ 
tocol  (LDAP)  allows  voice  systems,  such 
as  PBXs  and  voice  mail,  to  be  an  integral 
part  of  an  enterprise’s  integrated  direc¬ 
tory  service.  LDAP  is  an  access  protocol 
that  allows  a  collection  of  directories  to 
function  as  a  single  integrated  directory 
service,  even  when  different  directories 
reside  on  different  servers. 

Using  LDAP,  enterprise  directories 
can  share  telephone  information  about 
a  user  with  other  enterprise  directo¬ 
ries.  Entries  for  phone  system  users  in 
other  directories,  such  as  e-mail  or  secu¬ 
rity,  can  be  automatically  updated  with 
phone  information  housed  in  the  voice 
directory,  as  opposed  to  having  to  be 
manually  entered  multiple  times. 
Moves,  adds  and  changes  within  an 
organization  can  be  entered  into  a  cen¬ 
tral  system  and  copied  automatically 
into  appropriate  directory  services. 

Furthermore,  LDAP-enabled  voice 
directories  can  share  information  with 
one  another.  In  the  future,  information 
contained  within  an  LDAP-enabled 
PBX  directory  will  be  able  to  be 
queried  by  an  LDAP-enabled  adjunct 
voice  service,  such  as  voice  mail. 

Many  voice  communication  systems 
are  specialized  “best-of-breed”  systems, 
as  opposed  to  integrated  packages  from 
a  single  vendor.  That  means  LDAP- 
enabled  directories  can  provide  tighter 


integration  between  different  voice- 
related  systems. 

Most  popular  e-mail  systems,  such  as 
Microsoft  Exchange,  Lotus  Domino/ 
Notes  and  Novell  GroupWise,  have 
embraced  LDAP,  meaning  the  systems 
can  now  be  integrated  with  LDAP- 
accessible  voice  directories.  But  the 
level  of  integration  that  can  be 
achieved  depends  on  the  interoperabil¬ 
ity  features  provided  between  the  voice 
and  e-mail  systems. 

The  simplest  level  of  integration  is 
information  sharing  between  the 
two  types  of  systems  to  minimize 
redundant  manual  directory  updates. 
For  example,  an  e-mail  program’s 
address  book  can  also  be  used  as  a 
contact  management  system.  The 
address  book  contains  not  only  user 
names  and  associated  e-mail  addresses, 
but  also  postal  address  information, 
department  and  telephone  numbers. 
Using  LDAP,  the  voice  system  can 
update  the  e-mail  system's  telephone 
information  as  changes  occur  to  the 
phone  system. 

A  more  sophisticated  level  of  integra¬ 
tion  allows  moves,  adds  and  changes 
in  one  system  to  affect  the  configura¬ 


tion  of  another  system.  Establishing  a 
new  e-mail  account,  for  example,  might 
bring  up  configuration  parameters  for 
delivering  voice  services  to  that  same 
user.  So  the  same  configuration  inter¬ 
face  is  used  to  deliver  a  range  of  ser¬ 
vices,  simplifying  the  overall  process  of 
adding  users  to  the  network. 

LDAP  is  used  as  the  middleware, 
or  glue,  that  enables  integration  of 
voice  and  e-mail  directory  services. 
Not  only  does  LDAP  integration  pro¬ 
vide  voice-enabled  directory  services, 
but  it  is  an  easy,  nondisruptive  first 
step  in  an  organization’s  migration 
path  toward  fully  integrated  directory 
services. 

As  unified  networks  evolve  to  con¬ 
tain  voice  and  data  applications,  man¬ 
agement  applications  also  have  to 
evolve  to  unify  the  management  and 
accommodate  policies  and  quality  of 
service.  Directory  services  will  provide 
a  critical  piece  of  technology  to  assist 
unification. 

Johnson  is  manager  of  the  Advanced 
Networking  Technologies  group  at 
Mitel  in  Kanata,  Ontario.  He  can  be 
reached  at  kevin_johnson@mitel.com. 
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Technology  Update 


Gearhead  —  inside  the  network  machine  .  Mark  Gibbs 


Oh,  the  simple  joys  of  JavaScript 


Bam  a  big  fan  of  JavaScript.  Not  that 
JavaScript  is  the  most  elegant  or 
powerful  language.  Because  it  is  a 
scripted  language  it  is  interpreted, 
which  means  it  is  comparatively  slow. 

But  if  you're  looking  to  improve  the 
usability  of  your  intranet  or  Internet 
content,  JavaScript  is  a  great  tool.  The 
language  has  also  been  used  for  other 
purposes.  For  example, Adobe  Systems 
Acrobat  Forms  uses  JavaScript  as  its 
scripting  language. 

JavaScript  is  most  commonly  found 
embedded  in  Web  pages.  For  example, 
driving  buttons  that  change  when  you 
move  the  mouse  over  them  (“rollover” 
or  “toggle”  buttons)  use  JavaScript. 

Although  animated  buttons  are 
cool,  JavaScript  has  far  more  profound 
uses,  such  as  validating  data  entered  in 
Web  forms  before  the  forms  are  sent 
to  a  Web  server.  This  not  only  reduces 
the  load  on  the  Web  server  but  also 
provides  a  more  satisfactory  experi¬ 
ence  for  the  user. 

Originally  created  by  Netscape  with 
Sun’s  help,  JavaScript  actually  has 
nothing  to  do  with  Java  —  the  name 
was  a  marketing  ploy.  Netscape  started 
out  calling  the  language  LiveScript 
but,  realizing  the  opportunity  to  add 


sizzle,  switched  to  the  sexier  but  mis¬ 
leading  JavaScript. 

Since  the  first  release  of  JavaScript 
with  Netscape  Navigator  Version  2.0, 
the  market  has  accepted  JavaScript 
and  its  imitators. 

Microsoft’s  implementation  is  called 
Jscript,  and  the  European  Computer 
Manufacturer’s  Association,  in  conjunc¬ 
tion  with  Netscape,  Microsoft  and 
other  vendors,  has  defined  a  standard 
for  the  language  called  ECMAScript 
(officially  named  ECMA-262,  which 
you  can  find  at  www.ecma.ch/ 
stand/ecma-262  htm). 

(The  level  of  vendor  cooperation  is 
surprising,  but  it  hasn’t  resulted  in 
complete  compatibility  among  the 
various  renditions  of  JavaScript.) 

It  is  important  to  understand  that 


JavaScript  is  a  programming  language 
and  its  power  comes  from  its  interac¬ 
tion  with  document  con  tent.  This  con¬ 
tent  is  treated  as  a  collection  of 
objects,  such  as  images,  tags  and  links, 
and  its  structure  is  called  the  docu¬ 
ment  object  model,  or  DOM.  Java¬ 
Script  can  create  new  objects  and  can 
also  delete  and  manipulate  the  attrib¬ 
utes  of  existing  objects. 

So  what  could  you  do  with  Java¬ 
Script?  Let  me  give  you  an  example. 

As  2000  approaches,  you  might 
notice  that  not  everyone  takes  the 
issue  as  seriously  as  you  do.  And  while 
it  is  possible  that  laws  to  limit  corpo¬ 
rate  liability  for  Y2K  problems  may 
eventually  appear,  don’t  count  on  it. 

Allow  Gearhead  to  offer  a  sugges¬ 
tion  to  keep  the  issue  in  people’s 
minds  while  simultaneously  demon¬ 
strating  JavaScript:  Add  a  Y2K  count¬ 
down  to  your  Web  content.  You  could 
do  this  on  your  Web  server  with  a  Perl 
script  under  Common  Gateway  Inter¬ 
face,  but  JavaScript  is  a  much  easier 
way  to  go.  Here’s  the  code: 

<script  language= “JavaScript” > 

<! — Begin 

var  target  =  new  Date(“January  1, 
2000”); 


var  now  =  new  DateO; 
var  remain  =  target.getTimeO  - 
now.getTimeO; 

var  howlong  =  Math.floor(  remain  / 
(1000  *  60  *  60  *  24)); 

document.  write(“<centerxh2> 
There’s  only  ”  +  howlong  +  “  days  until 
Y2K!</h2>”); 

//  End  — > 

</script> 

You  should  place  the  code  (also 
listed  on  www.gibbs.com/gearhead) 
anywhere  in  the  HTML  source  where 
you  want  the  countdown  to  appear. 
This  particular  clock  is  a  much-simpli¬ 
fied  version  of  some  code  written  by 
Alan  Palmer. 

Pretty  simple,  eh?  Every  time  the 
document  is  loaded,  the  embedded 
JavaScript  will  execute  and  display  the 
correct  number  of  days  until  2000.  If 
the  user  leaves  his  browser  on  that 
page,  however,  the  value  will  eventu¬ 
ally  become  wrong.  If  you  check  out 
the  URL  listed  above,  I’ll  show  you 
both  the  crude  and  slick  ways  to  solve 
that  problem. 

If  you  have  any  JavaScript 
you’d  like  to  share,  drop  a  note  to 
gearhead  @gibbs.  com. 


ws,  tips  and 
Is  from  our 
Web  site 


Class  is  back  in*  Session  as 
the  Motley  Fool  explores  the 
basics  of  Weh  hosting. 

A  few  weeks  back,  the 
boys  behind  our  “Foo’  Bar” 
column  explained  how  to 
decide  whether  to  run  your 
own  server  or  have  an  ISP  do 
it.This  week,  they  take  you  on 
a  tour  of  writing  a  request  for 
proposal.  They  tell  you  the 
tough  questions  to  be  sure  to 
ask  (hint:  “Would  you  like 
fries  with  that?”  is  not  one  of 


them)  and  other  items  you 
should  be  sure  to  include  in 
an  RFP  This  is  one  class  you 
won’t  want  to  cut. 

DocFinder:  1828 

ATM  vs.  Ethernet 

A  Fusion  forum  that  pitted 
proponents  of  the  two  tech¬ 
nologies  against  each  other  got 
us  thinking  about  the  relative 
merits  of  ATM  and  Ethernet. 

So  we  promptly  called  up 
AltaVista  to  look  for  some 
comparisons  and  background 


information.  And  now  we’re 
passing  the  savings  on  to  you: 
We’ve  put  together  a  collec¬ 
tion  of  papers  on  everything 
from  the  strengths  and  weak¬ 
nesses  of  the  two  technolo¬ 
gies  on  a  campus  network  to 
building  a  good  interface 
between  an  Ethernet  LAN  and 
an  ATM  WAN. 

DocFinder:  1827 


More  than  a  sales  tool 


A  Fusion  user  is  looking  for 
ways  to  convince  upper  man¬ 
agement  that  while  electronic 
commerce  is  valuable,  in  the 
long  term  there’s  really  a  lot 
more  his  company  should  be 
doing  with  the  Internet,  such 
as  developing  better  relations 
with  customers. 

“Are  there  examples  and 
ideas  out  there  that  I  can  use 
to  try  to  bring  management  to 
the  21st  century?”  he  asks. 
“Also,  are  there  cost/benefit 
analyses  of  how  the  Web  can 
change  the  traditional  busi¬ 
ness  model,  since  it  all  comes 


m 


down  to  the  numbers  in  the 
end?”  Help  him  out  at: 

DocFinder:  1830 

Accessibility 

Access  to  the  Internet  con¬ 
tinues  to  be  a  hot  topic. 

Several  Fusion  users  agree 
with  our  Feb.  10  editorial  that 
AT&T  is  being  hypocritical 
when  it  demands  open  access 
to  regional  Bell  operating 
companies’  networks,  but 
doesn’t  want  to  give  competi¬ 
tors  the  same  kind  of  access  to 
the  cable  network  that  AT&T 
will  acquire  when  it  buys  Tele¬ 
communications,  Inc. 

“Funny  how  AT&T  back¬ 
pedals  when  the  shoe  is  on  the 
other  foot!”  one  user  opines. 

Meanwhile,  a  number  of 
users  express  amazement  that 
the  Federal  Communications 
Commission  could  rule  that 
links  into  an  ISP  are  “inter¬ 
state”  in  nature.  “A  long-dis¬ 
tance  surcharge  to  access  the 
Internet  and  do  business  in  it 


revolution  we  have  seen  will 
end,”  writes  a  user.  What  do 
you  think?  Jump  in  at: 

DocFinder:  1831  (AT&T); 
1752  (FCC) 

Evaluation  of  the  week 

AuditWare  for  Novell  Direc¬ 
tory  Services  is  a  Windows- 
based  reporting  tool  from 
Computer  Associates  that  lets 
you  generate  a  variety  of 
reports  on  NDS  directories 
and  access  control  lists.  Down¬ 
load  a  copy  of  AuditWare,  plus 
other  network-management 
evaluations. 

DocFinder:  1832 

Finding  /VbVarticles 

Every  Fusion  page  has  a 
search  box  for  finding  current 
material  on  the  site.  But  it’s  not 
a  complete  archive  of  Net¬ 
work  World.  For  that,  click  on 
the  Advanced  Search  link 
under  the  input  box.  This  will 
take  you  to  a  page  on  which 
you  can  search  our  archives 
going  back  several  years. 
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We  can  help  you  turn  the  double  black  diamond  into  a  green  dot. 


VOICE,  FAX  AND  VIDEO  OVER  IP 

Implementing  the  Converged  Enterprise 


SPONSORED  BY 


ASCEND 


INTERNETWORKING 

POWERED  BY  BBN 


MOTOROLA 


NETTUX 


0 

PictureTel 

If  you  are  interested  in  sponsorship 
opportunities,  please  contact 
Andrea  D’Amato  at  (508)  820-7520  or 
adamato@nww.com 


Program  Overview 

Implementing  a  fully  converged  network 
requires  the  careful  orchestration  of  a 
number  of  elements  including  terminals, 
voice  and  video  codecs,  gatekeepers  and 
gateways  to  other  networks.  And  for  a 
successful  implementation,  you  need  all 
of  those  components  to  interoperate  — 
an  awesome  task  that  involves  adherence 
to  a  multitude  of  standards. 

Instruction  and  guidance  are  what  you 
need  to  accomplish  this  goal.  Specifically, 
you  need  a  complete  understanding 
of  the  multimedia  applications  requiring 
integrated  voice/data/video/fax 
transmission,  the  network  architectures 
necessary  to  support  those  applications 
and  the  standards  in  place  to  ease  your 
interoperability  concerns.  This  seminar 
will  teach  you  the  steps  to  designing  and 
implementing  an  integrated  network  that 
delivers  cost  savings  and  increased 
manageability. 

Presented  by  Mark  A.  Miller,  P.E., 
DigiNet  Corporation 


Benefits  of  Attending 

•  Understand  the  key  driving  factors 
behind  the  Voice  over  IP  initiatives: 
client  applications  and  economic 
benefits 

•  Realize  the  importance  of 
implementation  agreements  and 
interoperability  testing  for  a  successful 
roll-out  of  these  services 

•  Understand  how  the  multimedia 
standards  for  audio/video  coding, 
signaling,  and  call  management  fit 
together 

•  Understand  how  Quality  of  Service  (QoS) 
issues  become  key  factors  for  a 
successful  multimedia  network 
implementation 

•  Understand  how  network  traffic  patterns 
can  impact  a  Voice  over  IP 
implementation 

•  Speak  with  representatives  of 
sponsoring  companies  and  see  live 
demonstrations  of  desktop  multimedia 
applications 


(800)643-4668 

www.nwfusion.com/seminars 


Learn  From  The  Leader 

Network  World  Technical  Seminars  is 
known  throughout  the  networking 
community  for  providing  IT  professionals 
with  expert,  unbiased  education  on  the 
latest  technologies  and  trends  shaping 
today’s  mission-critical 
networks.  This  reputation 
combined  with  our  100% 
satisfaction  guarantee 
makes  us  the  educator 
of  choice  in  the 
networking  industry. 

1999  Seminar  Tour 

Boston  •  February  10 
New  York  •  February  1 1 
San  Francisco  •  February  24 
Los  Angeles  •  February  25 
Chicago  •  March  23 
Dallas  •  March  24 
Atlanta  •  April  6 
Washington,  DC  •  April  7 


EH  LEADER 
IN  NETWORK 
KNOWLEDGE 


Register  Today! 

Seminar  Registration  Fee  —  $450 

Bring  your  colleagues  and  take 
advantage  of  our  Team  Discounts 

2  registrants  $400  each 
3  registrants  $350  each 
Every  4th  registration  is  FREE 
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Editorial  Insights 

A  challenge  to  the  top 
operating  system  vendors 

Microsoft,  Sun,  Red  Hat  Software, 

Tiie  Santa  Cruz  Operation 
(SCO)  and  Novell  —  here’s  a 
challenge  for  you. 

I'll  be  moderating  a  presidential-style 
debate  —  dubbed  the 
Operating  System  Show¬ 
down  —  at  NetWorld-t- 
Interop  in  May,  and  I’m 
challenging  you  to  send  a 
top  technical  executive  to 
this  event. 

Choosing  the  right  oper¬ 
ating  system  for  server 
environments  is  one  of  the 
most  difficult  decisions  a 
network  professional  has 
to  make.  Unix,  NT,  Net¬ 
Ware,  Linux  —  each  has  its  strong  suit  and 
its  weaknesses.  Differences  in  pricing,  relia¬ 
bility,  scalability,  application  availability  and 
manageability  can  be  dramatic,  and  the 
market  seems  always  to  be  in  flux.  Case  in 
point:  Just  when  NT  seemed  to  be  taking 
the  world  by  storm,  a  rejuvenated  Novell 
brought  out  the  IP-friendly  NetWare  5  and 
Linux  began  to  grab  headlines. 

This  will  be  Network  World’s  seventh 
Showdown  session  and,  to  date,  only  one 
vendor  has  failed  to  take  our  challenge.  I’m 
sure  the  operating  system  vendors  won’t 
disappoint  us.The  vendor  executives  will 
face  questions  from  a  panel  of  industry 
experts,  and  then  they’ll  take  each  other  on 
in  a  back-and-forth  question  and  answer  for¬ 
mat.  It’s  hard  to  hide  behind  the  marketing 
rhetoric  when  your  rivals  are  grilling  you. 

This  debate  will  give  buyers  a  great 
opportunity  to  hear  more  about  the  ven¬ 
dors’  plans  for  boosting  the  performance 
and  reliability  of  their  operating  systems 
and  directories,  improving  integration  with 
other  platforms,  enhancing  support  for 
enterprise  customers  and  other  issues. 

The  Operating  System  Showdown  will 
be  held  on  Tuesday,  May  11,  from  10:30 
a  m.  to  noon  in  the  Las  Vegas  Convention 
Center.  Our  vendors  have  until  Monday, 

March  22  to  confirm  their  participation.  If 
one  tails  to  rise  to  the  challenge,  we’ll 
invite  another  competitor. 

I'd  love  to  hear  what  you  want  covered. 
What  drives  you  crazy  about  today’s  oper¬ 
ating  systems?  What  makes  an  operating 
system  enterprise-ready? 

Microsoft,  Sun,  Red  Hat,  SCO  and  Novell 
—  are  you  up  to  the  challenge? 

—  John  Gallant 
jgallant@nww.  com 


Queue 


A  BIGGER  THREAT 

I  read  with  considerable  horror  Mark  Gibbs’ 
“Backspin”  column,  “Hacking  away,  and  just 
barely  trying”  (Feb.  8,  page  58). 

I  was  horrified  not  by  how  easy  it  is  to 
connect  to  someone’s  unsecured  installation 
of  pcAnywhere  —  I’ve  been  using  the  prod¬ 
uct  for  years  and  have  always  utilized  the 
security  functions  —  but  by  how  far  Gibbs 
was  determined  to  go  to  let  the  unsuspecting 
user,  “Ralph,"  know  that  Gibbs  was  eavesdropping 
on  his  system. 

Granted,  Ralph  would  do  himself  a  favor  by 
using  the  password  feature  of  pcAnywhere,  but 
that’s  for  him  to  decide.  Before  Gibbs  inadver¬ 
tently  hacked  into  Ralph’s  computer,  Ralph  proba¬ 
bly  didn’t  have  any  reason  to  believe  that  anyone 
would  do  such  a  heinous  thing  as  type  on  his 
screen. 

Gibbs  took  this  breach  of  personal  space  even 
further  by  using  information  gleaned  from  Ralph’s 
screen  (not  his  public  IP  address)  to  track  him 
down  and  e-mail  him.  When  this  did  not  garner 
the  response  Gibbs  desired,  he  then  called  Ralph. 
Did  Gibbs  really  believe  this  man  was  interested  in 
talking  to  a  guy  who  broke  into  his  computer  and 
then  went  further  by  tracking  down  his  e-mail 
address  and  phone  number? 

Such  activity  can  be  easily  interpreted  by  the 
recipient  as  stalking  or  harassing.  Does  Gibbs  think 
he  comforted  Ralph  in  any  way  by  explaining  who 
he  was  and  what  it  was  he  was  trying  to  do? 

If  I  were  Ralph,  I’d  be  even  more  concerned 
that  in  addition  to  the  hackers,  who  are  by  all 
accounts  not  interested  in  attacking  my  PC  and 
data,  there  are  self-righteous  journalists  invading 
the  privacy  of  others  in  the  interest  of  proving  a 
point. 

If  you  were  walking  down  the  street,  tried  to 
open  a  door  and  found  it  unlocked,  would  you 
then  enter  the  building  with  the  noble  idea  of 
warning  the  occupants  that  they  should  lock  their 
door?  This  situation  is  no  different. 

Glenn  Pearl 
New  Orleans 


I  just  read  Mark  Gibbs’  piece  on  inadvertent¬ 
ly  becoming  a  hacker  and  was  disappointed 
to  see  repeated  misuse  of  the  term  “hacker,” 
which  has  been  abused  by  the  media  for 
years  now. 

If  you  head  over  to  www.dictionary.com 
and  look  up  hacker,  you’ll  find  many  defini¬ 
tions.  The  meaning  Gibbs  used  in  his  column  is 
the  eighth  definition  (out  of  nine)  and  is  listed 
as  a  deprecated  definition  with  an  explanation 
that  the  correct  term  for  what  Gibbs  describes 
is  cracker. 

It  pains  me  every  time  I  see  this  confusion 
propagated  by  the  media  in  articles  such  as  this. 

I  consider  myself  and  many  of  my  friends  to  be 
hackers,  even  though  we  do  not  perform  any  of 
the  illegal  activities  that  Gibbs’  article  suggests  are 
par  for  the  course  for  such  a  person. 

I  felt  the  article  was  otherwise  well  written 
and  its  point  is  worth  making.  However,  I  hope 
Gibbs  will  choose  his  words  more  carefully  in  the 
future. 

Eric  Sharkey 
Graduate  student 

State  University  of  New  York  at  Stony  Brook 
Stony  Brook,  N.  Y. 

Who’s  the  hypocrite? 

Regarding  your  editorial  “AT&T  is  being  hypocriti¬ 
cal  on  access”  (Feb.  8,  page  34): 

I  sure  see  it  differently.  In  the  three  years  since 
the  telecom  act,  regional  Bell  operating  companies 
have  done  nothing  but  foot  dragging  when  it 
comes  to  opening  the  local  loop  for  competition. 

After  repeated  failed  attempts  by  all  major  car¬ 
riers  to  pry  open  the  local  loop,  AT&T  has  taken  the 
risky  approach  of  trying  to  build  a  competing  net¬ 
work  out  of  sometimes  hodgepodge  cable  systems. 

So  what  is  the  response  from  the  same  Bells  that 
refused  to  open  their  monopolies?  They  demand 
that  AT&T  open  its  new  local  network  to  all  comers. 

I  would  expect  new  editions  of  major  diction¬ 
aries  to  show  the  pictures  of  all  the  Bell  CEOs 
next  to  the  definition  of  the  word  hypocrite. 
David  Green 
Naperville,  III. 


Send  letters  to  mvnews@nivw.com  or  John 
Gallant ,  editor  in  chief,  Network  World, 
161  Worcester  Road,  Framingham,  MA 
01701.  Please  include  phone  number  and 
address  for  verification. 
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The  Internet .  Sandra  Gittlen 


Recycled  domain  naming  plan  still  misses  the  mark 


It  was  about  this  time  last  year  that  I  wrote  an  arti¬ 
cle  called  “CORE  members  face  defeat”  (www. 
nwfusion.com,  DocFinder:  1 836).  The  article  was 
sparked  by  a  grim  meeting  of  the  Internet  Society 
(ISOC)  and  its  Council  of  Registrars  (CORE)  in 
Washington,  D.C.At  that  meeting,  ISOC  President 
Don  Heath  announced  that  the  plan  the  group  had 
developed  for  managing  the  global  Domain  Name 
System  (DNS)  was  probably  not  going  to  receive  gov¬ 
ernment  approval. 

I  recently  got  several  calls  from  members  of  the 
domain  name  community  asking  if  I  was  going  to 
Singapore  for  a  meeting  of  the  International  Corpora¬ 
tion  for  Assigned  Names  and  Numbers  (ICANN). 
ICANN  was  created  last  year  to  oversee  the  DNS,  as 
well  as  IP  addresses  and  protocols. 

Suddenly,  I  had  deja  vu.  Among  several  proposals  on 
ICANN’s  Web  site  was  one  from  CORE  and  the  ISOC. 

It  was  incredibly  similar  to  the  plan  shot  down  last 
year,  which  had  suggested  creating  a  group  that  would 
meet  behind  closed  doors  to  micromanage  domain 
issues.  In  effect,  this  small  group  of  people,  represent¬ 


ing  mostly  business  interests,  would 
decide  the  fate  of  the  global  DNS. 

Adopting  the  CORE  proposal  would 
transform  ICANN  from  an  overseeing 
group  into  a  governing  body  that  would 
set  rules  and  enforce  them  on  the  Inter¬ 
net  —  which  was  the  original  thrust  of 
CORE. 

“It’s  obvious  that  [ICANN  President] 

Mike  Roberts,  who  was  a  member  of  the  old  CORE 
group,  scratched  out  CORE  and  wrote  in  ICANN  on 
the  proposal,”  says  Tony  Rutkowski,  a  lawyer  and  an 
original  architect  of  ICANN. 

At  its  meeting  in  Singapore,  ICANN  held  two  days 
of  public  forums  and  then  retired  to  a  closed  meeting 
to  make  final  decisions  about  the  supporting  organiza¬ 
tion  proposals.  The  danger  this  time  is  that  the  group 
has  the  backing  of  the  U.S.  Department  of  Commerce. 

Ellen  Rony,  author  of  The  Domain  Name  Hand¬ 
book,  is  so  opposed  to  ICANN’s  closed-door  meetings 
that  she  has  started  a  gray-ribbon  campaign  in  protest. 
She’s  asking  parties  opposed  to  ICANN’s  tactics  to  put 


a  gray  ribbon  icon  on  their  Web  sites. 

Even  Network  Solutions,  Inc.  (NS1),  the 
current  domain  name  handler  for  .com,  .net, 
.org  and  .edu,  spoke  out  against  ICANN's 
missteps  in  its  guidelines  for  accrediting 
domain  name  registrars,  companies  that 
hand  out  domains. 

“NSI  feels  strongly  that  the  overall 
approach  taken  by  [ICANN’s  registrar  guide¬ 
lines]  is  not  in  the  best  interest  of  the  growth  of  the 
global  Internet  and  electronic  commerce,”  wrote  Don 
Telage,  senior  vice  president  of  NSI,  in  a  memo  to 
ICANN. 

But  ICANN  is  not  a  lost  cause.  In  fact,  it  merely  has 
to  follow  the  example  of  one  of  its  supporting  organi¬ 
zations,  the  Internet  Engineering  Task  Force,  to  regain 
direction.  ICANN  should  act  as  a  guide  for  administer¬ 
ing  domains;  it  should  not  be  the  policy  setter  and 
enforcer. 

Gittlen  is  senior  reporter  for  Network  World 
Fusion.  She  can  be  reached  at  sgittlen@nwiv.com. 


Above  the  Cloud  .  James  Kobielus 

Antispam  effort  smacks  of  cyber- McCarthyism 


Spam  annoys  me,  but  hard-line  antispam  zealots 
flat-out  scare  me. 

Of  course,  I’m  biased  on  this  issue.  I’m  a  First 
Amendment  zealot.  I  am  convinced  that  no  one 
should  be  able  to  impose  prior  restraints  on 
users’  freedom  to  originate,  address  and  submit 
any  messages  they  wish  to  any  recipients  they  wish. 

What’s  sticking  in  my  craw  is  the  statement  of  prin¬ 
ciples  published  by  the  Mail  Abuse  Protection  System 

(MAPS),  a  nonprofit  consor¬ 
tium  that  maintains  a  black¬ 
list  of  networks  with  man¬ 
agement  policies  conducive 
to  spam  origination  or  relay. 
Many  companies  subscribe 
to  MAPS’  Realtime  Blackhole 
List  (RBL),  which  they  use  to 
block  spammers  from  invad¬ 
ing  their  networks.  You  can  check  out  MAPS’  policy 
statement  at  http://maps.vix.com/rbl/rationale.html. 

Not  content  to  limit  spam  to  its  usual  definition  of 
unsolicited  bulk  e-mail,  MAPS  (“spam”  spelled  back¬ 
wards,  get  it?)  has  called  into  question  our  basic  right 
to  send  unsolicited  e-mail  in  any  quantity,  even  if  a 
message  were  addressed  to  just  one  recipient.  It’s 
right  there  in  the  group's  statement:  “No  Internet  user 
has  any  fundamental  right  to  send  you  e-mail  or  any 
other  kind  of  traffic. . .  .The  automatic  presumption 
on  the  part  of  all  Internet  users  is  that  you  would  be 
annoyed  by  e-mail  which  promotes  a  unilateral  cause 
(such  as  making  money  for  the  sender).” 

The  group  even  goes  so  far  as  to  imply  that  send¬ 
ing  unsolicited  e-mail  is  tantamount  to  criminal 
behavior,  saying  that  spam  “is  always  theft  of  service 
no  matter  what  its  topic.” 


In  what  bizarro  universe?  Are  we  prejudging  all 
unsolicited  communications  as  instruments  of  harass¬ 
ment?  Are  we  raising  the  possibility  of  class-action 
suits  against  anybody  who  addresses  an  unsolicited 
e-mail  advertisement  to  more  than  a  handful  of  recipi¬ 
ents?  Requiring  prior  authorization  to  send  e-mail  to 
strangers  would  stop  electronic  commerce  in  its 
tracks  and  strangle  the  culture  of  openness  and  shar¬ 
ing  we’ve  built  on  the  Internet. 

What  the  MAPS  people  are  confusing  are  two  dif¬ 
ferent,  but  equally  valid,  rights.  On  the  one  hand,  free¬ 
dom  of  speech  requires  that  we  not  stop  people  from 
submitting  any  e-mail  to  whomever  they  want,  in 
whatever  quantities,  so  long  as  the  sender  does  not 
deliberately  attempt  to  send  a  virus  or  cause  other 
forms  of  denial  of  service. 

On  the  other  hand,  we  also  have  a  right  to  block 
any  and  all  mail  addressed  to  us  or  routed  through 
our  networks.  This  is  where  MAPS  and  its  blacklist 
play  a  very  useful  role  in  the  online  world.  The  con¬ 
sortium  operates  like  a  Better  Business  Bureau,  publi¬ 
cizing  spam  abusers  so  potential  victims  can  take 
defensive  countermeasures. 

This  is  all  fine  and  dandy,  but  who  watches  the 
antispam  watchdogs?  These  antispam  consortia  are  a 
sort  of  free-floating  policy-making  bureau,  well-mean¬ 
ing  but  not  accountable  to  anyone  in  particular.  Their 
goal  is  to  impose  on  companies  everywhere  the  con¬ 
sortia’s  conceptions  of  how  messaging  systems 
should  be  administered.  If  your  company  gets  on 
their  blacklists  and  you  attempt  to  take  up  the  matter 
with  them,  they’ll  just  lecture  you  on  how  you  should 
change  your  ways. 

You  won’t  even  know  when  your  company  is 
placed  on  their  blacklists  —  you’ll  only  know  it  when 


your  users’  messages  are  blocked  by  recipients’ 
domains.You  won’t  be  given  any  chance  to  appeal 
the  consortia’s  decisions. 

’Hie  consortia  will,  for  example,  tell  you  to  turn  off 
or  severely  limit  use  of  the  mail  relay  feature  in  your 
Simple  Mail  Transfer  Protocol  backbone  network. 
They  may  have  some  good  advice,  but  rather  than 
leave  it  to  you  to  implement  as  you  see  fit,  they  will 
be  in  a  position  to  coerce  you  into  compliance. 

Does  this  frighten  anybody  else?  This  feels  like  the 
makings  of  cyber-McCarthyism.  We’re  in  danger  of 
creating  an  unelected,  quasi-governmental  policy-mak¬ 
ing  authority  in  cyberspace,  one  that’s  able  to  selec¬ 
tively  discomiect,  disenfranchise  and  ostracize  any 
organization  not  recognizing  its  sovereignty. 

Don’t  get  me  wrong.  I  don’t  want  government 
agencies  to  start  policing  the  world’s  e-mail  systems. 
Private-sector  watchdog  consortia,  policies  and  hot- 
lists  are  the  best,  most  scalable  way  to  manage  this 
issue  in  a  distributed  environment.  But  the  antispam 
consortia  should  give  suspected  spammers  a  chance 
to  argue  their  case  before  they  get  blacklisted.  And 
the  consortia  should  tone  down  their  strident,  adver¬ 
sarial  rhetoric,  which  tends  to  demonize  anybody 
who  disagrees  with  their  worldview. 

Hey,  my  inbox  is  crammed  full  of  the  stuff,  too.  But 
I  still  think  we  should  bring  a  greater  sense  of  fairness 
and  due  process  to  our  dealings  with  suspected 
spammers. 

Kobielus,  based  in  Alexandria,  Va.,  is  an  analyst 
with  The  Burton  Group,  an  IT  advisory  service 
that  provides  in-depth  technology  analysis  for  net¬ 
work  planners.  He  can  be  reached  at  (703)  924- 
6224  or  jkobielus@tbg.com. 
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With  over  70,000  installations,  chances  are 
Check  Point  has  solved  it  already. 


No  matter  what  challenges  you  face  in  build¬ 
ing  a  secure  enterprise  network,  we  have  a 
full  range  of  solutions.  Real  solutions.  Right 
now.  For  everything  from  network  security 
to  traffic  control  and  IP  address  manage¬ 
ment.  All  based  on  a  common  architecture 
for  integrated  policy  management.  Which 
means  you  can  implement  corporate 
policies,  deploy  them  across  your  extended 
enterprise,  and  control  them  from  a 
central  point. 

Because  of  our  superior  technology.  Check 
Point  is  the  worldwide  market  leader  in  both 
firewall  and  VPN  implementations.  And  our 
Open  Platform  for  Secure  Enterprise 


Connectivity  (OPSEC)  is  the  de  facto  indus¬ 
try  standard  for  seamless  integration  and 
management  of  nearly  200  third-party 
security  products.  Which  lets  you  choose 
the  best  solutions  foryour  network. 

Check  Point  solutions  are  backed  by  an 
experienced  professional  services  group 
and  24x7  worldwide  customer  support.  And 
with  600  channel  partners  worldwide,  there 
is  a  local  point  of  contact  whereveryou  are. 

Be  sure  your  network  is  secure— Check  out 
our  new  white  paper  “Top  Ten  Chal¬ 
lenges  to  Securing  Your  Network”  at: 

www.checkpoint.com/topten 


■  Network  Security 

■  Traffic  Control 

■  iP  Address  Management 
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RATING  REFORM 


A  report  card  on  the  state 
of  telecom  liberalization 
around  the  world,  one  year 
after  a  landmark  global 
telecom  reform  agreement. 


ulation  are  places  such  as  Hong  Kong,  India, 
Indonesia,  Malaysia  and  Singapore. Taiwan  is  still  a 
monopoly,  but  the  country  will  license  a  new  land¬ 
line  operator  next  year. 


China 

Although  China  allowed  China  Unicom 
to  begin  operation  in  1994,  incumbent 
China  Telecom  still  has  a  huge  monopoly.  According 
to  Gartner  Group  figures,  China  Telecom  had  101.6 


million  customers  at  the  end  of  1998,  while  Unicom 
had  a  little  more  than  3,000  users  in  October  1998. 
Both  carriers  are  almost  entirely  operated  by  Chinese 
government  departments. 

Unicom  faces  an  uphill  battle  because  it  has  only 
been  allowed  to  enter  a  few  markets  so  far. 

Analysts  say  it’s  unlikely  the  WTO  will  manage  to 
pressure  China  into  opening  its  telecom  market  to  for¬ 
eign  companies  because  the  country  sees  the  indus¬ 
try  as  having  great  strategic  national  importance. 


Japan 

Although  opening  Japan’s 
telecom  market  to  competition 
remains  a  sticking  point  for  U.S.  trade 
representatives,  ongoing  deregulation  in 
Japan  is  making  communications  less 
expensive  and  easier  for  multinationals 
operating  there. 

Now  that  resellers  may  offer  leased-line 
service  over  other  carriers’  networks, 
international  rates  are  dropping.  Over  the 
past  four  months,  for  example,  the  average 
cost  of  a  3-minute  phone  call  from  Japan 
to  the  U.S.  fell  from  roughly  450  yen  to  imder  200  yen, 
or  about  $1.80.That  basic  rate  should  drop  further  in 
July  when  facilities-based  carriers  will  be  allowed  to 
change  their  tariffs  without  consulting  Japan’s  Ministry 
of  Posts  and  Telecommunications. 

“Corporate  users  now  have  more  choice  . . .  and 
enjoy  cheaper  phone  calls,”  saysToshiaki  Iba,  a  senior 
analyst  at  Tokyo-Mitsubishi  Securities  in  Tokyo. 

Meanwhile,  deregulation  is  breaking  down  a  wall 
that  segregated  carriers  by  international  and  domes- 


been  a  full  year  since  a  land- 
mark  World  Trade  Organi- 
y;G-i.v  zation  (WTO)  agreement 

intended  to  sow  the  seeds  for 
competition  in  global  telecom 
markets  went  into  effect. 
While  oases  of  reform  are 
springing  up  around  the 
globe,  many  locations  that 
appeal  to  U.S.  busi- 
fi!  'AA  nesses  remain  bar¬ 

ren  ground  for  carrier  competition  and 
service  offerings. 

The  WTO  agreement,  which  took  hold 
in  February  1998,  provides  a  blueprint 
for  liberalization  from  the  chains  of 
monopoly  national  carriers  and  high 
rates. The  accord  covers  voice,  data,  fax, 
leased  lines  and  wireless  services. 

However,  the  WTO  pact  allows  the  72 
participating  countries  to  open  their  mar¬ 
kets  at  different  speeds,  according  to  differ¬ 
ent  timetables. As  a  result,  competition  isn’t 
scheduled  to  occur  for  at  least  another 
year  in  many  markets,  while  others  are 
already  aggressively  offering  more  choice 
of  carriers  and  services. 

To  give  you  a  sense  of  the  level  of 
competition  you’ll  find  around  the  world, 
we  enlisted  the  aid  of  the  IDG  News 
Service,  an  international  news-gathering 
organization  run  by  International  Data 
Group,  the  parent  company  of  Network 
World.  This  report  assesses  the  status  of 
telecom  reform  in  key  countries  where 
U.S.  firms  have  a  strong  presence. 

COMPETITION 
TAKES  ROOT  IN  ASIA 

Asia’s  telecommunications  markets  are 
losing  their  regulatory  shackles  more  grad¬ 
ually  than  their  Western  European  and  U.S. 
counterparts,  but  the  global  move  toward 
more  open  markets  is  driving  change. 

The  region  offers  a  range  of  market  scenarios,  from 
the  free  markets  of  Australia  and  the  Philippines,  to 
the  largely  government-controlled  markets  of  China 
and  Thailand,  says  Azra  Moiz,  senior  analyst  of  telecom¬ 
munications  for  the  Gartner  Group  in  Singapore. 

Australia,  for  example,  only  became  an  open  mar¬ 
ket  in  July  1997,  when  it  had  three  carriers.  At  the 
end  of  1998,  the  country  had  25  registered  carriers, 
Moiz  notes. 

At  an  intermediate  stage  in  terms  of  market  dereg- 


Hong  Kong 

Hong  Kong  Telecommuni- 
B  cations  (HKT)  continues  to  rule 
the  market,  though  local  and  foreign  play¬ 
ers  are  trying  to  make  inroads  into  its 
monopoly. 

Competition  for  local  services  was 
first  allowed  in  1995,  but  Hutchison 
Telecom,  NewT&T  and  New  World 
haven’t  made  much  of  a  dent  —  HKT 
still  has  a  98%  share. 

On  the  international  side,  HKT  last 
March  lost  its  exclusive  rights  to  provide 
international  land  lines.  British  Telecom¬ 
munications  (BT)  and  Singapore  Telecom¬ 
munications  (SingTel)  eagerly  snapped  up 
international  simple  resale  GSR)  licenses 
in  Hong  Kong  in  January.  ISR  allows 
resellers  to  offer  leased-line  service  over 
other  carriers’  networks.  Licenses  for  the 
provision  of  international  telecom  facili¬ 
ties  will  take  effect  on  Jan.  1, 2000. 


Key 

Each  area  was  rated 
by  the  following  scale: 


Green  flag:  Liberalization  laws  have 
been  in  force  for  three  years  or  more, 
and  many  competitive  alternatives  to 
the  incumbent  telephone  company 
are  available. 


Yellow  flag:  Monopoly  ownership 
rights  to  the  voice  network  ended 
within  the  past  two  years,  but  only 
one  or  two  reliable  competitors 
challenge  the  incumbent. 


■  Red  flag:  The  market  for  local  voice 
services  is  still  closed,  or  the  basic 
services  market  has  opened  only  within 
the  past  year. 
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tic  markets.  MCI  WorldCom,  for  one,  broke  ground  on 
its  Japanese  fiber-optic  network  last  September. 

Deregulation  is  also  letting  Japan's  telecom  giant 
roam  unfettered.  Prohibited  earlier  from  offering 
full  international  sendees,  Nippon  Telegraph  & 
Telephone  (NTT)  is  trying  to  remodel  itself  into  a 
full  network  provider  to  the  world’s  coq^orations. 

Its  bait  is  Arcstar,  a  set  of  network  services  targeted 
at  businesses. 

a  Singapore 

Singapore’s  telecom  market  will  get  its  first 
taste  of  competition  in  April  2000,  when  the 
international  StarHub  consortium  will  take  on  the 
SingTel  monopoly. 

StarHub  is  a  joint  venture  between  Singapore 
Power,  Singapore  Technologies,  and  overseas  partners 
BT  and  NTT.  Rather  than  lease  capacity  from  SingTel, 
StarHub  will  build  its  own  backbone  by  running  fiber 
through  Singapore  Power’s  cable  ducts.  SingTel 
recently  announced  rate  cuts  of  more  than  40%  in 
international  and  ISDN  charges  in  anticipation  of  the 
new  competition. 

Thailand 

Recent  delays  in  changes  to  Thailand’s  tele¬ 
com  laws  will  likely  hamper  the  country’s 
already  creeping  pace  toward  liberalization,  analysts 
say.  Thailand  has  begun  privatizing  its  two  premier  car¬ 
riers, Telecommunications  Organization  ofThailand 
and  the  Communications  Authority  of  Thailand,  and 
hoped  to  have  a  new  communications  regulatory  body 
in  place  by  October.  But  few  observers  believe  the 
government  will  meet  that  deadline,  and  until  lawmak¬ 
ers  push  new  legislation  through,  the  market  will  stay 
closed  to  foreign  carriers. 

Orawan  Karoonkornsakul,  an  analyst  at  Merrill 
Lynch  in  Bangkok,  says  he  can’t  even  hazard  a  guess 
as  to  when  liberalization  will  start  in  force.  Still,  at 
least  one  industry  official  is  confident  that  Thailand 
will  have  a  fully  open  market  by  2006. 

AFRICA  SLOWLY 
MAKES  INROADS 

African  nations  are  taking  a  gradual  approach 
toward  market  reform,  typically  by  privatizing  the 
incumbent  carrier  and  assessing  its  performance 
before  introducing  additional  competition. 

Cote  d’Ivoire,  Guinea,  Senegal  and  South  Africa 
each  used  that  method,  awarding  their  privatized, 
previously  state-owned  operators  a  period  of 
market  exclusivity  —  usually  between  four  to 
even  years. 

However,  the  respective  governments  also  impose 
stringent  deployment  schedules  for  service  rollouts, 
says  Guy  Engon  Zibi,  research  analyst  for  Africa  with 
Pyramid  Research  in  Cambridge,  Mass.  He  expects 
other  African  countries  to  follow  suit  because  this 
would  allow  them  to  maintain  some  degree  of  control 
over  carriers. 

Foreign  telecom  firms  see  Africa  as  a  vast, 
untapped  market.There  are  only  1 .88  phone  lines 
per  100  residents  across  the  55  countries  of  the  con¬ 
tinent,  according  to  the  International  Telecommu¬ 
nication  Union.  In  contrast,  the  U.S.  has  64.37  phone 
lines  per  100  residents. 


Africa 


South 

Liberalization  of  the  South  African  market 
is  unlikely  until  the  end  of  incumbent  carrier 
Telkom  SA’s  exclusivity  period  in  2002,  according  to 
Py  ramid’s  Zibi.  However,  several  players  have  already 
thrown  their  hats  into  the  ring,  including  the  state- 
owned  electric  utility,  Eskom,  andTranstel,  the  telecom 
division  of  South  African  transport  firm  Transnet. 

Zibi  believes  Transtel  will  pose  the  biggest  threat 
to  Telkom  SA  and  may  well  ally  itself  with  a  foreign 
partner  when  it  tries  to  gain  a  license.  In  1997,  the 
South  African  government  sold  30%  of  Telkom  SA  to 
theThintnana  consortium  for  5.58  billion  rand,  or 
$927  million. The  consortium  comprises  SBC 
Communications  and  Telekom  Malaysia. 

EUROPE  IS  OFF  TO  THE  RACES 

Telecom  markets  in  Europe  fall  primarily  into  three 
categories:  the  leaders,  the  pack  and  the  laggards. 

At  the  head  of  the  class,  the  U.K.  and  Nordic 
countries  have  been  open  to  competition  for  years. 
Countries  in  the  middle  pack  are  progressing 
steadily,  with  fierce  price  wars  in  Germany  and 
protests  over  Internet  connection  charges  springing 
up  around  Europe.  Bringing  up  the  rear,  Russia 
and  Greece  lack  a  solid  telecom  infrastructure, 
and  Greece  has  until  2001  to  open  its  market  to 
competition. 

Aside  from  some  mobile  phone  providers  that 
charge  special  low  rates  for  local  calls,  there  are  no 
serious  challengers  to  the  local-loop  incumbents 
across  Europe. 

Cable  networks  might  offer  an  alternative,  but  in 
Germany  the  incumbent  telco  owns  a  major  stake  in 
one  of  the  larger  cable  companies.  In  Belgium  and 
the  Netherlands,  the  cable  network  is  too  old. “Cable 
isn’t  the  access  road  in  Europe  that  it  is  in  the  U.S.,” 
says  Bernt  Ostergaard,  a  telecom  analyst  with  Giga 
Information  Group  in  Copenhagen. 

When  it  comes  to  high-speed  networks,  however, 
telecom  managers  have  options. “Frame  relay  and 
ATM  have  wide  coverage  in  Europe,  and  they  cost  the 
same,”  Ostergaard  says. “ATM  is  now  affordable, 
dependable  and  available.” 

Whatever  services  you  purchase  in  Europe,  be  sure 
to  include  a  renegotiation  clause  in  your  contract  so 
you  can  take  advantage  of  the  next  round  of  price  cuts. 

Finland 

Expect  inventive  services  in  Finland,  the 
country  that  pioneered  Internet  banking 
and  the  one  in  which  consumers  can  use  their 
mobile  phones  to  buy  a  Coke  from  a  soda  machine  or 
pay  for  a  drive-through  car  wash.The  nation’s  data 
transmission  speeds  are  among  the  fastest  in  the 
world,  and  the  percentage  of  the  population  with 
Internet  access  also  tops  the  charts. 

Telecom  liberalization  went  into  effect  in  1994, 
allowing  new  carriers  to  enter  mobile,  long-distance 
and  international  markets. 

The  incumbent  Sonera  still  handles  about  half 
of  all  voice  and  data  traffic  in  the  country,  and 
serves  some  70%  of  the  country’s  mobile  users. 
Sonera’s  strongest  competition  in  telephony  comes 
from  the  Finnet  consortium  of  local  telephone 
companies. 


France 

While  the  regulatory  structure  for  intercon¬ 
nection  agreements  is  in  place  and  40  new 
fixed-line  providers  hold  licenses,  the  French  market 
today  remains  at  best  a  duopoly  between  France 
Telecom  SA  and  the  second-largest  telco,  Cegetel. 

During  the  first  year  of  competition  in  1998, 

France  Telecom  watched  its  revenue  from  interna¬ 
tional  calls  tumble  and  heard  cries  of  protest  from 
Web  surfers  who  said  expensive  local  calls  were  sti¬ 
fling  Internet  growth  in  France. The  incumbent  low¬ 
ered  international  and  corporate  leased-line  rates  but 
has  yet  to  cave  to  demands  to  reduce  local  rates. 

Germany 

Long-distance  prices  in  Germany  have 
plummeted  as  much  as  70%  since  the  market 
opened  last  year  and  incumbent  Deutsche  Telekom 
lost  20%  of  its  market  share.  Deutsche  Telekom  still 
controls  97%  of  the  local  phone  network,  however. 
Early  last  month,  the  German  telco  authority  set  the 
rate  Deutsche  Telekom  can  charge  competitors  to 
lease  the  last  mile  of  copper  cabling  into  consumers’ 
homes.  Although  the  amount  was  lower  than  what 
Deutsche  Telekom  requested,  rival  carriers  gripe  that 
it’s  not  low  enough.  Rivals  say  they  can  recover  costs 
on  ISDN  connections  —  for  which  customers  pay  a 
premium  —  but  still  lose  money  on  lower-cost  analog 
connections,  which  account  for  roughly  90%  of  the 
connections  to  private  households. 

For  its  part,  Deutsche  Telekom  complains  that  reg¬ 
ulators’  inexpensive  interconnect  rates  give  carriers 
that  don’t  invest  in  their  own  infrastructures  an 
unfair  advantage.  Carriers  such  as  Talkline, Tele2 
Telecommunications  and  MobilCom  —  which  basi¬ 
cally  resell  Deutsche  Telekom’s  service  —  have  had 
an  easier  time  competing  than  larger  competitors 
that  built  their  own  networks,  such  as  Mannesmann 
Arcor,  o.tel.o  communications  and  Viag  Interkom. 


,  3  The  Greek  telecom  market  is  character- 

BH  ized  by  a  basic  lack  of  infrastructure,  and 
many  rural  areas  lack  phone  service.The  market  isn’t 
scheduled  to  open  to  competition  until  2001.  In  the 
meantime,  incumbent  telco  OTE  is  making  big  invest¬ 
ments  in  basic  infrastructure,  says  Scott  Moore,  a 
research  analyst  at  International  Data  Corp.  (IDC)  in 
London. 


Ireland 

Although  the  WTO  telecom  pact  gave 
Ireland  until  January  2000  to  open  its  tele¬ 


com  market  to  competition,  the  Irish  government 
beat  the  deadline  and  liberalized  the  market  in 
December. The  country’s  telecom  regulator  awarded 
29  operators  new  telecom  licenses:  21  general  licens¬ 
es  for  voice  and  data  services  to  the  general  public; 
and  eight  basic  licenses  that  let  operators  offer  data 
services  but  not  voice. 

The  incumbent, Telecom  Eireann,  already  faced  com¬ 
petition  in  the  mobile  telephony  sector,  but  market  lib¬ 
eralization  opened  the  door  for  alternative  fixed-line 
carriers  to  offer  value-added  services  to  domestic  con¬ 
sumers  and  businesses.The  challengers  include  East 
Telecom  PLC,  WorldCom  and  a  joint  venture  between 
BT  and  the  Irish  power  utility  Electricity  Supply  Board. 


Key 

Each  area  was  rated 
by  the  following  scale: 


Green  flag:  Liberalization  laws  have 
been  in  force  for  three  years  or  more, 
and  many  competitive  alternatives  to 
the  incumbent  telephone  company 
are  available. 


S  Yellow  flag:  Monopoly  ownership 
rights  to  the  voice  network  ended 

_  within  the  past  two  years,  but  only 

one  or  two  reliable  competitors 
challenge  the  incumbent. 


■  Red  flag:  The  market  for  local  voice 
services  is  still  closed,  or  the  basic 
services  market  has  opened  only  within 
the  past  year. 
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Ethical  Hacker 


Nick  Simicich 


Help  determine  whether  or  not  a 
mission-critical  information  system  is 
susceptible  to  hackers. 


Protected  the  electrical  power  infrastructure 
in  the  U.S.  from  cyber-jackers  bent  on 
misdirecting  electricity  with  bogus  information, 
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Italy 

As  1998  closed  out,  10  companies  had 
been  granted  licenses  to  operate  nationwide 
fixed-line  services  in  Italy,  while  22  others  were 
authorized  to  operate  at  a  local  level.  Growth  in  the 
mobile  sector  continues  at  breakneck  speed,  and 
mobile  carriers  have  long  been  offering  a  wide  range 
of  competitive  pricing  schemes. 

As  new  players  enter  the  market,  telecom  pricing 
looks  increasingly  attractive.  Early  this  year,  the 
incumbent  Telecom  Italia  lowered  long-distance  and 
international  tariffs  in  response  to  the  increasing 
competition. 

■  Russia 

On  average,  only  18  out  of  100  Russian 
homes  have  telephone  lines.Telecom  infra¬ 
structure  is  best  in  the  country’s  largest  cities  —  about 
40%  to  45%  of  Moscow  homes  have  phone  lines  and 
around  30%  in  St.  Petersburg  —  but  penetration  in 
rural  areas  can  drop  to  as  low  as  5%,  according  to  IDC. 

Gutsy  telecom  providers  see  Russia 
as  the  land  of  opportunity,  but  the 
country’s  economic  crisis  adds  to  the 
risk  of  doing  business  there. 

Russia’s  regional  and  national  tel¬ 
cos  were  brought  into  one  holding 
company  during  the  1990s.  In  1997, 
the  government  sold  25%  of  the 
holding  company,  Svyazinvest,  to  the 
Mustcomm  consortium.  However, 
much  of  the  $1.87  billion  sale  price 
for  Svyazinvest  went  to  pay  back 
wages  for  government  employees, 
rather  than  toward  the  improvement 
of  the  country’s  telecom  infrastruc- 
ture.A  sale  of  an  additional  24%  of 
Svy  azinvest  has  been  delayed  since 
last  September. 

“I  would  go  with  the  western  car¬ 
riers  who  have  networks  in  Russia,”  advises  Giga’s 
Ostergaard.  ’MCI  and  Sprint  have  had  strong  posi¬ 
tions  there.” 

□  Spain 

Spain’s  telecom  market  only  opened  to 
full  competition  in  December,  but  the  coun¬ 
try’s  latecomer  status  hasn’t  stopped  it  from  spawn¬ 
ing  several  aggressive  start-ups.  Retevision,  for  exam¬ 
ple,  already  has  5%  of  the  long-distance  market,  while 
Airtel  Moviles  holds  30%  of  the  mobile  market. 

Incumbent  Telefonica  de  Espana  has  responded  by 
lowering  rates  by  20%  for  international  calls  and  up 
to  51%  for  Internet  access.  Businesses  looking  for 
value-added  services  will  find  a  bevy  of  providers,  as 
that  market  has  been  open  for  nearly  10  years. 

Sweden 

Reform  came  to  Sweden  in  the  early 
1990s,  and  the  market  has  been  expanding 
ever  since.Today,  a  host  of  rivals  challenge  incumbent 
carrier  Telia  in  fixed-voice  telephony,  and  the  country 
has  four  mobile  networks. 

Feeling  threatened  by  rivals, Telia  announced  plans 
to  strengthen  its  services  by  merging  with  Telenor  of 
Norway.  The  combined  entity'  plans  to  go  public  by 
the  end  of  next  year. 


Telia  has  been  steadily  losing  market  share  to  new 
entrants  since  liberalization. Today  it  retains  about 
65%  of  the  long-distance  market,  about  90%  of  the 
local  market  and  about  65%  of  the  mobile  market  in 
Sweden.  Among  the  many  telecom  players  in  the 
Swedish  market, Tele2  (a  division  of  Netcom  Systems) 
is  Telia’s  main  competitor. 

ITT”!  United  Kingdom 

The  U.K.  telecom  market  is  arguably  the 
IBBW1  most  open  and  competitive  in  Europe,  hav¬ 
ing  started  down  the  path  of  liberalization  in  1982. 

More  than  200  telecom  operators  provide  services, 
including  long  distance,  voice,  data,  wireless  and  even 
local-loop  fixed  service,  although  BT  still  controls 
80%  of  the  fixed-line  market.The  rapidly  expanding 
enterprise  data,  voice  and  mobile  communication 
markets  are  the  most  fiercely  competitive,  with 
scores  of  aggressive  new  entrants.  Along  with  BT, 
other  major  players  include  Cable  &  Wireless,  Colt 
Telecom  and  mobile  carrier  Vodafone. 


More 

Online 


•  Information  about  global 
network  service  offerings. 

•  International  telecom 
tariff  data. 


01^  FUSION 


WWW, 


■  .com 


VW. 

nwfusion 


LATIN  AMERICA  IS  IN 
FOR  A  BUMPY  RIDE 

By  now,  it  has  become  evident  to 
many  countries  in  Latin  America  that 
lack  of  competition  has  resulted  in 
inferior  services.  Even  after  being  pri¬ 
vatized,  the  dominant  carriers  contin¬ 
ue  to  exert  pressure  against  reform. 

It’s  too  late  to  turn  back,  however. 
AT&T,  BellSouth  International,  France 
Telecom,  GTE,  MCI  WorldCom, 
Telecom  Italia  and  Telefonica 
Internacional  have  all  entered  the 
Latin  American  telecom  market. 
Smaller,  lesser-known  companies 
have  also  jumped  at  the  chance  to 
provide  service. 


Brazil 

Brazil  started  its  reform  process  after 
many  of  its  neighbors,  but  it  has  been  mak¬ 
ing  up  for  lost  time.The  country  created  a  regulatory 
agency  in  1997  and  awarded  licenses  for  cellular  ser¬ 
vice  that  same  year. 

The  government  privatized  the  state  carrier, 
Telebras,  in  July  1998  after  breaking  it  up  into  12 
units  —  three  fixed-line  carriers,  eight  cellular  opera¬ 
tors  and  one  long-distance  company. 

Competition  until  2002  will  be  controlled  and  limit¬ 
ed  in  most  of  those  12  markets  to  a  duopoly  —  the  for¬ 
mer  Telebras  carrier  competing  against  a  newcomer. 

An  interesting  situation  is  developing  in  Brazil’s 
long-distance  market.  MCI  WorldCom  now  controls 
the  former  Telebras  long-distance  carrier,  called 
Embratel.  In  January,  the  government  awarded  a 
license  to  a  consortium  to  create  a  long-distance  car¬ 
rier  and  compete  against  Embratel;  Sprint  is  a  mem¬ 
ber  of  this  consortium. 

Chile 

_  Chile  has  widespread  competition  in  all 

sectors  of  telecom  services  thanks  to  the 
government’s  unwavering  commitment  to  encourage 
a  free  market  since  the  1980s. 


Most  agree  that  the  country  has  the  largest  and  most 
varied  number  of  telecom  services  in  Latin  America. 


Mexico 

Mexico  is  in  the  process  of  boosting  tele¬ 
com  competition.  It  opened  the  long-dis¬ 


tance  market  to  competition  in  1997,  and  AT&T  and 
MCI  WorldCom  entered  the  arena  through  separate 
joint  ventures.  However,  the  former  monopoly  Telmex 
still  leads  the  market. 

Competitors  — AT&T  and  MCI  included  —  have 
complained  about  the  regulatory  agency  Cofetel,  accus¬ 
ing  it  of  being  partial  to  Telmex  and  claiming  it  hasn’t 
done  enough  to  foster  competition  in  the  long-distance 
market.  But  observers  point  out  that  Cofetel’s  new 
chief,  appointed  several  months  ago,  appears  ready  and 
willing  to  make  Cofetel  a  more  efficient  entity. 

Competition  for  local  service  is  brewing;  licenses 
have  been  awarded  and  carriers  are  getting  ready  to 
roll  out  their  services  in  the  coming  months. 

Venezuela 

The  dominant  carrier,  CANTV,  has  to  sur¬ 
render  its  monopoly  over  fixed-line  local  and 
long-distance  service  in  2000, 10  years  after  being  pri¬ 
vatized.  Currently,  there  are  only  two  cellular  opera¬ 
tors,  although  the  government  is  considering  award¬ 
ing  a  third  license  this  year. There  is  widespread 
competition,  however,  in  the  ISP  market. 

CANADA  IS  COASTING 


The  state  of  telecom  competition  in  our 
WHBSi  neighbor  to  the  north  is  roughly  the  same  as 
the  middle-of-the-pack  European  countries. 

Although  competition  in  the  long-distance  and 
data  markets  has  been  around  since  the  beginning  of 
the  decade,  local  competition  just  opened  up  on  Jan. 
1, 1998.  But  the  incumbent  local  players  that  made 
up  the  former  Stentor  telecom  group  have  not  been 
forced  to  lease  lines  to  competitors  at  wholesale 
rates,  thus  essentially  forcing  new  players  to  develop 
their  own  facilities. 

Nevertheless,  local  voice  rates  in  some  places  in 
Canada  are  lower  than  those  in  the  U.S.,  according  to 
The  Yankee  Group,  a  consultancy  in  Boston.  Competi¬ 
tive  local  carriers,  such  as  AT&T  Canada  and  Metronet 
Communications,  recently  began  offering  small  busi¬ 
nesses  voice  rates  that  are  15%  lower  than  those  of 
the  regional  incumbents. 

Moreover,  cable  operators  such  as  Videotron 
Telecom  are  preparing  both  local  voice  service  and 
Internet  access.  And  Lucent  and  Nortel  Networks  are 
partnering  with  a  variety  of  carriers  that  are  snatch¬ 
ing  up  switches  capable  of  carrying  voice  over  IP  net¬ 
works  —  one  sign  that  one-stop  shopping  for  inte¬ 
grated  local,  long-distance  and  data  services  is  on  the 
horizon  in  Canada. 

Reported  and  written  by  Marc  Ferranti  and  Juan 
Carlos  Perez  in  the  US.,  Jana  Sanchez  in  the  U.K, 
Jeanette  Borzo  and  Kristi  Essick  in  France,  Mary 
Lisbeth  D’Amico  in  Germany,  Clare  Haney  in  Hong 
Kong,  Rob  Guth  in  Japan  and  David  Legard  in 
Singapore.  The  IDG  News  Service  can  be  reached  at 
neu>sbox@idg.  com. 


Key 

Each  area  was  rated 
by  the  following  scale: 


Green  flag:  Liberalization  laws  have 
been  in  force  for  three  years  or  more, 
and  many  competitive  alternatives  to 
the  incumbent  telephone  company 
are  available. 


Yellow  flag:  Monopoly  ownership 
rights  to  the  voice  network  ended 
within  the  past  two  years,  but  only 
one  or  two  reliable  competitors 
challenge  the  incumbent. 


Red  flag:  The  market  for  local  voice 
services  is  still  closed,  or  the  basic 
services  market  has  opened  only  within 
the  past  year. 
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BRIDGING  BORDER 


o  doubt  about  it,  the  overseas  telecom¬ 
munications  market  is  getting  better  all 
the  time. 

Deregulation  is  bringing  lower  prices 
and  a  wider  range  of  data  network  ser¬ 
vices  to  more  places.  The  globalization  of 
world  markets  is  making  it  easier  to  build 
networks  that  cross  borders,  and  the 
Internet  provides  low-cost  connections 
almost  anywhere. 

While  general  trends  may  be  positive, 
deploying  and  managing  a  global  network  remains  a 
complex  job  requiring  considerable  expertise, 
patience  and  diplomacy. The  global  telecom  market  is 
volatile  and  fragmented,  with  each  country  having 
unique  factors  to  consider:  politics,  bureaucracy,  lan¬ 
guage,  customs,  monetary  units,  bandwidth  availabili¬ 
ty  and  service  offerings. 

With  this  in  mind,  we  sought  out  net  managers 
who  have  been  there  to  share  their  secrets  to  success 
when  it  comes  to  building  global  networks. 


Opportunities  amidst  confusion 

The  vast  disparity  between  carriers’  capabilities  is 
familiar  to  Black  &  Veatch  Solutions  Group,  the  IT 
arm  of  international  construction  and  engineering 
giant  Black  &  Veatch.  It  takes  about  45  to  60  days  and 
sometimes  up  to  90  days  to  deploy  new  lines  in  the 
Pacific  Rim,  says  Alan  Richardson,  vice  president  of 
client  services  for  the  Kansas  City,  Mo.,  firm.The  wait¬ 
ing  period  is  about  30  to  45  days  in  Europe  and  1 5  to 
30  days  in  the  U.S. 

However,  the  plethora  of  carriers  and  the  growing 
variety  of  broadband  services  have  given  the  firm  a 
smorgasbord  of  opportunities  to  cut  costs  and 
improve  services.  “Where  five  years  ago  only  AT&T 
could  provide  us  the  services  we  need,  now  just 
about  every  international  telco  can,”  says  Jerry  White, 
CEO  of  Black  &  Veatch  Solutions  Group.  He’s  also  see¬ 
ing  carriers  strive  harder  to  work  together  and  avoid 
finger-pointing. 

Getting  the  most  bang  for  your  buck  requires  com¬ 
parison  shopping,  competitive  bidding  and  service 
benchmarking,  all  of  which  take  time  and  expertise, 
says  Len  Elfenbein,  president  of  Lynx  Technologies,  a 
network  integrator  and  publisher  of  domestic  and 
overseas  telecom  rates  and  tariffs,  in  Little  Falls,  N.J. 
But  companies  such  as  Black  &  Veatch  that  have  the 
resources  to  devote  to  these  efforts  can  save  enor¬ 
mous  amounts  of  money,  he  says. 

Get  some  help 

Businesses  that  lack  the  ability  or  will  to  make  this 
commitment  tend  to  outsource. 

The  rate  of  change  within  photocopier  giant 
Xerox  and  the  volatility  of  the  worldwide  telecom 
industry  requires  the  firm  to  rely  on  Electronic  Data 
Systems  (EDS)  for  the  bulk  of  its  network  operations 
in  Europe  and  Latin  America,  says  Jack  Hennessy, 
manager  of  telecommunications  for  Xerox  in 
Rochester,  N.Y.  “This  lets  us  focus  scarce  internal 
resources  on  Xerox’s  core  business,"  he  says. 

Another  strategy  is  to  use  a  global  “supercarrier” 
that  is  affiliated  with  local  carriers  in  various  coun¬ 
tries.  Shell  Services  International  Group  of  Com- 


IMetwork  managers  share 
their  tips  for  deploying  and 
managing  corporate  networks 
that  span  the  globe. 


panies  (SSI),  an  independent  IT  provider  to  members 
of  the  Royal  Dutch/Shell  Group,  saves  itself  the 
headache  of  negotiating  with  individual  post,  tele¬ 
graph  and  telephone  administrations  (PTT)  by  buying 
the  bulk  of  its  overseas  connections  through  super¬ 
carriers  such  as  Equant. 

“Equant  can  deploy  lines  and  resolve  problems 
faster,  and  get  somewhat  cheaper  bandwidth,”  says 
Carl  Crites,  the  Houston-based  manager  of  SSI’s 
Global  Connectivity  Program. “If  you’re  buying  small 
circuits  in  a  lot  of  small  countries,  it’s  hard  to  get 


leverage  with  the  local  PTTs,”  he  says. 

Indeed,  outsourcing  never  looked  so  good  to  multi¬ 
national  corporations.  Customers  can  now  choose 
from  a  bevy  of  global  carriers,  value-added  service 
providers  and  systems  integrators. 

While  these  providers  will  deal  with  all  the  head¬ 
aches  and  hassles  of  building,  managing,  monitoring 
and  upgrading  a  global  network,  this  doesn’t  always 
make  it  easier  to  ensure  adequate  sendee  levels  for 
critical  applications. 

Depending  on  a  global  carrier  to  provide  perfor¬ 
mance  information  can  slow  the  process  of  spotting 
and  correcting  problems,  Crites  says.  For  that  reason, 
SSI  is  deploying  its  own  monitoring  and  benchmark¬ 
ing  tools. 

And  service-level  agreements  don’t  necessarily  guar¬ 
antee  you’ll  get  the  level  of  service  you’ve  bargained  for. 


break  down  the  costs  of  such  circuits  on  a  variety  of 
levels,  such  as  sendee  type  or  segment. 

Don't  give  away  the  store 

The  point  is  you  should  be  wary  of  outsourcing  all 
your  global  services,  blindly  trusting  the  outsourcer 
to  look  after  your  interests  as  market  rates  and  tech¬ 
nologies  change. 

One  alternative  is  selective  or  strategic  outsourcing, 
in  which  a  firm  only  hands  off  certain  aspects  of  global 
network  deployment,  management  and  operations. 
And  perhaps  most  important,  the  company  maintains 
at  least  some  network  management  capability. 

What  a  corporation  chooses  to  keep  in-house,  and 
what  to  outsource,  depends  on  a  host  of  factors:  the 
extent  of  its  internal  IT  and  telecommunications 
resources  overall  and  in  different  geographic  regions 


Carriers  sometimes  prefer  to  pay  a  penalty  rather  than 
spend  the  money  needed  to  improve  quality  of  service, 
says  Berge  Ayvazian,  an  executive  vice  president  at 'Hie 
Yankee  Group,  a  consultancy  in  Boston.  “A  club  is  no 
good  if  it  doesn’t  make  them  perform,”  he  says. 

Shop  around  and  examine  carriers’  track  records 
before  you  sign  any  contracts.  “Ask  for  uptime  statis¬ 
tics,  mean  time  to  repair  and  metrics  of  quality'  and 
reliability,” Ayvazian  advises. 

It’s  also  crucial  to  track  and  break  down  the  costs 
of  your  overseas  connections,  even  though  —  or 
especially  when  —  your  global  carrier,  and  not  you,  is 
responsible  for  negotiating  and  overseeing  various 
agreements  with  PTTs. 

Compaq,  for  example,  gets  a  single  monthly  charge 
from  one  of  its  global  carriers  for  a  circuit  from  the 
U.S.  to  Holland.This  eliminates  the  hassle  of  getting  a 
separate  invoice  from  each  service  provider  along 
the  route,  says  Rick  Fricchione,  vice  president  of 
advanced  IT  and  planning  at  Compaq  in  Houston. 
However,  he  says  Compaq  always  gets  its  carriers  to 
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and  divisions;  the  types  of  applications  that  will 
depend  on  the  network;  even  the  time  of  day. 

For  example,  while  Xerox  outsources  much  of  its 
overseas  network  operations  to  EDS,  its  Asian  com¬ 
pany,  Fuji  Xerox  Asia  Pacific,  keeps  its  telecom  opera¬ 
tions  pretty  much  internal.  Fuji  Xerox  Asia  Pacific  has 
strong  internal  IT  resources  and  excellent  local  con¬ 
tacts.  Moreover,  EDS  lacks  a  strong  Asian  presence, 
says  Nick  Shaqy  telecommunications  manager  for 
Fuji  Xerox  Asia  Pacific  in  Singapore. 

Black  &  Veatch  Solutions  Group  turned  over  line 
provisioning  to  global  carriers  in  major  urban  centers 
of  industrialized  countries.  However,  the  firm  sends 
its  own  people  to  scout  undeveloped  areas  and  forge 
local  relationships  in  areas  where  it  will  soon  be 
doing  business. 

“We’re  out  in  areas  where  typically  there  is  no 
infrastructure:  no  roads,  no  power,”  says  Richardson, 
who  notes  that  timing  is  a  key  issue. “Large  carriers 
can  do  it  if  they  have  six  months,  but  we  need  to  get 
local  licenses  and  communications  links  much  faster.” 

Think  globally 

Naturally,  the  more  control  you  maintain  over  your 
global  network,  the  more  internal  resources  you  must 
maintain.  Furthermore,  net  managers  warn  that  as 
your  firm’s  business  goals  and  structure  change,  you 
must  tweak  your  IT  organization  and  its  management 
systems. 

Compaq,  after  it  acquired  Digital,  had  to  restructure 
the  two  companies’  IT  organizations  and  global  net¬ 
works.  Fricchione  made  the  best  of  new  opportunities. 
For  example,  Compaq  is  changing  its  employees’ 
Internet  addresses  to  take  advantage  of  Digital’s  Class  A 
address,  and  both  companies  are  casting  off  the  bag¬ 
gage  of  some  legacy  network  environments. 

During  the  merging  process,  Compaq  made  direc¬ 
tory  integration  a  top  priority.  One  hour  after  stock¬ 
holders  approved  the  merger,  all  employees  of  both 
firms  were  included  in  a  single  corporatewide  net¬ 


work  directory. This  gave 
users  the  impression  of 
being  part  of  one  com¬ 
pany  even  before  the 
networks  and  services 
were  fully  integrated, 

Fricchione  says. 

However,  the  techni¬ 
cal  difficulties  of  operat¬ 
ing  a  global  network 
probably  won’t  be  the 
biggest  challenge  you'll 
have  to  conquer.After 
all,  you’ll  need  to  learn 
how  to  get  things  done 
in  areas  of  the  world 
where  cultures  and  busi¬ 
ness  practices  can  be 
radically  different  (see 
sidebar  below). 

And  an  IT  organiza¬ 
tion  in  the  U.S.  can  have 
a  tough  time  addressing 
local  cultural  clashes 

and  political  snafus  from  15,000  miles  away. Theft, 
corruption  and  transport  reliability  can  be  big  issues 
in  less-developed  countries,  Fricchione  notes.  For 
example,  some  of  Compaq’s  overseas  salespeople  did¬ 
n’t  have  the  configuration  they  needed  to  complete  a 
shipment  in  time,  so  they  used  system  components 
that  had  been  slated  for  employee  use. 

Local  labor  organizations  pose  another  potential 
pitfall,  Fricchione  says.  Compaq  plans  to  move  its  net¬ 
work  management  center  out  of  Germany,  but  negoti¬ 
ations  with  the  German  Workers  Council  are  holding 
up  the  project. The  delays  may  bring  Compaq  to  the 
point  at  which  the  move  is  no  longer  cost-effective. 
“You  need  to  go  in  with  your  eyes  open  to  these 
political  issues,”  Fricchione  advises. 

Consolidation  and  reorganization  are  becoming 


Strangers  in  a  strange  land 


ake  it  from  Rod  White:  It’s  the  cultural 
and  political  booby  traps,  not  the  tech¬ 
nical  problems,  that  are  most  likely  to 
botch  an  overseas  network  installation. 
White,  vice  president  of  telecommuni¬ 
cations  for  the  Home  Shopping 
Network  in  St.  Petersburg,  Fla.,  spent 
almost  three  decades  provisioning  tele¬ 
com  circuits  all  over  the  world,  mainly 
for  the  U.S.  armed  forces. 

“You  have  to  do  your  homework  to 
know  the  right  steps  to  follow  for  each 
country,”  he  says. 

White  shares  five  tips  for  working  with  the 
locals  to  deploy  international  networks. 

•  Learn  the  bureaucratic  hierarchy. Too  many 
Americans,  eager  to  find  the  “can-do  guy,”  hang 
their  hats  on  the  first  low-level  worker  who  makes 
promises. “Chances  are,  he’ll  let  you  down, ’’White 
says.  Worse  still,  in  Asia  and  Latin  America  in  partic¬ 
ular,  going  with  the  wrong  person  may  cause  the 
real  powers-that-be  to  shut  you  right  down. 

•  Keep  your  cool. “If  you  holler  and  scream, 
you’ll  just  go  to  the  bottom  of  the  pile, "White  says. 
“You  need  to  keep  on  smiling  and  talking  because 


‘no’  often  means, ‘I  just  want  to  abuse  you  a  bit.’ 
After  45  minutes  it  can  come  around  to  a  ‘yes.’  ” 

•  Find  local  help.  Get  some  assistance  from  a 
local  person  who  recognizes  the  potential  bear 
traps  in  the  area  and  can  nurture  relationships  with 
those  you  depend  upon.  “If  you  send  one  of  your 
own  people,  it  ought  to  be  someone  senior,  not  a 
wrench-turner,”  White  says. 

•  Grease  the  wheels  a  bit. “You  won’t  get  these 
guys  to  do  anything  if  you  just  meet  in  your  office,” 
White  says.  “If  you’re  not  willing  to  entertain,  you 
will  find  it  much  more  difficult  to  get  things  done.” 
Some  modest  bribes  will  help  your  case,  too. “I’m 
not  talking  big  expensive  gifts,  just  a  couple  of  cig¬ 
ars  and  a  case  of  Budweiser  will  do  it.” 

•  Know  who  will  keep  his  word  on  contracts. 
“Companies  I’ve  dealt  with  in  Japan,  the 
Philippines  and  Thailand  won’t  sign  service-level 
agreements  or  agree  to  penalties,  but  if  they  tell 
you  they’ll  do  something,  they  feel  morally  bound 
to  do  it,”  he  says. Then  there  are  countries  such  as 
Italy:  “They’ll  promise  you  anything,  no  problem. 
But  it  doesn’t  mean  much.” 

—  Elisabeth  Horwitt 


the  norm  as  U.S.  businesses  increasingly  group  their 
domestic  and  international  network  operations 
under  a  common  umbrella, The  Yankee  Group’s 
Ayvazian  notes. This  approach  helps  companies 
keep  an  eye  on  the  big  picture  and  zoom  in  on  indi¬ 
vidual  segments  of  the  network  as  needed,  while 
also  enabling  firms  to  take  advantage  of  volume 
discounts. 

IT  provider  SSI  is  in  the  midst  of  integrating  the 
U.S.  and  international  networks  of  its  Royal 
Dutch/Shell  Group  customers.The  goal  is  to  shift 
24x7  responsibility  for  managing  the  network  from 
one  facility  to  the  next  as  the  Earth  moves  around  the 
sun.  “We  should  be  mostly  complete  by  year-end,” 
Crites  says. 

However,  the  need  for  telecom  managers  from 
different  regional  divisions  to  work  as  a  team  is 
raising  some  cultural  issues.  “There’s  a  tremendous 
diversity  of  thought,  process  and  business  styles,” 
Crites  says. 

SSI’s  rollout  schedule  doesn’t  allow  for  the  tradi¬ 
tional,  well-considered  planning  that  European  man¬ 
agers  expect  for  such  large-scale  initiatives,  and 
American  managers  are  often  unaware  of  the  long 
lead-times  required  in  other  areas  of  the  world. 

To  manage  these  differences,  SSI  conducted 
numerous  team-building  sessions  in  Houston,  London 
and  The  Hague.  After  a  year  of  working  together,  SSI’s 
virtual  team  developed  its  own  working  style  that 
factors  international  considerations  into  project  plan¬ 
ning,  Crites  notes. 

The  bottom  line 

As  you  set  out  to  build  and  manage  your  firm’s 
global  network,  count  on  implementations  to  take 
longer  than  they  do  stateside,  and  expect  the 
inevitable  cultural  and  political  issues  to  crop  up.  But 
the  best  advice,  according  to  network  managers  who 
have  been  there,  is  to  rely  on  third  parties  when  you 
need  to  but  still  retain  ultimate  responsibility  for 
ensuring  that  business-critical  applications  get  the 
network  service  levels  they  need. 

“When  you  are  spending  more  than  $100  million 
per  year  on  a  mission-critical  network  infrastructure, 
you  probably  shouldn’t  outsource  it,”  Compaq’s 
Fricchione  says. 

Horu’itt  is  a  freelance  writer  and  consultant  in 
Waban,  Mass.  She  can  be  reached  at  EHorwitt @ 
CompuServe,  com. 
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J.  BINDER 


BY  RAM  TACKETT 

Do  one  thing  and  do  it  well. That’s  the  strat¬ 
egy  behind  Internet  appliances,  a  growing 
class  of  task-specific  hardware  that  began 
with  thin  file  and  Web  servers,  and  now 
includes  messaging  servers. 

Two  of  the  newest  dedicated  e-mail 
devices  are  Mirapoint’s  M 1 000  messaging 
server  andTechnauts’  eServer  1 52.  Both 
were  unveiled  late  last  year  and  emphasize 
the  same  functions  —  receiving  and  routing 
Internet  and  interoffice  e-mail.  However, 
one  look  at  their  respective  horsepowers  makes  it  clear 
that  these  two  products  target  different  audiences. 

The  Ml 000  we  tested  included  an  Intel  400-MHz 
Pentium  II,  384M  bytes  of  error  checking  and  correct¬ 
ing  (ECC)  memory,  and  a  usable  storage  capacity  of 


Review 

SPECIAL 

DELIVERY 


Two  of  the  newest  th in-server  appliances  share  a  dedication 
to  e-mail  but  target  different  audiences. 


Product:  M1000 
Vendor:  Mirapoint 

High  volume  is  no  problem  for 
Mirapoint's  M1000  dedicated 
messaging  server,  which  supports 
thousands  of  clients  on  a  single 
server. 

18G  bytes  running  BSD  Unix.The  Ml 000  also  has  a 
$25,995  price  tag  (pricing  for  Mirapoint’s  smaller 
scaled  M100  starts  at  $l4,895).The  $1,995  eServer  152 
came  with  a  133-MHz  Pentium  processor,  32M  bytes  of 
RAM,  1 .3G  bytes  of  disk  space,  and  runs  Linux. 

Which  product  is  better  suited  for  your  office 
depends  on  the  number  of  simultaneous  users  you 
have.  If  you  run  a  large  shop  and  want  a  single 
machine  to  act  as  an  e-mail  workhorse  servicing  thou¬ 
sands  of  users,  Mirapoint’s  Ml 000  is  well  equipped  to 
handle  high  volumes.  If  you  support  a  small  business 
or  branch  office  with  fewer  than  125  users,  and  you 
want  easy  setup  and  simple  operation  at  a  bargain 
price,  look  to  Technauts’ eServer  152,  which  includes 
Web  hosting  and  file  and  printer  sharing  in  the  deal. 

Given  the  size  disparity,  we  didn’t  pit  these  two 
servers  in  a  head-to-head  performance  comparison. 
Instead,  we  focused  our  tests  on  setup,  management 
and  features.Technauts’ eServer  152  captured  our 
attention  early  with  an  incredibly  simple  installation 
and  configuration  routine.  However,  it  was  Mirapoint’s 
M 1 000  that  earned  our  Blue  Ribbon  Award,  thanks 
largely  to  its  fault  tolerance  and  security  features. 

Mail  call 

“Thin  server”  is  a  bit  of  a  misnomer  when  applied 
to  Mirapoint’s  Ml 000,  which  consists  of  three  hefty 
pieces:  the  main  Ml 000  unit,  a  35-pound  external 
SCSI  drive  array  and  a  50-pound  UPS.  Each  piece  is 
about  the  size  of  an  old  AT-style  IBM  PC. 

A  SCSI  cable  connects  the  storage  subsystem  to  the 
main  unit.  Another  cable  connects  the  UPS  to  the  main 
unit  for  system  status  monitoring,  and  a  third  cable 
externally  connects  COM2  and  COM3  on  the  main  unit 
for  monitoring  the  unit’s  fans,  temperature  and  voltage. 

Conversely, Technauts’  eServer  1 52  spatial  require¬ 
ments  are  Spartan.The  hardware  takes  up  less  space 
than  a  conventional  laptop  computer  and  weighs  a 
little  more  than  four  pounds  without  the  power  supply. 


Breadth  aside,  the  M1000  and  eServer  152  share 
some  common  features.  Both  include  antispam  func¬ 
tions  that  let  you  blacklist  domains  from  which  to 
reject  incoming  mail  messages,  and  both  can  receive 
mail  from  other  mail  domains. 

The  high-end  Ml 000  features  Network  Information 
Service  for  logon  authentication  of  Internet  Message 
Access  Protocol  (IMAP)  and  Post  Office  Protocol  3 
clients.The  eServer  152  we  evaluated  did  not  support 
IMAP.  Technauts  will  not  offer  IMAP  support  until 
the  second  half  of  1999- 

Reliability  is  paramount  to  the  Ml 000,  which 


includes  RAID  5  protection,  ECC  memory  and  hot- 
swappable  power  supplies  and  cooling  fans.The  UPS 
automatically  powers  down  the  main  unit  and  SCSI 
array  when  battery  power  is  depleted,  and  an  audible 
alarm  sounds  if  the  unit’s  fans,  voltage,  temperature  or 
battery  life  is  suspect.  Although  you  can  monitor  these 
thresholds  through  SNMP  it  would  be  nice  if  Mira¬ 
point’s  Ml 000  included  another  alert  option,  such  as 
pager  or  e-mail. 

With  both  products  we  ran  into  a  problem  sending 
outbound  messages  by  Simple  Mail  Transfer  Protocol 
when  our  Windows  98  client  used  a  host  name  on  our 
abacustech.net  domain  that  is  not  present  on  our 
Domain  Name  System  (DNS)  servers.  Neither  mail 
server  could  identify  us,  resulting  in  bounced  mail.  We 
corrected  the  problem  with  both  products  by  enabling 


a  relay  function.  In  the  case  of  the  Ml 000,  we  instruct¬ 
ed  the  machine  to  accept  mail  coming  from  any  work¬ 
station  matching  the  first  three  numbers  of  our  PC’s  IP 
address. With  eServer  152,  we  simply  turned  on  the 
relay  flag  under  Mail  Server  Configuration. 

The  eServer  supports  Server  Message  Block  (SMB) 
protocol,  which  enables  the  sharing  of  server  file  stor¬ 
age  and  printers.  However,  as  of  press  time,  printer 
support  was  sparse  and  included  only  the  HP  LaserJet 
6fi  HP  DeskJet  890C,  HP  DeskJet  400  and  Canon  BJC- 
4200  families.  If  you  need  to  share  printers,  stick  with 
the  peer  networking  in  Windows  95. 


Technauts’  SMB  documentation  was  also  sparse.  If 
you  plan  to  use  file  sharing  with  the  eServer  152, 
familiarize  yourself  with  the  Samba  SMB  implementa¬ 
tion  on  Linux. 

Getting  started 

Security  was  a  factor  in  the  MIOOO’s  design.  Numeric 
keypad  controls  for  the  main  units  are  located  behind  a 
locked  panel  on  the  front  of  the  unit.The  SCSI  array 
also  requires  a  key  to  remove  the  drive. 

A  small  LCD  panel  on  the  front  of  the  unit  asked  us 
for  a  numeric  administrator  password,  IP  address  and 
netmask,  default  router,  DNS  server  address,  host  name 
and  domain  name.  We  entered  all  of  the  setup  informa¬ 
tion  with  a  telephone-like  keypad.  Alternatively,  you 
can  connect  another  PC  through  a  null-modem  cable 
and  use  Windows  HyperTerminal  to  enter  the  informa¬ 
tion.  One  thing  missing  from  the  Ml 000  is  inband 
setup  via  BOOTP  or  Address  Resolution  Protocol. 

Configuring  eServer  1 52  is  a  snap  using  the  sup¬ 
plied  esconfig  application,  which  searches  your  LAN 
for  a  new  eServer.  You  simply  supply  a  host  and 
domain  name,  IP  address  and  subnet  mask,  and  the  IP 
addresses  of  your  DNS  servers.The  eServer  152  then 
reboots,  and  the  application  launches  your  browser 
to  finish  the  setup  process. 


ScoreCard 

Management 

30% 

Fault  tolerance 
25% 

Security 

25% 

Installation 

10% 

Documentation 

10% 

Total 

score 

Ml  000 

7  x. 30  =  2.10 

9  x. 25  =  2.25 

1 0x. 25  =  2.50 

6  x. 10  =  0.60 

6  x. 10  =  0.60 

8.05 

eServer  152 

9  x. 30  =  2.70 

3  x. 25  =  0.75 

6  x. 25  =  1.50 

10  x. 10  =  1.00 

4  x  .10  =  0.40 

6.35 

Individual  category  scores  are  based  on  a  scale  of  1  to  10  Percentages  are  the  weight  given  each  categoiy  in 

determining  the  total  score. 

Net  Results 

Pros 

Cons 

Ml  000 

Mirapoint 

(408)517-1300 

www.mirapoint.com/304_m1 000. asp 
$25,995  base  price 

▲  Fault-tolerant,  robust  e-mail 

▲  Built-in  spam  filter 

▼  High  price 

▼  Tedious  setup  from  unit's  front  panel 

eServer  152 

Technauts 
(877)  373-7837 

www.technauts.com/Products/eSen/er152.html 

$1,995 

▲  Economical  for  small  business  e-mail 

▲  Built-in  spam  filter 

▲  Includes  print  server  software  and 
low-end  firewall 

▼  Potential  single  point  of  failure 
for  multiple  functions 

T  No  upgrade  path  for  hardware 
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Review 


After  initial  setup,  you  can  adminis¬ 
ter  the  Ml OOO  and  eServer  152  via  a 
Web  browser.  For  the  M 1000,  if  you 
point  your  browser  to  the  full  host 
and  domain  name,  you’ll  be  prompted 
for  a  user  name  and  password  to  con¬ 
tinue. The  default  admin  name  is 
“Administrator.” 


We  ran  into  minor  problems  getting 
started  with  both  products. With  the 
Ml 000,  we  had  trouble  accessing  the 
Web-based  administration  after  up¬ 
grading  to  the  latest  Java  Virtual  Mach¬ 
ine  for  our  browser.  We  fixed  the  prob¬ 
lem  by  disabling  the  Just  In  Time  com¬ 
piler  in  Internet  Explorer. 


With  eServer  152,  we  initially  had 
trouble  logging  on  using  the  changed 
sysadmin  password. 

We  learned  that  to  reset  eServer 
152,  you  have  to  attach  your  keyboard 
and  monitor  to  the  unit,  restart  Linux 
in  single-user  mode  from  the  console, 
and  issue  a  software  command  to 
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data  communications 


Visit  our  web  site  or  call: 

RAD  Data  Communications,  Inc.  http://www.rad.com  e-mail:  market@radusa.com  Toll  Free:  1-800-444-7234  International:  Telephone:  972-3-6458181 
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reset.  After  the  reset,  you  can  run  the 
esconfig  applications  to  change  basic 
network  parameters,  such  as  address 
and  host  name,  while  preserving  the 
rest  of  the  server  configuration,  such 
as  any  user  IDs  and  passwords. 

All  logons  to  the  MIOOO’s  BSD  Unix 
variant  are  disabled  for  security  rea- 
sons.The  administrator  can  access  the 
system  only  by  using  an  account  with 
administrator  privileges  through  a  Java 
client  or  a  command-line  interface 
(CUQ.The  CU  offers  all  the  commands 
available  through  the  Java  client,  but  it 
is  not  a  full  shell. 

Technauts’  eServer  152,  in  addition 
to  its  Web-based  administration  inter¬ 
face,  also  supports  telnet  administra¬ 
tion  through  a  nonstandard  telnet  port 
as  an  extra  layer  of  security.  Once  con¬ 
nected,  you’ll  have  full  shell  access. 

One  weak  aspect  of  eServer  152  is  its 
poor  documentation,  which  consists 
mostly  of  screen  shots  of  the  Web 
administration  applet.The  documenta¬ 
tion  we  received  was  labeled  as  a  draft; 
Technauts  says  final  documentation  will 
be  available  on  its  Web  site  this  month. 


How  we  did  it. 

Messaging  standards  information. 
Messaging  association  news. 
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In  the  final  analysis,  scale  is  the 
most  distinguishing  factor. The  Ml 000 
handles  significantly  larger  volumes 
and  is  more  upgradable  than  eServer 
152. The  Ml 000  is  built  with  a  sepa¬ 
rate  I/O  subsystem  so  users  can  add 
more  SCSI  drives  for  storage  space  as 
needed. 

Conversely,  eServer  1 52  is  a  depart¬ 
mental  thin  server  with  few  upgrade 
prospects. The  model  we  reviewed 
contained  a  laptop-size  hard  drive 
with  only  one  ISA  slot  and  a  PCI  slot 
that’s  obstructed  by  the  CPU  fan. The 
eServer’s  CPU  is  a  first-generation 
Pentium  and  not  upgradable  to 
Pentium  II  or  Pentium  III  CPUs. 

That  said,  both  products  are  reliable 
and  relatively  easy  to  use  within  their 
respective  markets. 

Tackett  is  president  of  Abacus  Tech¬ 
nologies,  a  networking,  applications- 
development  and  technology  assess¬ 
ment  company  in  Houston.  He  can 
be  reached  at  rtackett@flash.net. 


5,000  employees  on  the  road, 


in  the  air,  and  offsite 
uses  the  Meeting  Place 
Conference  Server, ; 


Your  customers,  business  partners, 
and  competitors  already  have  one. 

Shouldn't  you ? 


Welcome  to 
MeetingPlace 

Real-time,  multi-point 
collaboration  on  every  desktop 
using  the  phone,  PC  and  Internet. 


visit  us 


www.latitude.com 


Latitude 


Michael  Johnson,  CIO,  A.T.  Kearney 

"With  MeetingPlace,  our  employees  hove  o  virtual 
meeting  room  to  conduct  business  from  wherever 
they  may  be  located. " 


Get  the  story. 

Coll  today  for 
your  free  guide 
to  doto-enobled 
voice  conferencing. 


1.800.999.7440 

North  America  •  United  Kingdom  •  Singapore  •  Hong  Kong  •  Australia 


©1999  Latitude  Communications,  Inc.  All  rights  reserved.  MeetingPlace  is  a  registered  trademark  of  Latitude  Communications,  Inc 


Cool  Tools 


Quick  takes  on  high-tech  toys 


Tools  make  the  Pilot 


Lee  Schlesinger,  Test 
Center  director 


Last  year  I  noted  that  3Com’s 
PalmPilot  had  moved  from  high- 
tech  toy  to  useful  tool.  Since  then  I’ve 
discovered  a  few  more  add-on  utilities 
that  make  it  even  more  valuable. 

At  the  top  of  my  list  is  Landware’s 


GoType  keyboard.  Flip  it  open,  fit  the 
Pilot  over  a  serial  connector  at  the  top 
of  the  keyboard,  and  you  have  a  full- 
function  keyboard  that  makes  text 
entry  much,  much  easier.  The  Pilot 
stands  at  an  angle  that  lets  you  see  the 
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jith  lower  costs  and  higher  performance, 
WAN  services  are  looking  mighty  attractive 
these  days.  But  look  out.  It’s  become  nearly 
impossible  to  see  how  your  many  connections 
and  the  critical  applications  they  enable  are 
doing.  Try  to  look  beyond  the  LAN  and  the 
picture  is  damn  cloudy. 

It  doesn’t  have  to  be.  With  Digital  Link’s 
Solo  Select  Performance  System  at  the 

network’s  edge, 
you  can  gain 
remarkable 
visibility  across 
the  widest  of 
WANs.  This 
highly  intelligent 
system  provides  enterprise  network  managers 
an  integrated  set  of  solutions  for  viewing  the 
health  of  a  network  in  real-time. 

You  get  in-band  SNMP  management.  Data 
link-layer  testing.  Central  and  remote  element 
management.  You  get  performance  monitoring 
solutions  based  on  industry  standards  with 
management  scalability  and  the  flexibility  to 
migrate  to  higher  bandwidths. 

To  learn  more  about  today’s  important 
WAN  management  issues,  you  need  to  visit 
www.at-the-edge.com  for  your  free  copy  of  our 
“Wider  Answers”  Primer.  It  will  start  clearing 
things  up  for  you  immediately. 


Digital  link 


©1999  Digital  Link  Corporation.  All  rights  reserved 


screen  as  you  type.  The  keyboard 
weighs  less  than  the  Pilot  and  requires 
no  batteries.  It  includes  several  pro¬ 
grammable  function  keys  that  bring  up 
PalmOS  applications,  and  even  has  two 
built-in  stands  for  the  stylus  on  either 
side  of  the  keyboard. 

I’ve  found  only  one  drawback:  If  the 
Pilot  automatically  turns  itself  off  after 
a  minute  or  two  of  inactivity,  you  have 
to  turn  the  device  on  and  off  twice  to 
get  it  to  recognize  the  keyboard  again. 
Landware  is  aware  of  the  problem  and 
has  been  promising  an  updated  driver 
for  months. 

For  $80,  the  GoType  keyboard  turns 
my  Pilot  into  the  only  computer  I  need 
to  carry  on  trips.  Landware  also  offers  a 
$20  case  that  holds  the  keyboard  and 
Pilot  in  one  compact,  stylish  package. 

Once  I  got  comfortable  with  my 
new  keyboard,  I  turned  my  attention  to 
an  application  with  which  I  could  use 
it.  While  3Com  provides  an  acceptable 
tool  for  text  entry  with  its  Memo  Pad 
and  Smartcode  Software’s  HandStamp 
Pro  gives  me  great  remote  e-mail,  I 
didn’t  have  a  spreadsheet  on  my  Pilot. 

Luckily,  I  found  Cutting  Edge  Soft¬ 
ware’s  $30  QuickSheet  application. 
With  it,  you  can  create  spreadsheets  on 
the  Pilot.You  can  also  take  Excel  spread¬ 
sheets  on  your  desktop  machine,  send 
them  to  the  Pilot  and  edit  them  there. 
The  interface  is  pretty  intuitive;  the 
company  has  done  a  good  job  of  work¬ 
ing  around  the  limitations  of  the  Pilot’s 
tiny  screen.  The  application  is  unbeliev¬ 
ably  robust,  supporting  all  the  most 
essential  Excel  features,  including  45 
built-in  functions.  After  you’ve  made 
changes  to  a  spreadsheet  on  the  Pilot, 
you  can  upload  it  back  to  your  desktop 
machine  when  you  HotSync  and  edit  it 
again  in  Excel. 

To  support  all  these  applications,  I 
upgraded  my  faithful  companion’s 
hardware  with  3Com’s  Palm  2MB  Up¬ 
grade.  It’s  a  memory  card  that  replaces 
the  existing  card  in  your  PalmPilot 
Professional  with  double  the  memory. 
It  also  gives  you  an  infrared  port  and 
PalmOS  3  0.  In  effect,  it  turns  your 
PalmPilot  Professional  into  a  Palm  III 
for  as  little  as  $50. 

If  I’m  going  to  rely  on  my  Pilot  as  a 
serious  resource,  I  need  serious  protec¬ 
tion  to  back  it  up.  BackupBuddyNG 
from  Intelligent  Systems  does  the  trick. 
Unlike  most  Pilot  applications,  it  takes 
up  no  memory  on  the  Pilot  —  it  does 
all  its  work  from  the  desktop.  While  a 
normal  HotSync  backs  up  data,  Backup¬ 
BuddyNG  does  a  complete  backup  of 
everything  on  the  Pilot  and  lets  you 
restore  one  application  or  an  entire 
configuration.  It’s  a  steal  at  $20.  B 
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vendors,  r 
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anaaement 


Career  Development,  Project 
Management,  Business  Justification 


Strategies 


Downt  ime 


Sabbaticals  give  pressured  IT  professionals  a  chance  to 
slow  down  and  recharge  their  batteries. 


BY  LORETTA  W.  PRENCIPE 


John  Archer  reconnected.  Judy  Cohen  chucked 
the  rat  race.  Brian  Agard  took  on  a  project 
near  to  his  heart. 

Archer,  Cohen  and  Agard  are  among  that 
unusual  breed  of  high-tech  professionals  who 
make  a  career  with  one  company.  Each  of 
their  employers  aims  to  reward  that  loyalty  and 
boost  retention  by  offering  paid  sabbaticals,  or 
extended  breaks  from  work.  Sabbaticals  are  most 
common  at  high-tech  firms,  though  the  Society  for 
Human  Resource  Management  reports  that  20%  of 
all  companies  offer  this  benefit. 

Leaving  the  daily  grind  behind,  Archer  and  Cohen 
each  took  time  to  stop  and  smell  the  roses.  Archer, 
an  engineering  manager  at  Intel  in  Hillsboro,  Ore., 
spent  three  weeks  in  the  British  Isles.  And  Cohen,  a 
manager  in  the  business  enterprise  solutions  group 
of  American  Management  Systems  (AMS)  in  Fairfax, 
Va.,  headed  west  for  two  weeks,  exploring  canyons 
and  a  Navaho  reservation. 

For  the  rest  of  their  breaks.  Archer  and  Cohen 
each  hung  out  with  their  kids  and  did  whatever 
they  wanted  whenever  they  wanted.  “There  was 
no  emphasis  on  accomplishment,  no  schedule,” 
says  Cohen,  a  20-year  AMS  veteran  who  put  in 
seven  years  as  a  senior-level  employee  to  earn  a 
sabbatical. 

Agard  just  began  his  sabbatical  this  month,  yet 
rest  and  relaxation  isn’t  on  the  itinerary.  The  com¬ 
puter  systems  analyst  for  Xerox  in  New  York  will 
spend  10  months  working  at  United  Cerebral 
Palsy  of  Greater  Suffolk  in  Hauppauge,  N  Y. 

He  is  one  of  eight  Xerox  employees  who 
earned  a  spot  in  the  company’s  paid  service  leave 
program  this  year. 

During  his  stint  with  the  charity,  Agard  will 
establish  a  computer  training  center,  network 
group  homes  and  develop  a  virtual  reality  program 
to  teach  clients  basic  tasks,  such  as  crossing  the 


More 
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street  and  banking.  “My  brother’s  baby  was  diag¬ 
nosed  over  a  year  ago  with  cerebral  palsy.  I  wanted 
to  do  something  to  help  him  out  and  to  learn 
about  the  disease,”  he  says.  “The  best  way  was  to 
become  a  full-time  volunteer.” 

Get  out  of  here 

The  stress  of  preparing  for  a  sabbatical  is  almost 
enough  to  make  you  think  twice  about  going.  In 
fact,  Cohen  needed  to  postpone  her  downtime 
until  June  1997  —  a  full  year  after  she  was  eligible. 

“E-commerce  technology  was  changing  so  rapidly. 
I  was  keeping  track  of  everything  from  potential 
vendors  to  the  impact  on  systems  architecture,”  she 
says.  “I  couldn’t  go.” 

When  Cohen  finally  did  take  her  1 2-week 
break,  she  spent  the  first  four  days  finishing  a 
report  at  home. 

Getting  essential  duties  covered  by  other  col¬ 
leagues  was  no  big  deal  for  Intel’s  Archer.  Sab¬ 
baticals  are  such  an  ingrained  part  of  Intel’s  corpo¬ 
rate  culture  that  employees  expect  to  take  over  the 
mission-critical  tasks  of  their  absent  co-workers. 
Archer’s  responsibilities  that  didn’t  contribute  to 
the  bottom  line,  such  as  providing  career  guidance 
to  employees,  were  shelved  during  his  nine  weeks 
away  from  the  office. 

For  Xerox’s  Agard,  leaving  his  duties  behind  also 
meant  leaving  a  disappointed  boss.  He  was  asked  to 
postpone  his  sabbatical  until  this  month  and  to  only 
take  1 0  months  rather  than  the  full  year  for  which 
he  was  eligible. 

Leaving  the  breakneck  pace  isn’t  easy.  “I  had 
trouble  not  checking  my  voice  mail.  It  took  some 
weaning,”  AMS’  Cohen  says  of  the  first  few  days  of 
her  sabbatical.  But  once  she  got  past  the  initial 
technology  withdrawal,  the  break  from  e-com¬ 
merce  systems  and  network  integration  recharged 
her  spiritually. 

Spending  the  summer  with  her  family  relaxing 
and  visiting  Canyon  De  Chelly,  Ariz.,  and  Sedona, 
Ariz.,  put  a  new  spin  on  Cohen’s  views  of  work 
and  life. 

“I  rediscovered  how  much  I  enjoyed  being  in  an 
unusual  place  with  unusual  people,”  she  says.  “It  was 
like  being  a  kid.” 

Archer  also  found  his  downtime  energizing. 


Brian  Agard,  a  systems  analyst  at  Xerox,  earned  one  of 
the  company's  coveted  paid  service  leaves  to  spend  10 
months  working  for  a  group  that  fights  cerebral  palsy. 
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When  he  returned  from  the  British  Isles,  he 
became  a  carpool  dad.  After  years  of  working  60- 
hour  weeks,  Archer  was  surprised  that  he  actually 
enjoyed  not  working. 

“I  could  relax  and  enjoy  the  pace  of  being  with 
the  kids.  It  was  a  huge  revelation,”  he  says. 


Back  to  work 

As  the  summer  ended  and  the  kids  returned  to 
school,  Archer  was  ready  to  go  back  to  Intel,  though 
he  worried  about  what  he  might  find  when  he  got 
there.  “During  the  time  my  boss  was  on  sabbatical, 
an  entire  product  line  that  he  was  responsible  for 
was  eliminated,”  he  says. 

Archer  lucked  out  and  returned  to  the  same 
responsibilities  he  had  before  leaving. 

The  biggest  change  Archer  saw  was  in  his  strug¬ 
gle  to  return  to  Intel’s  pace  and  hours.  “The  first 
two  weeks  you  couldn’t  keep  me  there  40  hours.” 

Cohen  wasn’t  eager  to  return  to  work  in  the  fall, 
but  she  says  it  was  OK  because  her  children  had 
just  started  the  school  year.  “It’s  much  worse  to  go 
back  after  having  a  baby,”  she  says. 

As  for  Agard,  he’s  not  worried  about  rejoining 
Xerox  next  January  —  he’ll  have  a  comparable  job 
when  he  returns.  For  now,  he’s  pleased  to  be  lending 
his  IT  skills  to  United  Cerebral  Palsy  so  the  organiza¬ 
tion  can  better  serve  its  clients. 


Prencipe  is  a  freelance  writer  and  attorney  in 
Springfield,  Va.  She  can  he  reached  at  LWPrencipe @ 
excite.com. 


Network  World  March  8,  1999  www.nwfusion.com  53 


Networking  Careers  Networking  Careers 
2  Careers  Networking  Careers  Networking 


Networking  Ct 
Ca veers  Net wr. 


Data  Services 

Technical  Sales  Support  Engineer 

Nationwide  Openings 
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This  position  is  part  of  a  nationally 
deployed  Data  Services  Engineering- 
Technical  Sales  Support  team  responsible 
for  providing  Tier  2  technical 
consultative  support  to  the  field 
sales  force. 


You  will  be  called 

upon  to: 

•  Assist;  sales  teams  and 
customers  in  assessing 
customer  application 
requirements  and 
developing  short-term  and 
long-term  data  networking 
solutions. 

•  Perform  pre-sale  technical 
assurance  of  data  networking 
solutions. 

•  Provide  feedback  to  Product 
Mngmt/Mktg  on  data  networking 
needs  of  market/customers. 

•  Conduct  knowledge  transfer  programs 
to  field  sales  force. 


The  professional  we  seek  will  possess 
demonstrated  knowledge  of  data  networking 
solution  design  including: 

5+  years  exp.  in  pre-sale  technical  sales 
support  or  equivalent. 

WAN  (e. g. , TDM, SONET, FR, ATM, IP) 
and  LAN  technologies. 

Data  networking  equip 
(e.g.,CSU/DSUs,  routers, 
switches,  firewalls). 

Internet,  intranet,  and 
extranet  solutions 
(e.g.,VPDN,CIDR, DNS, SMTP). 
Protocols  (e.g.,FR,ATM,TCP/ 
IP, IPX, SNA, etc.). 

Strong  PC,  interpersonal, 
and  presentation  skills. 

BSEE,  BSCS,  or  equivalent  degree  pref. 

For  immediate  consideration,  send/fax  resume  to: 
Corporate  Staffing-ML,  Frontier  Communications, 
180  South  Clinton  Ave.,  Rochester,  NY  14646; 

Fax:  800-676-3728;  Email: 
resume_administrator@frontiercorp.com 
We  value  diversity  in  the  workplace.  EOE. 


/rontier 

**  COMMUNICATIONS' 

www.frontiercorp.com 
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As  one  of  the  premier  providers  of  internetwork 
consulting  east  of  the  Mississippi,  RPM  Consulting 
bases  much  of  its  success  on  hiring  the  best  people 
and  then  giving  them  the  training  and  employment 
opportunities  to  become  even  better. 

We  currently  are  seeking  senior  and  mid-level 
engineers  in  the  following  disciplines  for  East 
Coast  and  Midwest  positions. 

•  Network  Security 
Design/Implementation 

•  Network  Management 
Design/Implementation 

•  Internetwork  Design/ 

Implementation 

•  WAN  Design/Implementation 

For  additional  information,  please  visit  our  website 
www.rpm.com  or  mail/fax  your  resume  to: 

RPM  Consulting,  7130  Minstrel  Way,  Suite  230, 
Columbia,  MD  21045  Attn:  NW 
Fax  (410/  309-6070 

Or  send  your  resume  electronically  to: 

NW@rpm.com 


St  Jude  Children^ 
Research  Hospital 


St.  Jude  Children’s  Research  Hospital,  located 
in  Memphis, "Ifennessee,  is  one  of  the  world’s  premier 
research  centers  for  research  and  treatment  of 


catastrophic  diseases  in  children,  primarily  pediatric 
cancers.  Our  mission  is  to  save  children’s  lives  by 
finding  the  causes  of  catastrophic  illnesses,  improving 
treatment  and  finding  cures  for  their  diseases.  We  are 
currently  offering  an  excellent  career  opportunity  to 
someone  with  the  desire  to  be  a  part  of  our  mission. 


NETWORK  ENGINEER 

You  will  be  responsible  for  the  overall  planning 
of  the  enterprise  network  including  the  design, 
installation,  maintenance,  management  and  coordination 
of  the  hospital’s  local  and  wide  area  networks. 

Also  responsible  for  technical  architecture  related 
to  LAN/WAN.  A  BS  or  equivalent  experience  in 
Netwotk/Telephony  Engineering  or  related  field  required 
At  least  4  years  experience  in  data  communication  and 
multi-vendor  computer/network/telephony  operating 
systems  and  2  years  experience  in  network  design  and 
implementation  essential.  Must  have  demonstrated 
proficiency  in  project  management,  network  support  and 
design,  and  leadership  skills. 

Send  resume  to:  St.  Jude  Children’s  Research 
Hospital,  Human  Resources  Dept.,  332  N. 
Lauderdale,  Memphis,  TN  38 105.  Fax:  901-495- 
3123.  E-mail:  human.resources@stjude.org  Visit  r 
our  website  at  www.stjude.org  for  more  information,  }■'■ 
EOE  M/F/D/V 


BERMUDA 

Junior  Telecommunications/PC  Technologist 
LAN/WAN/PBX/Windows  NT/Lotus  Notes/MS  Office 

BERMUDA-based  global  trading  firm  Trout  Trading  Mgmt.  Co.  Ltd.  (TTMC)  seeks 
highly  motivated  and  enthusiastic  Junior  Telecommunications/  PC  Technologist  to 

be  responsible  for  voice  and  data  communications,  networking,  hardware,  software  and 
electronic  financial  quote  services  in  our  state-of-the-art  environment.  Technologist’s 
primary  responsibility  encompasses  all  duties  related  to  the  voice  and  data  network  and 
secondary  responsibilities  include  PC  software  and  hardware  administration, 
maintenance  and  support. 

With  50  employees  TTMC  operates  24  hours  a  day  from  Bermuda  and  trades  on  major 
financial  markets  around  the  world.  In  support  of  its  international  trading,  TTMC 
manages  a  global  voice  and  data  network  comprised  of  frame  relay  circuits,  1PL 
circuits,  routers,  multiplexers,  networked  PBXs  and  10/100  base  T  ethemet. 

One  or  more  years  of  hands-on  experience  with  either  international  voice  or  data 
networks,  bridges,  routers,  and  Nortel  PBX’s  required.  PC  hardware,  Windows  NT, 
Lotus  Notes  and  Microsoft  Office  experience  a  plus.  Excellent  time  management  skills, 
an  eye  for  detail,  strong  organizational  skills,  ability  to  learn  new  concepts  quickly  and 
a  superior  work  ethic  are  expected. 

TTMC  Technology  Profile: 

Telecommunications  Related:  Cisco  Catalyst  5500,  Fore  Powerhub  5001,  Gandalf 
Bridges,  Cisco  FastHub,  Cisco  2501,  2503,  2516  routers,  Ascom  Timeplex  Link  2+, 
Cray  T1  Multiplexer,  PCSI  Voice/Data  Multiplexer,  Zetafax  Fax/communication  Server, 
Network  Associates  Sniffer,  CiscoWorks,  Checkpoint  Firewall  1,  Legato  Backup 
Software,  SpectraLogic,  PictureTel  Video  Conferencing,  ISDN,  Frame  Relay, 
International  Private  Lines,  T1  data  circuits,  Burstable  T1  Internet  Access,  Ring  Down 
Circuits,  PRI  Voice  circuits,  Compressed  Voice  Tielines,  Nortel  Option  61C,  Nortel 
Option  11C  and  3  Nortel  Companion  Wireless  Systems. 

PC  Related:  SMS,  Ghost,  NT4.0,  Microsoft  Office  97,  Lotus  Notes,  PC-NFS,  Peachtree, 
Exceed  and  other  business  PC  software  applications. 

Relocation  to  Bermuda  and  a  minimum  three-year  commitment  are  required. 
Email:  leaw@waterint.com  Fax:  (416)  956-4715 


Technical  Product  Manager. 
Supervise  team  of  C/C++  pro¬ 
grammers  and  MIS  Managers 
responsible  for  the  entire  prod¬ 
uct  cycle  for  the  current  X/Motif 
company  software  products. 
Work  closeiy  with  existing 
clients  and  monitor  competitive 
products  to  design  and  reengi¬ 
neer  future  versions  of  company 
products.  Responsible  for  the 
implementation  and  customer 
support  for  current  and  new 
company  software  including 
integration  with  third  party  ven¬ 
dor  tools  to  complete  product 
cycle.  Required  to  interface  with 
marketing,  support  and  product 
packaging  teams  to  assure  qual¬ 
ity  products  installed  at  cus¬ 
tomer  locations.  Attend  trade 
shows  and  client  presentations 
to  assist  with  pre-sales  demon¬ 
stration  software  design  and 
implementation  of  company 
products.  Will  be  responsible  for 
department  budget  and  employ¬ 
ee  evaluations  in  addition  to 
coordinating  technical  support 
for  customers.  40  hrs/wk.  B.S.  in 
Computer  Science.  5  yrs.  exp.  in 
job  offered  or  5  yrs.  combined 
technical  support  and  manage¬ 
ment  positions  involved  with 
C/C++  programming  in  latest 
object  oriented  techniques. 
$5, 922/mo.  Apply  at  the  Texas 
Workforce  Commission, 

Houston,  Texas  or  send  resume 
to  the  Texas  Workforce 
Commission,  1117  Trinity, 
Room  424T,  Austin,  Texas 
78701.  JO#TX0610517.  Ad 
paid  by  An  Equal  Opportunity 
Employer. 


Applications  Programmer  II.  (2 
positions  available)  DataBase 
mgmt.  sys.  design  (20%);  prog. 
&  anal.  (50%)  -  process  data 
into  SAS  datasets,  write  &C 
debug  code  for  error  detection 
subsys.;  design  &  develop  data 
entry  &  reporting  subsys. 
(15%)  -  design  graphs  &  tables 
&  write  code  to  produce  reports 
in  SAS;  documentation  (10%)  of 
all  aspects  of  data  mgmt  &  sta¬ 
tistical  computing  process. 
Requires:  B.S.,  Comp.  Sci,  or 
sim;  2  yrs  exp.  w/:  NOVELL 
Network,  IBM  mainframes, 
SAS/BASE,  SAS/SCL,  SAS/ 
GRAPH,  SQL,  GUI  design 
through  SAS  FSP  &  Screen 
Control  Language;  data  manip¬ 
ulation  for  clinical  projects 
using  SAS  Macro  &  Data 
Step;  descriptive  statistical 
analysis  through  SAS  Stat, 
Win95,  IBM/OS2;  &  6  mos. 
exp.  w/UNIX,  (Exp.  may  be 
gained  concurrently.)  $40,000/yi; 
40hrs/wk.  All  resumes  must  incl. 
Soc.  Sec.  #.  Apply  to  your  near¬ 
est  Job  Service  office  or  send 
resume  to  Job  Service,  110  W. 
Main  St.,  Carrboro,  NC  27510. 
Refer  to  J.O#NC  3102009. 
DOT  Code  030.162-010.  If  not 
a  U.S.  citizen,  specify  current 
visa  status. 


For  More 

Information  About 
Advertising  in 
Network  Careers 
1-800-622-1108 


NETWORKING 

CAREERS 

For  information 
about  placing 
a  recruitment 
advertisement, 
talk  to 

Network  World: 


Dodi  Rabinovitz 
(800)  622-1108  X7454 
E-Mail: 

drabinov@nww.com 

Jim  Parker 
(Southern  United 
States,  and  New  York) 
(800)  622-1108  X7542 
E-Mail: 

jparker@nww.com 

Karima  Zannotti 
(Northern  United 
States) 

(800)  622-1108  X7488 
E-Mail: 

kzannott@nww.com 


Networking  Careers 
161  Worcester  Road 
Framingham,  MA  01701 
E-Mail: 

ccapp@nww.com 
800-622-1108  X7510 
Fax:  508-820-0607 

NetwoMild 


March  1999 


Buy  one  Get  one  at  50%  Off* 


To  get  maximum  exposure  for  your 
Recruitment  Campaign... 

•  Place  an  ad  in  the  Networking  Careers  Section  of  Network  World 

•  Then  receive  50%  off*  on  the  repeat  of  an  ad  within  4  weeks 

Talk  to  Network  World 
800-622-1108,  Ext.  7510 

•The  repeat  ad  must  be  scheduled  when  the  original  ad  is  placed.  Restrictions  may  apply. 
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For  Free  Product  Info* 


SNMPc  Enterprise 
Manager 


Distributed  management 
for  Windows  NT.  Supports 
remote  consoles  and 
polling  agents,  Web  Trend 
Reporting  and  more. 


SNMPc  WorkGroup 
Manager 


Affordable  management 
for  small  networks. 

With  an  installed  base 
of  over  60,000  copies, 
this  popular  tool  is  resold 
by  major  OEMs,  including 
Cisco  and  ACC. 


Network 

Management 


for  Microsoft  Windows 


Castle  Rack. 

Computing 
Phone:  408.366.6540 
Fax:  408.252.2379 


si 


tit 

:(ner* 


Download  a  Free  Evaluation 

www.castlerock.com 
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LATTIS  -  ACCURATE  &  INTUITIVE 
ACCESS  &  PRIVATE  LINE  PRICERS 

The  easiest  &  most  comprehensive  pricing  tool  available. 


I 


Used  by  200  cLECs,  RBOCs,  LECs,  ISPs,  LD  &  Wireless  telcos. 


HO 

TOTALS 

% 

HRCs 

BELLSOUTH 

OTHER 

$415.00 

1 

$7,930  00 

0 

$1,811. 

00 

FCC#1 

1 

POP  LOCAL 

$300, 00 

12 

$6,566.  00 

17 

$1,190. 

00 

DS3-44.736  MBPS 

2 

IOC  CO  CIS 

$360. 00 

37 

$5,916. 00 

25 

$1,190. 

00 

INTER-STATE 

1 

INTER0FC 

$21.00 

61 

$5,326. 00 

33 

$1,190. 

00 

SPECIAL  ACCESS 

1 

LC  CO  Cl 

$180. 00 

| 

POINT  TO  POINT 
2/16/99 

1 

PREM  Cl 

$235. 00 

1 

LS0  LOCAL 

$300. 00 

BST  PRICING  PLA1 

4:  TPP 

NRC  (1  K0) 

$1.811. 00 

ATLANTA 


ATLANTA 


ATLMGACSDS3 
BELLSOUTH 
404  Z1  222 

6  MILES 

LATA  438 

ATLMGATH78A 
BELLSOUTH 
404  Z1  777 

[electrical  ds 

3x1  | 

IOC  DS3xl  ! 

EI. 

ECTRICAJ.  DS3xl] 

CHANNEI 
LC  CO  Cl 
PREM  Cl 
ELEC  LC  FIXED 
.  LC  HALF-tlI=2 

#1 

$115. 00 
$115. 00 
$2,000.00 
$250. 00  . 

CHANNEL  #1 

IOC  CO  CIS :  $230.00 

IOC  .FIXED :  $1,400  .00 

.  IOC  M5DEAGE  $840.00. 

CHAHHI 
LC  CO  Cl 
PREM  Cl 
ELEC  LC  FIXED 
.  LC  HALF-MI=4 

L  *1 

$115. 00 
$115. 00 
$2,000.00 
$750.00. 

LSO  SOB 

$2,480. 00 

IOC  SUB:  $2,470.00 

P  POP  SUB 

$2.980. 00 

CALCULATE  DS3 

RESET  NPRNHH 

CHANGE  #  RCTIUE  BS3s 

PRiNT 

CHANGE  SERUICE  ||  HELP 

1! 

PROTECTION 

CHANGE  STRRT/END  CH 

CONFIG 

j  ENTER  POPS  MRNURLLV 

i 

NRME  POP  &  EU 

RATES  fr  TARIFF  INFO 

oismflv 

<3 
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✓  Special  &  Switched  Access  (Inter  &  Intra) 

✓  Private  Line  (AT&T,  MCI/WCOM,  Sprint,  LCI) 

✓  Local  Private  Line,  w/ISDN  PRI  &  BRI 

✓  M  Meet-Points,  M  Term  Levels 

✓  SONET  Rings  and  Non-ring  Optical  (OC) 

✓  Voice,  DDS,  T-1 ,  DS3(al0,  Frame  &  ATM 


✓  Win  95,  98  or  NT  &  Mac  &  UNIX 

✓  Internet,  Client-Server  &  Stand  Alone 

✓  Monthly  Updates  (CD  or  FTP) 

✓  Toll  Free  Help  Line 

✓  2  Hours  Video  Training 

✓  Customization  at  Reasonable  Prices 


LATTIS  Subscriptions  from  $2500/Yr.  (Regional),  from  $5000/Yr.  (National). 

Call  Tri-Quad  Enterprises,  Inc.  at  800-398-2088  visit  us  at  ‘www.triquad.com’ 
Innovative  Pricing  Tools  Since  1988  -  Ask  about  our  new  Rate  Element  Databases  too! 


#252  @  www.networkworld.com/infoxpress 


#288  @  www.networkworld.com/infoxpress 


✓  Dial-up  and  telnet  access  to  Remote  Sites 
^  Select  Multiple  Console/AUX  Ports 
^  Reboot  power  on  selected  devices 


When  it  comes  to  Remote  Site  Management,  no  one  offers  more  choices  to  access 
multiple  console/AUX  ports  and/or  reboot  power  than  NetReach  products  from 
Western  Telematic.  We  offer  the  flexibility  you  need  to  mix  and  match  equipment  for 
small  or  large  remote  management  strategies.  NetReach  products  are  now  installed  in 
thousands  of  network  sites  world  wide.  Our  customers  know  they  can  depend  on  our 
superior  quality  and  reliability  for  their  mission-critical  operations. 


□  western^ 

D  telematic  inc. 


Coneole/AUX  Port  Managers 

Remote  access  to  multiple  R5-232  Console/AUX  Ports 

•  TCF7IR  (telnet)  and  dial-up  (modem)  •  Continuous  off-line 
buffering  •  Password  Protected  •  Any-to-Any  Port  Matrix 
Switching  •  AC  or  -46V  DC  power  options  •  Various  models 
from  4  to  64  ports 

raannin 


Intelligent  Remote  Power  Switches 

Reboot  “locked-up”  network  equipment 

•  AC  and  -46V  DC  versions  •  Password,  Site  ID,  Plug  Labels 

•  On/Off/Reboot  power  switching 


Rack  Mount  Modem 

Single  modem  for  Dial-up  acces  to  console  ports 

•  AC  and  -46V  DC  powered  •  33.6Kbps  V34+  •  Requires 
only  one  19”  rack  space 


(800)  854-7226  *  www.wti.com 


5  Sterling,  Irvine,  CA  92618-2517 
Facsimile:  (949)  583-9514 


I 


i 
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*5l53r 


Now  Supporting  STM- 1 


THE  SHORTEST  DISTANCE  BETWEEN 
YOU  AND  YD  UR  HIGH-SPEED 
COMMUNICATIONS  CIRCUITS 


105  James  Way,  Southampton,  PA  18966  *  800-344-3934  *  Fax:  215-364-0920  *  Web:  www.virinc.com 


You're  in  the  business  of  guaranteeing  virtually  100% 
uptime  —  we're  in  the  business  of  making  sure  you  can. 
The  new  DS3/DS1  Test  Access  System  is  the 
perfect  technical  control  solution  for  your 
high-speed  circuits.  It  provides  the  test 
access  functions  of  DACS,  at  a  fraction  of 
the  cost  while  eliminating  the  need  to  send 
a  technician  to  remote  locations. 


Call  us  today  at  800-344-3934  for  your 
comprehensive  planning  guide  to  test 
access  of  high-speed  circuits. 


Circuit  per  Circuit,  the  New 
DS3/DS1  Test  Access  System 
Delivers  the  Industry’s  best 

PRICE/PERFDRMANCE  VALUE! 


a  Smallest  footprint 
a  Compatible  with  all  test  equipment 


a  Built-in  network  card 


a  Guaranteed  uninterrupted  data  transmission 
a  Modular  design  to  house  both  DS3  &  DS1  circuits 
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CHAT  ABOUT  IT! 


AV>«e 


AT  HOME, 
HOW  YOU 
SURF  IS 
YOUR 
BUSINESS. 


AT  WORK 


Immediately 

increase 

productivity. 

Monitor,  report  on,  or 
block  all  Internet  access. 


LittleBrother 

Little  Brother  is  watching  you  use  the  Internet" 

C'-l  /.  t 

546  Valley  Way  Milpitas,  CA  95035 

Ph:  1.800.200.9881  Fax:  408.263.9883  sales@kansmen.com 

*  4  •  * 
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For  Free  Product  Info* 


A  KVM  switch  is  only  as  smart 
as  the  brains  behind  it. 


Demand  Raritan 


Now  Available:  . 


Connect  and  operate 
any  combination 
of  computers 
(PC,  Mac,  Sun, 
Alpha,  HP9000, 
RS/6000,  SGI) 
without  having 
to  change  cards 
or  dip  switches. 


Unique  Raritan 
emulation  technology 
dedicates  a  “brain  ”  to 
each  channel  to  deliver 
automatic  booting  and 
flawless  operation, 
and  to  prevent 
keyboard  and 
mouse  lockup. 


•  Intelligent  on-screen  user  interface 
simplifies  switching,  operation,  and 
administration.  Premium  video 
components  and  double-shielded 
coaxial  cables  deliver  hi-res  video. 


•  Easy  to  install,  easy  to  use.  Start 
with  2,  4,  8,  or  16  computers. 
Expand  to  control  up  to  256. 
Operate  from  central,  remote, 
or  multiple  locations. 


Request  this 
FREE  guide 
to  learn  critical 
factors  about 
KVM  switch 
performance. 


Call  toll  free  1-800-724-8090,  X83, 
or  visit  us  online  at  www.raritan.com 


Raritan 


E-mail:  sales@raritan.com  Phone:  732-764-8886  Fax:  732-764-8887 
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y  j-fj 


Includes  hands-on  training  for  ALL  6  modules,  Microsoft  approved  : 
EQuest  testing  software  (with  hundreds  of  practice  questions),  Ms  v 
iteal  Support  Training  and  demo  version  of  NT  4.0.  Offer  valid  for  day  s 
candidates  must  register  together.  Second  person  pays  for  books,  software  ar 
only.  Call  or  visit  Microhard  website  for  complete  terms  &  conditions.. 

her  certifications:  MCP,  MCSD,  jjMicrosoftl 
CISCO,  ORACLE,  CNE,  CNA,  A  + 


Certified 


Solution  Provider 


GO  WITH  THE  BEST.  FIND  WHY  COMPANIES  LIKE  AT&T,  ARTHUR  ANI _ 

|  MOTOROLA,  US  ROBOTICS  AND  THE  US  DEPT.  OF  DEFENSE  CHOOSE  OUR 


MICROHARD  TECHNOLOGIES,  INC 


CHICAGO  DALLAS  OAK  BROOK  ORLANDO  ST.  LOUIS  SCHAUMBURG  THORNHILL  TORONTO 

1-877-MICROHARD  www.microha 


#322  @  www.networkworld.com/infoxpress 


56  Network  World  March  8,  1  999  www.nwfusion.com 


For  Free  Product  Info  •  www.networkworld.com/infoxpres 


Size  means  everything. 


ch  for  inch, 

ern  DNX  -  Digital  Network  Exchange 


measure.  Eastern  Research’s 


^  B||  p!-- 

* 

«  | 

f*  1 

1 

1 

|nM|  j  1 

■  --  — '• 

it.',  . 

A 

proves  that  good  things  do,  indeed, 

gets  the  most 

°  ^  come  in  small  packages. 

OU-t  of  <1  Occupying  just  10  inches  of  rack 
tight  situation.  space,  the  DNX  is  compact,  yet 

roomy  enough  to  house  Integrated  Access  Device  and 
DACS  capabilities  for  more  than  44  Tl/El  circuits. 
But  wait,  there’s  more.  The  DNX  offers  T3,  xDSL, 
data  and  voice  integration  for  maximum  flexibility. 

All  of  this,  plus  advanced  network  management  and 
the  protection  of  full  redundancy  enable  you  to  deploy 
with  confidence.  So  whether  you  are  a  network 
service  provider  or  a  corporate  end-user  pressed  for 
the  room  to  expand,  the  DNX  delivers  big-time 
results.  Today’s  performance,  tomorrow’s  capabilities 
-  an  intelligent  choice  by  any  measure. 


Research 


Products  as  Solutions 


225  Executive  Drive,  Moorestown,  NJ  08057  1-800-337-4374  609-273-6622  E-mail:  info@erinc.com  http://www.erinc.com 
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ACI  International  Inc. 

www.aciconnect.com  Toll  free  (800)  267-2288 
Phone  (905)  660-4460  Fax  (905)  660-7544 


®  PC  based  Video  Surveillance  System 
m  Live  Video  over  your  Network! 

•  View  64  Cameras  from  any  PC 

•  Monitor  Alarms  from  any  PC 


(tWv) . 


MicroSwitcher  PLUS 


for  Windows95  „ 
and  Windows  NT 


MicroSwitcher  Is  a  Registered  Trademark  of  Anderson  Communications  Inc. 

Windows  is  a  Registered  Trademark  of  Microsoft  Corporation 
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PROXY/MAIL  SERVER  FOR  WINDOWS  95/98/NT 

Connect  your  entire  network  to  the  Internet  with  only  one  ISP  account,  one 
modem,  one  dial-up  connection  and  only  one  (dynamic)  IP  address.  You  will 
increase  the  throughput  and  lower  your  connection  fees.  The  firewall  will  protect 
your  data  and  the  mail  server  will  transfer  all  your  e-mail. 

Find  out  for  yourself  why  WinProxy  is  distributed  in  almost  70  countries 
worldwide  and  why  it  received  "THE  BEST  OF  LANTIMES"  award  from  the  LAN 
Times  Testing  Center  and  the  best  rating  from  the  leading  software  archives 


or  a  specific  product  or  service? 
ave  no  time  to  research? 


Network  World  InfoXpress  is  your  answer!  We  give  you  all  the  information 
you  need  in  one  convenient  place. 

www.netwoikworid.coin/infoxpress 


INTRODUCING 
LAN/WAN 
TROUBLESHOOTING 
AMO  PROTOCOL 
ANALYSIS  SOFTWARE 
SO  OBSERVANT, 

IT  CAN  SEE  ALL  PORTS 
ON  YOUR  SWITCH. 


OBSERVER 


Observer  identifies  network  trouble  spots,  and  costs 
thousands  less  than  expensive  hardware-based 
analyzers.  If  you  have  network  slowdowns  would  you 
know  if  they  are  being  caused  by  packet  errors, 
broadcast  storms  or  overloaded  utilization?  Find  out 
with  Observer  or  Distributed  Observer. 


See  what  you  have  been  missing!  Call  800-526-7919  for  a  FREE  DEMO  or  download  from  our  web  site. 

www.networkinstruments.com 


©  1999  Network  Instruments,  LLC  -  Corporate  Headquarters  (612)  932-9899  FAX  (612)  932-9545 
UK  and  Europe  +44  (0)  1322  303045  FAX  +44  (0)  1322  303056  info# networkinstrvjments.com  ww\v.network:rtstniments  com 
Observer.  Network  instruments  and  the  “N“  logo  are  registered  trademarks  of  Network  Instruments.  LLC  M<nneapc!is.  MN  USA 


OBSERVER®  6 

$995 


•  Switched  mode  sees  all  ports  on  a  switch 
gathering  statistics  from  the  entire  switch  or 
packet  capture  from  any  port  or  portsFInally  a 

protocol  analyzer  that  can  be  used  In 
switched  environments! 


•  Long-term  network  trending  collects  statistical 
baseline  data  for  days,  weeks,  months  or  years 
for  review  and  reporting. 

•  Distributed  version  available  for  $1290  (includes 
1  local  and  1  remote  Probe).  Additional  Probes 
are  $295  per  local  or  remote  segment  or  switch. 

•  Network  Instruments'  optimized  ErrorTrack  ™ 
NDIS  drivers  display  true  errors-by-station. 

Includes  collision  expert. 


•  Track  router  utilization/traffic  in  real  time 


•  Ethernet  (10/100/1000),  Token  Ring.  FDD I 
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•  Full  packet  capture  and  decode  for  over  300 
protocols,  including  TCP/IP  (v4  and  v6), 
NetBIOS/NetBUEl,  IPX/SPX,  Appletalk.  SNA. 

and  DECnet. 


OBSERVER" 

EXTENSIONS 


SIM1V1F*  EXTENSION 
FOR  OBSERVER 
$495 


WEB  EXTENSION 
FOR  OBSERVER" 
$495 


RIVIOIMCS)  EXTENSION 
FOR  OBSERVER 
$495 


EXPERT  FOR 
OBSERVER 
$495 


No  more  dead-end  searches!  Lots  more  time  to  really  investigate  and 
make  that  smart  buy! 


(Tucows,  ZDNet). 


THE  BEST  OF 

LANTIMES 


kA 


tucows 


received  from 

the  LantimesTesting  Center 
Apr.  13  issue,  Pg.32 


let***** 


Test  this  outstanding  product  now  and  get  the  fully  fun¬ 
ctional  2-user  demo  at  our  WWW.  20-day  trial  key  for 
unlimited  testing  available  too.  Test  it  for  free! 


A  chance  for  resellers,  system 
integrators,  consultants  and 
Internet  service  providers!  Ask 
for  special  conditions  &  prices! 


WINPROXY  PRICE  LIST 


5-user  -  $  99.00 
10-user  $  199.00 
unlimited  -*  $  299.00 


ORDER  ONLINE!  www.winproxy.net 
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And,  to  help  you  keep  track  of  the  extra  time  you’ll  have  just  from  using 
Network  World  InfoXpress,  go  online  and  register  to  win  the  Official 
Count  Down  to  the  Year  2000  Watch. 


Over  the  next  5  weeks  we’ll  be  giving  away  two  watches  each  day 
to  two  lucky  site  visitors!  Enter  the  site,  type  in  ‘Marketplace 
Contest’  under  “search  by  company,”  and  register  to  win! 
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The  Huh  of  the  Network  Buy 


For  Free  Product  Info  • 


,n^vofkworfd,conVtnfoxpr@$8 


\e  NelU'O 


d  file  Edit  View  Go  fr]  Help 


Netscape:  ISDN  -  Telco  Express  -  Digital  Pricing,  ISP  Searching,  T!,  73,  Centrex 


B*ck  Forw*rd  Reto*d  How  Search  Guide  images  Pm*  Scourtty  Stop 


Loo* Mon ,  |MtpV/ww  telcoexpress  com7~ 


To  find  the  pricing  for  Telco  lines  in  your  area,  enter  area  code  +  1st  three  digits  of 
your  phone  number.  Then  select  technology  needed,  and  calculate  quote.  Enter 
2nd  location  for  point  to  point  service. 


Area  Code  &  Exchange:!! 
Area  Code  &  Exchange:  C 


]  (e.g.  703426) 
]  (optional) 


ISDN  BRI 

ISDN  Centrex 

56K 

T1 

T3 

DSL 

PRI 

Channelized  T1 

Frame  Relay 

Interlata  Frame  Relay 

FDDI 

SMDS 

ATM 


te  Quote 


The  New  Brand  of 
Telecommunication  Service 

877-988-6484 


Digital  Line  Pricing  Tool 
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‘I* 

'•V' 


'I* 


Less  is... 


Manage  all  of  your  servers  with  just  one  keyboard,  monitor 
and  mouse!  The  AutoView  Commander  eliminates  the 
need  for  peripherals  at  every  computer.  Fewer  peripherals 
means  less  clutter  and  less  wasted  money. 


MORE  Room 
MORE  Control 
MORE  Cost-effective 
What  more  could  you  want? 


Designed  for 


Microsoft* 

WindowsNT* 


NetWare. 


Cybex,  the  Cybex  logo,  Auto  View  and  Commander  are  trademarks  or 
registered  trademarks  of  Cybex  Computer  Products  Corporation. 


Contact  us  at  CYBEX  (800)  932-9239, 
fax  (256)  430-4030  or 

www.cybex.com 
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Network  Ready 
CD-ROM  Servers 


From 


$1,749 


Excel  custom  designs 
powerful,  expandable 
CD-ROM  Solutions  for 
Netware,  Windows  NT  and 
Unix  Systems  ranging  from 
7  to  256  CD-ROM  Drives. 


I 


CD-ROM  Systems 

888-286-6201 

www.excelcdrom.com 
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Do  you  offer  Training  or 
Educational  Services? 


If  so,  call  Enku  today  to  find  out  how  to  place 
your  listing  in  our  "Training  Directory." 

Call  800-622-1108  ext.  7465 


Direct  Response  Advertising 

Sales  Territory  Map 

Response  Card  Decks  •  Formatted  Marketplace 


508-875-6400  or  800-622-1108 

All  column  inch  marketplace  ads  are  handled  by  Enku  Gubaie. 


is  a  remarkable 
digital  compression  technology 
that  adds  toll-auality  voice  and  fax  to  your 
existing  frame  relay  or  routed  IP  network.  Intra- 
try  phone  calls  and  taxes  ride  free  along  with  other  LAN  ^ 
raffic.  What's  more,  ClearVoice  takes  only  a  fraction  of  your 
iput,  so  there's  no  need  to  add  extra  bandwidth.  Call  or  e-mail 
_ _ ( Networks'  free  ClearVoice  white  paper  and  get  ihe  full  story. 

Free  ClearVoice  Over  Frame  Relay  White  Paper  Offer! 


network's 


ffl 

D 

s. 

c 

Datacomm  Support  Company  Inc 


1020  Calle  Cordillera,  Suite  103,  San  Clemente,  CA  92673  Tel:  (800)  388-8953 
^E^Maihjalesedscwamcon^Vebsite^wwdsCTranjCom/Rea/SgecialsMainditii^ 
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Buy/5eU/Trade,  New  &  Used 

•  Siv/tch^^  m  Hut?& 

•V'>  '  .  -  .  . 


CISCO,  BAYNETWORKS,  CABLETRON 


CHIPCOM 


Visit  Our  WEBSITE@wvmf.bizint.com 

NY  Office/Sales:  Main  Office: 


Tel:  (315)  458-9606 
Fax:  (315)  458-9493 


Tel:  (978)  667-4926 
If  Fax:  (978)  663-0607 
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For  details  on  how 
to  put  your  ad  here 


Enku  Gubaie 
1-800-6SS-1108 


FIBERMUX  •  CABLETRON  •  CISCO 
3COM  •  ASCEND  •  SHIVA 
AT&T  PARADYNE  •  US  ROBOTICS 
MICROCOM  •  ADTRAN  &  ADC  KENTROX 
BUY  USED  ♦  SELL  REFURBISHED 

CALL  BOB  GLICK 
818-366-1374  •  Fax:  818-366-5274 

<8  ammcoM 

VISIT  US  ON  THE  WEB:  www.fibercom.net 
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Also  Available:  Welhrleet,  Bay,  Fore, 
xylogics,  Livingston,  &  Ascend 

in  Stock  •  Fast  Delivery  •  No  Expedite  Charges 


COMSTAR,  INC 


The  #■»  Network  Remarketer 

612*835*5502 

Fax  612»835»1927  E-Mail:sales#comstartnc.cor 
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Novell. 


Bay  Networks  C3BL0TROH 

The  Merged  Company  of  SynOptics  and  Wellfleet  —3  I  J  it*  f  U 

We  Stock  the  Largest  Inventory  of 
Refurbished  Bay  Networks  in  the  World! 


■V 


m 


Bay  Networks  ESP  Trained 

•  Bay  Networks  Authorized 

•  Full  Product  Line 

•  New  &  Used,  Buy  &  Sell 


Proven  Track  Record 

•  Good  As  New  Warranties 

•  Repair  Services  Available 

•  Technical  Support 


MADGE 

Phone  801  -377-0074 
Fax  801 -377-0078 
1403  W.  820  N.  Provo,  UT  84601 

Visit  us  On  the  Web  @  www.nle.com 


National  LAN  Exchange 

888.89 1.4BAY  (4229) 


im 


Fast  overnight  deliva 


C.O.D's  Terms 
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For  Free  Product  Info  < 


Hub  of  the  Network  Buy  *  The  Hub  of 

e  Nehvork  Buy  *  The 


etworkwodd.cgnVtrTfaxprggs 


LAN/WAN  •  BUY/SELL 
FULLY  WARRANTEED 
NEW/REFURBISHED 


MODEMS 
DSU/CSU'S 
T-1  EQUIPMENT 
SWITCHES,  MUXES 
HUB,  BRIDGES,  ROUTERS,  ETC. 

Cabletron  Bay  Networks 


Cisco  Specialists 


3Com  Micom  Adtran  H/P 

We  carry  all  manufacturers,  call  ask  for  sales. 


http://tvww.adcs-lnc.com 

PHONE 
800-783-8979 


Cabletron  Equipment 

GUARANTEED 


/s.TOC*-- 

3S* 


100%  factory  refurbished 
Only  factory-authorized  VAR 
30  day  hot  swap,  1  year  free  repair 
We  also  carry:  Bay  Networks. 
3Com,  Compex,  Cisco  &  more! 


Vnetek  Communications,  LLC 
sales@vnetek.com  •  www.vnetek.com 

Brand  names  are  registered  trademarks. 
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REFURBISHED  NETWORKING  EQUIPMENT 


The  First  Name  in  Second  Source 
Networking  Equipment 

BUY,  SELL, 
LEASE/RENT,  TRADE 

Routers,  Hubs,  Switches,  Comm.  Servers 


BAY  NETWORKS,  3COM, 
ASCEND,  LIVINGSTON,  XYPLEX 

‘All  trademarks  are  the  property  of  their  respective  owners 

Technical  Support  •  Product  Warranty  •  Aggressive  Pricing 

1-800-832-6539 

FAX:  612-944-3534 
VOICE:  612-944-3440 
Email:  sales@interlinkcom.com 
http://www.interlinkcom.com 

COMMUNICATIONS 
7131  Shady  Oak  Rd,  Minneapolis,  MN  55344 
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Do  You  Offer 
Training  or 
Educational 
Services? 

If  so,  find  out 
about  our 
“Training 
Directory” 

Call  Enku  at 
800-622-1108 
ext.  7465 


NETFAST 


Save  up  to  80%  on  new/used: 

>  Routers  ►  Switches  >-  XDSL  >-  T1  CSU/DSUs 

►  ATM  >-  Fast  Ethernet  ►  ISDN  ►  Frame  Relay 


Cisco  Systems 


WE  BUY  USED 


>  CISCO 

»-  Ascend 


►  Lucent/Livingston 

►  3C0M/USRobofics 


www.  digitalwarehouse.  com 

DIGITAL  WAREHOUSE 

Your  Information  Superhighway  Discount  Source * 


>-  Nortel/Bay  Networks 

►  Larscom  >•  Cabletron 

►  Paradyne 

►  Motorola 


►  ADC  Kentrox  ►  Xyplex 

>-  Newbridge  ►  Adtran 

>•  Digital  Link  ►  Fore 

►  Network  Assoc.  >-  IBM 


INetfast  Communications  Inc.,  56-29  56,h  Drive,  Maspeth,  NY  1 1378  USA 
Phone:  1  -888-892-4726  or  718-894-7500  Fax:718-894-1573 
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For  More 

Information  About 
Marketplace 

1-800-622-1108 


Livingston  US  Robotics 

Ascend  0,  ^AV  Af*.  Micom 

,6  A 

Specialist  in  all 
^  Cisco  products  'JQ 
W  including  Memory 


u  ? 

XL  LAN/WAN  Products  _ 

\  P 

O  New,  Used,  Lease, 

»  4,  Rent  A*. 


3Com'’V*  Kent  Code: 

Adtran  ^  Xylogic 

Motorola  Wellflee 

We  carry  all  Manufacturers 
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USED 

NETWORK  HARDWARE 

"Over  15  Years  of  Exceptional  Service" 


ROUTERS  •  HUBS  •  DSU/CSU 
SWITCHES  •  TERMINAL  SERVERS 

BUY/SELL/LEASE 


ASCEND  -LIVINGSTON 
ADTRAN  -  KENTROX 


Overnight  Delivery:  Fully  Guaranteed 

800-230-6638 

805-964-1 314  Fax:  805-964-5649 

www.networkhardware.com 

Nctwork  Hardware  Resale,  Ihc. 
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CrossTec’s  NetOp  School  SW 

(800)  675-0729 
www.CrossTec.Net 

Six  essential  tools  for  the  networked  1 
classroom.  Download  a  Free  Eval 

- I - i - m 

. . . ■■-■■■■■  . . .  .1..  ...i.  .m.  ..i... 


NCR  Customer  Education 

(800)  845-2273 
www.ncr.com/trainus 
Cisco,  MCSE,  NT  &  Networking, 
Training 


Dalhousie  University 

(902)  494-1114 
www.dal.ca/intemetworking 
Master  Degree  in  Internetworking 
One  Year  Program 


Transcender  Corporation 

(615)  726-8779 
www.transcender.com 
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3Com, 

continued  from  page  1 

that  3Com  is  undervalued,” 
Masri  says.  “But  I  like  to  think 
our  customers  know  we’re  not 
going  to  do  anything  stupid. 
We  believe  that  we  have 
enough  strengths  to  go  ahead 
independently.” 


Masri  made  his  comments 
last  Wednesday,  one  day  after 
3Com  CEO  Eric  Benhamou 
warned  that  third-quarter  rev¬ 
enue  and  earnings  would  fall 
below  Wall  Street  expectations, 
in  part  because  of  slower  enter¬ 
prise  sales  in  the  U.S.  and  Latin 
America. 

As  of  last  Friday  morning, 
3Com’s  stock  had  lost  more 
than  40%  of  its  value  since  the 
beginning  of  February. 

3Com  is  a  leader  in  the  small 
to  mid  size  enterprise  market 
and  in  selling  network  interface 
cards  and  stackable  workgroup 
switches  to  enterprises  of  all 
sizes.  But  the  firm  has  made  lit¬ 
tle  penetration  into  the  core  of 
large  enterprise  nets. 

When  3Com  wins  the  core 
of  an  enterprise  ’s  network  busi¬ 
ness,  93%  of  the  time  it  also 
wins  business  at  the  edge  of 
the  customer’s  network,  Masri 
says.  But  the  inverse  is  not  nec¬ 
essarily  true. 

Indeed,  while  3Com  is  very 
strong  at  the  edge  —  it  is  the 
leading  supplier  of  stackable 
LAN  switches  for  wiring  closets 
—  it  has  a  “measly  2%”  share  of 
the  market  for  larger  chassis- 
based  systems  that  reside  in  the 
network  core,  Masri  says. 

Masri  recently  took  over  for 


Ron  Sege,  who  left  to  join 
Internet  search  engine  com¬ 
pany  Lycos. 

As  the  No.  2  data  network 
supplier  to  enterprises  world¬ 
wide  behind  Cisco,  why  is 
3Com  not  more  of  a  force  in  the 
core  of  large  enterprise  nets? 

“We  missed,  in  the  past  six 
years,  two  key  cycles:  basic 
high-density 
chassis  with  nice 
routing  technol¬ 
ogy  and  10/100 
in  the  core,” 
Masri  says.  “I 
believe  it’s  an 
unforgivable  mis¬ 
take  for  a  compa¬ 
ny  like  3Com.” 

But  the  com¬ 
pany  has  now 
corrected  its 
errors  with  the 
CoreBuilder 
9000,  a  1 6-slot, 
1 28G  bit/sec 
frame-  and  cell¬ 
switching  chas¬ 
sis,  and  “one  of 
the  better  plat¬ 
forms  on  the 
market,”  Masri 
says.  3Com  plans 
to  focus  on  the 
CoreBuilder  s 
redundancy  fea¬ 
tures  and  gigabit  and  Layer  3 
switching  capabilities,  in  order 
to  carve  out  a  niche  in  the  en¬ 
terprise  core. 

But  3Com  hurt  itself  by  tak¬ 
ing  so  much  time  to  roll  out  the 
CoreBuilder  9000.  Almost  a  year 
elapsed  between  its  announce¬ 
ment  in  late  1997  and  shipment 
in  the  second  half  of  1998. 

As  a  result  of  the  product 
delay,  3Com  hasn’t  been  able  to 
establish  the  track  record  that 
other  companies  have  in  the 
core  enterprise  network  gear 
market,  says  Mike  McConnell, 
an  analyst  at  Infonetics  Re¬ 
search  in  San  Jose. 

Competitors  have  noticed. 
3Com  rarely  shows  up  in  large 
systemwide  enterprise  bids, 
claims  Basil  Alwan,  vice  presi¬ 
dent  and  general  manager  of 
Nortel  Networks’  enterprise 
products  division. 

“Traditionally,  3Com  has  not 
put  their  focus  there,”  Alwan 
says.  “It’s  a  very  hard  business 
to  get  into  later  ...  if  you  don’t 
have  an  established  presence.” 

It’s  also  a  tough  time  to  be 
charging  after  enterprise 
accounts,  given  a  general 
malaise  in  the  market,  Masri 
says.  The  impact  of  customers 
putting  off  enterprise  net 
upgrades  to  take  care  ofY2K 


Not  3Com's  strong  suits 

The  1998  worldwide  markets  for  modular 
Layer  2  Fast  and  Gigabit  Ethernet  switches: 


Layer  2  Fast  Ethernet 


Revenue 

Ports 

Cisco . 

. 75.1% 

Cisco . 

.70.5% 

Cabletron . 

. 8.1% 

Cabletron . 

..9.6% 

Nortel  Networks . 

. 4.1% 

Nortel  Networks. 

..4.4% 

Xylan . 

. 3.3% 

Xylan . 

..2.8% 

3Com . 

. 2.6% 

3Com . 

..2% 

Other . 

. 6.8% 

Other . 

..10.7% 

Total  revenue:  $2.3  biiion 

Total  ports:  6.1  million 

Layer  2  Gigabit  Ethernet 

Revenue 

Ports 

Cisco . 

. 51.1% 

Cisco . 

.54.7% 

Lucent . 

. 17.4% 

Nbase . 

.15.6% 

Nbase . 

. 12.4% 

Lucent 

9  9% 

3Com . 

. 3.6% 

Hewlett-Packard.. 

.4.4% 

Hewlett-Packard . 

. 2.8% 

3Com . 

.4% 

Cabletron . 

. 2.3% 

Cabletron . 

.1.8% 

Other . 

. 10.4% 

Other . 

.9.6% 

Total  revenue:  $111  million 

Total  ports:  82,700 

SOURCE:  OELL'ORO 

GROUP,  PORTOLA  VALLEY,  CALIF. 

issues  has  been  felt  through¬ 
out  the  industry,  he  adds. 

But  in  enterprises  where  the 
company  has  established  a 
presence,  3Com  has  satisfied. 
Sears  Credit  in  Hoffman 
Estates,  Ill.,  is  using  3Com’s 
CoreBuilder  9000  in  the  core  of 
its  Gigabit  Ethernet  backbone. 

“When  you  make  invest¬ 
ment  decisions  in  a  large  orga¬ 
nization,  obviously  they’re  not 
solely  based  on  technology,” 
says  Rory  Herriman,  systems 
manager  at  Sears  Credit. 
“They’re  based  on  items  such 
as  service  and  support,  usabili¬ 
ty  and  manageability.  From 
that  perspective,  3Com  works 
well  for  us.” 

It  wasn’t  always  that  way. 
3Com  has  had  to  push  hard  to 
build  a  sales  and  support  infra¬ 
structure  for  large  enterprises 
that  involves  lots  of  pre-  and 


post-sale  assistance,  Masri 
admits.  Traditionally,  3Com  has 
sold  its  gear  to  resellers  and  let 
them  take  care  of  customers. 

“We  have  spent  the  past  year 
fixing  a  lot  of  this,  and  I  feel  like 
we  are  now  just  emerging  with 
a  system  that  is  reasonable,” 
Masri  says. “But  we’ve  lost  some 
momentum.” 

Perhaps  3Com’s  alliance 
with  Siemens  will  get  the 
company  going  again. The  two 
companies  are  combining 
3Com’s  data  communications 
strength  with  Siemens’  voice 
network  experience  to  offer 
customers  an  integrated  col¬ 
lection  of  products  support¬ 
ing  IP  telephony  and  related 
technologies. 

Masri  says  Siemens’  relation¬ 
ships  with  large  customers 
should  help  3Com  to  open 
doors. 


Microsoft  also  plays  a  key 
role  in  3Com’s  convergence 
story,  Masri  says.  Microsoft  and 
3Com  formed  a  partnership  in 
January  to  embed  Microsoft’s 
operating  systems  into  3Com 
network  gear,  including  voice/ 
data  convergence  offerings. 

“The  Siemens/Microsoft 
story  is  all  about  voice  on  the 
high  end  and  low  end,”  says 
Virginia  Brooks,  an  analyst  with 
Aberdeen  Group  in  Boston.“It’s 
possible  for  them  to  gain  some 
presence  in  the  enterprise 
through  that  combination,  but  I 
don’t  think  that’s  really  pulling 
them  into  the  core.” 

Maybe  3Com  just  has  to  wait 
for  Cisco  to  slip  up. 

“Even  in  the  large  enter¬ 
prise,  customers  want  to  have 
options,”  Masri  says.  “Cisco’s 
current  position  is  not  sustain¬ 
able.”  3 


3COM  NET  CHIEF  SPEAKS  OUT 


dgar  Masri,  recently 
named  senior  vice 
««  president  in  charge  of 
3Com's  enterprise  busi¬ 
ness  unit,  spoke  with  Network 
mm  World  editors  last  week  about  3Com's 
enterprise  network  challenges.  For  an 
expanded  version  of  this  interview,  go  to 
www.nwfusion.com,  DocFinder:  1838. 

On  the  backbone  net  equipment  market 

We  went  through  home-grown  technology 
to  build  10/100  switches  and  came  from 
being  behind  Cisco  in  switching  at  the  edge 
to  being  ahead.  But  when  you  came 
down  to  [backbone  gear],  we  did 
not  have  the  100M  bit/sec  switch¬ 
ing.  And  that's  why  we  have  a 
measly  two-something  percent  mar¬ 
ket  share  in  that  space,  and  Cisco 
has  the  lion's  share. 

We  have  corrected  our  miss  with 
the  CoreBuilder  9000,  one  of  the  bet¬ 
ter  platforms  out  there  for  high  avail¬ 
ability  and  Gigabit  Ethernet  switch¬ 
ing.  [Another  problem  has  been  that]  we  have 
approached  the  enterprise  market  from  a 
channel  perspective.  We  are  just  now  build¬ 
ing  the  customer  supply  chain  where  there  is 
effective  preselling,  postselling,  and  service 
and  support. 

On  data  and  voice  convergence: 

Relative  to  basic  data  communications 
companies,  we  are  much  better  positioned 
because  we  have  the  support  and  the  part¬ 
nership  of  a  company  like  Siemens.  Relative 
to  voice  companies,  we  have  the  advantage 
of  the  speed  at  which  data  communications 
companies  run  with  things. 

We're  going  to  start  seeing  LAN  telephony 


and  convergence  in  the  small 
and  mid-size  enterprise  mar¬ 
kets  (SME).  We  believe  with 
the  [technology  3Com  just 
obtained  through  its  acquisition  of  NBX]  we 
have  a  superior  solution.  We're  going  to 
make  sure  we  execute  right  on  convergence 
in  the  SME  market  because  we  have  a 
strong  position  there,  and  we  want  to  use  it 
to  get  the  large  enterprises. 

On  whether  3Com  will  acquire  any  enter¬ 
prise  network  equipment  companies: 

No,  but  I'll  qualify  that  answer.  For  the 
past  four  or  five  years  what  we 
totally  missed  out  on  is  that  it  is  not 
only  the  technology  [that's  impor¬ 
tant  in  considering  an  acquisition, 
but  also  the  system  sales  ap¬ 
proach].  If  we  go  and  buy  a  compa¬ 
ny  that  has  a  nice  infrastructure, 
then  we  are  capable  enough  to 
leverage  it,  as  opposed  to  what  we 
did  when  we  acquired  Chipcom  and 
Synernetics.  We  tried  to  mold  them 
into  the  3Com  mold. 

On  what  Cisco  weakness  3Com  would  most 
like  to  exploit: 

I  would  like  to  think  there's  going  to  be 
arrogance  [on  Cisco's  part],  but  they've  been 
very  good  at  executing.  So  I  say  this  shift  to 
convergence  [could  be  Cisco's  weakness]. 

It's  not  because  Cisco  is  more  exposed  than 
anyone  else,  but  because  they  are  trying  to 
go  it  alone.  They  probably  will  do  well  in  the 
SME  market  because  even  if  we  have  a 
superior  solution,  [Cisco's  Selsius  business] 
will  figure  it  out,  too.  But  the  big  battle  is  in 
the  large  enterprise.  Lucent  and  Nortel  are 
taking  this  challenge  very  seriously.  3 
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Compaq  stuffs  four  Pentium  Ills  into  one  new  box 


BY  DENI  CONNOR 

Compaq  in  mid-March  is  expected  to 
announce  a  slim  four-processor  Pentium 


III  server  aimed  at  space-conscious  IS 
professionals.  Network  World  Fusion 
broke  the  news  about  this  server  last 
Wednesday. 


The  unannounced  ProLiant  server 
can  accommodate  four  new  Intel 
Pentium  III  450-MHz  to  550-MHz 
processors,  which  Intel  will  announce 


March  17.  The  server  is  available  in  a 
4U  configuration,  which  allows  10 
servers  to  be  stacked  in  a  standard 
rack.  A  “U”  is  a  standard  measurement 
—  1.75  inches  —  between  holes  in 
rack  enclosures. 

‘‘Rack-mounted  servers  are  a  very 
strong  trend  being  driven  by  ISPs  and 
corporations,”  explains  Dan  Dolan, 
industry  analyst  for  Dataquest  in  San 
Jose.  “ISPs  like  rack-mounted  servers 
because  they  can  quickly  add  comput¬ 
ing  power  and  applications,  and  they 
don’t  take  up  more  real  estate. 
Corporations  are  having  to  assume  the 
role  of  the  ISP,  what  with  corporate 
intranets  and  server  consolidation.” 

The  ProLiant  is  expected  to  have 
from  256M  bytes  to  4G  bytes  of  RAM,  a 
100-MHz  front-side  bus  and  a  dual 
Ultra2  SCSI  controller,  sources  say. 
The  server  will  include  a  10/100 
Ethernet  adapter. 

The  server  can  be  configured  as  a 
rack-mounted  device  or  in  a  pedestal 
configuration.  Redundant  fans  and  hot- 
plug  redundant  power  supplies  are 
expected  to  be  optional,  sources  say. 
Compaq’s  Integrated  Management 
Display  (IDM)  is  standard.  The  IDM  is 
able  to  report  or  alert  based  on  a  list  of 
critical  events,  as  well  as  from  Compaq 
Insight  Manager  and  SmartStart. 

Sources  say  the  base  ProLiant  will  cost 
approximately  $6,500  with  one  Pentium 
HI  processor,  no  drives  and  256M  bytes 
of  memory.  Compaq  declined  to  com¬ 
ment  on  or  confirm  details  in  this  report. 

Compaq  is  also  expected  to 
announce  a  tool  that  makes  clustering 
easier  and  to  disclose  its  eight-proces¬ 
sor  server  plans.  3 
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Advertisement 


IS  YOUR  NETWORK 
OPERATING  SYSTEM 
DELIVERING  ALL 
YOU  NEED  TODAY  } 

♦  - 


ou  need  your  OS  to  be  all  it  can  be  as 
you  struggle  to  find  flexible,  scalable  and  power¬ 
ful  solutions  to  meet  end  user  demands  for 
more  IT  services  and  capabilities.  So  ask  your¬ 
self,  does  your  network  OS: 

►  Yield  fast  and  reliable  file  and  print? 

►  Offer  Web  application  services  as  well  as  stream¬ 
ing  media? 

►  Handle  sophisticated  databases  and  other  line  of 
business  applications? 

►  Provide  advanced  communications  with 
integrated  remote  access  while  integrating  fea¬ 
tures  such  as  virtual  private  networking? 

Next  week  in  a  special  12-page  supplement  in 
Network  World,  you’ll  discover  several  users 
harvesting  these  and  other  business-critical  benefits 
from  a  single,  multi-purpose  operating  system. 


Be  sure  to  watch  for  “Are  You 
Getting  What  You  Need  From  Your 
Network  Operating  System?” 
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Martha,  leave  me  alone! 


“Do  you  have  a  collection  of  books 
that  has  overgrown  your  book¬ 
shelves,  or  more  sheets  and  towels 
than  will  fit  in  the  linen  closet ? 
Though  the  stuff  that  we  all  accu¬ 
mulate  over  the  course  of  our  lives 
is  valuable,  keeping  it  all  orga¬ 
nized,  clean  and  accessible  can  be 
a  challenge !’ 

—  An  e-mail  message  from  Martha  Stewart  Online 
(www.marthastewart.com) 


MARK 

GIBBS 


This  week  we’re 
going  to  talk  about 
the  doyen  of  doilies, 
the  diva  of  decorating, 
the  hostess  with  the 
mostest  —  Martha 
Stewart. Why?  Be¬ 
cause  I  can’t  get  her 
to  leave  me  alone. 

<digression>I  was 
going  to  follow  up 
last  week’s  column 
and  tell  you  more 
about  my  digital  sub¬ 
scriber  line  experiences,  but  I 
haven’t  had  a  response  from  my 
carrier,  IntelNet,  and  I  suspect  I 
won’t. When  I  called  IntelNet  and 
asked  about  the  phantom  OAN 
charges,  it  said  the  charges  were 
for  services  that  had  previously 
been  assigned  to  that  line  and 
IntelNet  dropped  them.  Just  like 
that.  Huh?  Could  this  be  a  case  of 
“cramming”  —  adding  small  bogus 
charges  to  boost  revenue?  IntelNet 
doesn’t  seem  to  want  to  talk  to 
me.  Have  any  ideas?</digression> 

Now,  being  hassled  by  Martha 
is  a  little  weird.  Although  trivial,  it 
is  irritating.  Martha  sends  me  a 
couple  of  messages  each  week, 
and  I  would  like  her  to  stop. 

Actually,  the  messages  aren’t  for 
me;  they  are  for  “Shelley”  who  glo¬ 
ries  in  the  e-mail  address  shell@ 
gibbs.com.  In  truth,  she  might 
glory  if  only  she  could  get  the 
messages  because  she’s  not  a  user 
in  my  domain. 

<digression>Speaking  of  glory¬ 
ing  in  a  name  reminds  me  of 
NBC’s  three-hour  version  of  Alice 
in  Wonderland  broadcast  on  Feb. 


28. 1  have  always  been  infatuated 
with  Alice.  So  it  is  with  some  pas¬ 
sion  that  I  say  the  show  had  great 
computer  enhancements,  a  few 
stunning  scenes  (the  Mad  Hatter’s 
tea  party,  for  example,  was  magic), 
but  why,  oh  why,  did  NBC  have  to 
embellish  and  rewrite  the  story 
with  such  wild  abandon?  Did  the 
network  perhaps  think  that  Lewis 
Carroll’s  writing  wasn’t  good 
enough?</digression> 

Anyway,  I  guess  Shelley  must 
have  entered  the  wrong  domain 
for  herself  (duh)  when  she  sub¬ 
scribed  to  Martha’s  “Let  me  tell 
you  how  I  will  make  you  feel  to¬ 
tally  inadequate  as  a  homemaker, 
hostess  and  parent”  newsletter.  In 
the  newsletter,  Martha  says,  “If  you 
do  not  wish  to  receive  e-mail  from 
us  in  the  future,  please  go  to  www. 
marthastewart.com/removename.” 

Nice  idea,  but  when  I  went 
there,  what  did  I  find?  A  request 
to  enter  my  screen  name  and 
password  to  do  the  deed.  Of 
course,  I  had  neither  as  it  wasn’t 
me  who  registered  in  the  first 
place.  Arggggh. 

And  was  there  a  Webmaster  or 
Webmistress  to  write  to?  No.  Cus¬ 
tomer  service?  No  again.  Arggggh. 

On  the  roster  of  bad  Web  ideas, 
leaving  your  street  address  off 
your  site,  omitting  the  pricing  of 
your  products,  failing  to  provide 
public  relations  and  sales  con¬ 
tacts,  and  having  pages  so  large 
that  they  can  only  be  comfortably 
retrieved  if  the  user  is  sitting  at 
the  end  of  a  dedicated  T-3  connec¬ 
tion,  all  rank  at  the  top. And  not 
providing  a  contact  for  customer 
service  is  right  up  there,  too. 

Martha,  take  a  second  out  from 
converting  an  old  sofa  into  a  table 
centerpiece  for  Easter  or  crochet¬ 
ing  hub  cap  covers  for  a  ’59  Chevy 
and  fix  your  Web  site. 

Webmaking  tips  at  nwcolumn@ 
gibbs.com  or  (800)  622-1 108,  Ext. 
7504. 

<footnote>I  have  written  about 
spam  many  times,  but  I’m  on  the 
lookout  for  unusual  spam  —  spam 
that  isn’t  just  trying  to  sell  me 
something  or  tempt  me  into  brows¬ 
ing  busty,  hot  coeds.  Please  send  me 
your  favorites  at  spam@gibbs.com 
as  soon  as  you  can.</footnote> 
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PAUL 

MCNAMARA 


Ray  Ozzie  and  Mark  McGwire  ought 
to  sit  down  for  a  beer  —  Buzz  will  buy. 

Sure,  one's  responsible  for  putting  30 
million  fannies  into  Lotus  Notes  seats  and 
the  other  launched  70  baseballs  into  Major 
League  bleachers,  but  Ozzie  and  McGwire 
really  do  have  two  things  in  common: 

Their  fans  can't  wait  to  see  what  they'll 
do  next,  and  you  can  be  sure  that  anything 
less  than  another  record-breaker  will  be 
seen  by  some  as  a  flop.  Unfair?  Yes,  but 
that's  life  in  The  Bigs. 

One  glaring  difference  between  the  two 
superstars  is  that  Ozzie  has  been  much  bet¬ 
ter  at  escaping  press  attention.  Since  leaving  Lotus  in  1997  to  nurture 
an  Internet  start-up  called  Groove  Networks,  the  man  who  made 
groupware  famous  —  and  signs  autographs  at  trade  shows  —  has 
kept  remarkably  mum.  Even  an  onslaught  of  undignified  begging  by 
yours  truly  couldn't  get  Ray  to  spill  more  than  a  few  tantalizing  hints 
about  Groove. 

Groove  did  just  land  a  quiet  $5.2  million  start-up  stash  from  venture 
firm  Accel  Partners.  With  the  loot  come  a  couple  of  big  bats  from  Ac¬ 
cel  who  will  serve  as  Groove  directors:  Mitch  Kapor,  a  newly  minted 
partner  who  founded  Lotus  back  when  Notes  was  only  a  gleam  in 
Ozzie's  eye,  and  Jim  Breyer,  Accel's  managing  partner. 

"I'm  quite  fortunate  that  they've  joined  me  and  share  my  vision,  and 
that  we've  been  able  to  build  such  a  strong  team  to  date,"  Ozzie  says. 
"I'm  having  a  blast . . .  truly  the  best  of  times." 

As  for  details,  Groove's  Web  site  offers  a  clue:  "Groove  Networks  is 
developing  new  and  highly  innovative  PC/Internet  communication  soft¬ 
ware  that  will  complement  the  major  forms  of  PC-based,  network- 
based  communication  methods  in  use  today:  e-mail,  the  World  Wide 

Web,  and  Notes _ We  feel  that  the  Internet  is  in  its  infancy,  and  that 

there  is  significant  value  to  be  gained  by  thinking  a  bit  differently." 

All  that  thinking  and  "inventing"  takes  time,  Ozzie  insists,  and 
necessitates  a  low  public  profile. 

However,  Groove  is  currently  looking  for  personal  digital  assistant 
and  embedded  system  developers,  in  addition  to  object-oriented  user 
interface  engineers  and  quality-assurance  overseers,  all  which  may 
mean  at  least  two  things:  Groove  will  play  in  the  so-called  post-PC 
world,  and  the  development  cycle  probably  isn't  eons  from  completion. 

Ozzie  did  say  he's  got  about  35  disciples  doing  the  full-tilt  develop¬ 
ment  boogie  at  Groove's  modest  digs  in  Beverly,  Mass. 

Two  predictions:  McGwire  won't  hit  50  homers  this  year.  Ozzie  will 
hit  at  least  one. 


My  tiny  Toyota  came  within  a  whisker  of  bashing  Bambi  on  the  drive 
home  the  other  night,  a  close  encounter  that  reminded  me  of  two  things: 

The  first  was  a  newspaper  column  I  wrote  about  loony  locals  who 
had  their  phone  numbers  on  file  with  the  police  so  they  could  be 
called  the  minute  some  driver  reported  fresh  roadkill. 

Why?  . . .  "Thems  good  eatin'." 

The  second  was  that  it's  becoming  increasingly  clear  that  middle¬ 
men  and  resellers  are  going  to  find  themselves  roadkill  as  more  and 
more  name-brand  manufacturers  rumble  onto  the  Internet.  One  of 
those  Big  Boys,  National  Semiconductor,  just  started  accepting  direct 
online  orders  at  www.buy.national.com.  The  company  had  previously 
tunneled  online  orders  to  a  handful  of  preferred  channel  partners. 

National's  not  out  to  croak  its  partners,  which  will  remain  linked  to 
the  site,  says  Phil  Gibson,  the  company's  electronic  commerce  guru. 

Still,  these  guys  are  sporting  that  deer-in-the-headlights  look. 

"They're  probably  not  delighted  that  I'm  accepting  orders,"  Gibson 
acknowledges.  "But  they  probably  realize  that  in  this  day  of  the  Web, 
everybody  has  to  do  what  they  have  to  do." 

Grilled  venison  anyone? 

Just  because  McNamara  doesn’t  end  bis  column  with  a  cutesy 
tag  line  doesn’t  mean  he’s  not  interested  in  your  thoughts. 
Contact  him  at pmcnamara@nww.com  or  (508)  820-747 1. 


Network  World  March  8,  1999  www.nwfusion.com  65 


mMmm 


ay'.-  ..’■■• 


147  empty  coach  seats.  I  Airline  fires  off  e-mail  notices  to  frequent  (and 
impulsive)  flyers.  103  sun-deprived  Easterners  snap  up  tickets  to  Maui  via  Web 


Why  rethink  storage?  |  Capitalizing  on  e-business  means  spotting  opportunities  and  acting  fast.  Like  mining 
data  to  move  inventory  on  the  Web.  Problem:  if  your  storage  solution  doesn’t  allow  the  right  data  to  be  accessed  at 
the  right  time,  your  profits  may  get  left  behind. 


How  IBM  Storage  can  help  you.  |  With  RAMAC"  Virtual  Disk  Array,  your  customers  will  have  virtually 
nonstop  availability  to  the  data  they  need.  And  with  InfoSpeed  Data  Gateway,  you’ll  get  high-speed  file  transfer 
between  S/390 -class,  UNIX  and  Windows  NT"  servers.  Disk,  tape  or  optical,  serial  or  fibre-based  connectivity, 
nobody  offers  a  wider  range  of  storage  tools,  software  and  services. 


Make  the  most  of  your  data:  www.ibm.com/storage/tools 
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Introducing  The  BlackDiamona 


Layer  3  switching  has  evolved  to  BlackDiamona.  It's  the  keystone  of  Extreme's 
enterprise  LAN  system,  which  delivers  unprecedented  simplicity  from  the 
desktop  to  the  core.  Using  the  same  hardware,  software  and  management 
architecture  common  to  all  Extreme  switches,  BlackDiamona  is  the  only 
chassis  to  combine  Wire-Speed  IP  Routing  and  end-to-end  QoS  into  one  highly 
evolved  system.  It's  fast  at  48  million  packets  per  second  throughput.  It's 
big  on  density  to  support  over  20C  desktop  connections  plus  gigabit  links 
for  servers  and  backbones.  And  it's  fault-tolerant  for  mission-critical 
applications.  BlackDiamona  from  Extreme  Networks.  Anything  else  is 
practically  prehistoric. 


www.extremenetworks.com 
800-822-3206  (U.S.) 

♦1  818-865-2811  (Outside  U.S.) 
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Take  the  guesswork  out  of 


SPONSOR 

SHOWCASE 


MAXIMIZING  COST  SAVINGS 
AND  BUSINESS  EFFICIENCIES 


Sponsored  by: 


Altiga 


Altiga  Networks  is  focused  on  delivering  a  new  generation  of  VPN  products  and  is 
uniquely  positioned  to  meet  the  demands  of  corporations  that  are  deploying  Internet- 
based  secure  remote  access.  Altiga's  VPN  Concentrator  Series  is  a  modular  platform  that 
delivers  unprecedented  performance,  scalability,  and  investment  protection.  The  system 
was  designed  for  high  bandwidth  applications  and  multi-purpose  access.  It  supports  up 
to  5,000  single-user,  LAN-to-LAN,  and/or  Extranet  sessions. 
www.altiga.com 


VPN  Advantage™  is  a  managed  Virtual  Private  Network  (VPN)  service  that  makes  it 
possible  to  communicate  securely  over  a  private  IP  backbone,  or  over  the  Internet,  from 
virtually  anywhere  in  the  world.  It  enables  organizations  to  leverage  the  capabilities  of 
a  large,  shared  IP  infrastructure  while  maintaining  the  "look  and  feel"  of  their  own 
private  network.  And  it  delivers  these  capabilities  with  guaranteed  levels  of 
performance  and  reliability  and  leading-edge  management  and  monitoring  tools. 
www.bbn.com/products/vpn 


ISCEII 


Where  Network 
Solutions  Never  End™ 


Ascend  Communications,  Inc.  develops,  manufactures,  sells,  and  services  wide  area 
networking  solutions  for  enterprise  customers,  telecommunications  carriers,  and  Internet 
service  providers  worldwide.  Today,  Ascend  MultiVPN  solutions  are  fast  becoming  the 
premiere  choice  for  organizations  everywhere.  Ascend,  with  its  award-winning  enterprise 
access  solutions,  coupled  with  its  unsurpassed  installed  base  and  experience  with  the 
service  provider  infrastructure,  is  the  first  vendor  to  adopt  a  "provider/subscriber" 
approach  to  VPNs.  This  approach  closely  links  enterprises  and  service  providers  and 
delivers  a  solution  that  offers  a  choice  of  VPN  implementations.  MultiVPN  from  Ascend. 
It's  a  whole  new  way  of  networking. 
www.ascend.com/solutions 


AT&T's  family  of  IP  Services  provides  a  full  portfolio  of  dedicated,  dial  and  VPN 
solutions  to  meet  your  evolving  networking  needs.  Our  enterprise-class  VPN  service 
includes  IP-enabled  Frame  Relay  which  provides  the  Quality  of  Service  priorities  your  IP 
applications  require.  Providing  high-quality  IP  connectivity  via  our  0C48-based 
backbone,  AT&T's  IP  Services  offer  high  levels  of  reliability,  flexibility,  performance, 
management,  and  security  for  diverse  intranet/extranet/Internet  applications.  And,  our 
offers  are  backed  by  robust  SLAs  to  meet  the  demands  of  your  mission  critical 
networking  applications. 
www.att.com/ipservices 


INTEL  I  SPA  N 


Intelispan  manages  the  process-driven  exchange  of  business-critical 
information  between  trading  partners.  Our  suite  of  products  and  services 
includes  VPN  and  remote  access,  business-to-business  extranets,  and  supply- 
chain  management  solutions  over  a  private  IP  network.  We  offer  an  integrated 
solution  for  EDI  and  non-EDI  data  exchange  regardless  of  platform. 
www.intelispan.com 


NetScreen 


NetScreen  Technologies  provides  a  line  of  security  appliances  that  perform  at  wireline 
speeds  of  10  and  100  Mbps  and  deliver  the  most  comprehensive  set  of  firewall,  VPN, 
traffic  shaping,  and  management  features  available  today,  with  surprising  affordability 
NetScreen  is  built  from  the  ground  up  for  speed  by  utilizing  leading-edge  ASIC 
technology  embedded  into  a  multiple  bus  architecture.  More  information  can  be  found 
at  http://www.netscreen.com  or  by  calling  toll  free  at  1-800-638-8296. 
www.netscreen.com 


Check  Point 


Check  Point  Software  Technologies  is  the  worldwide  leader  in  secure  enterprise 
networking  with  more  than  13,000  VPN  installations  worldwide,  and  almost  one  million 
VPN  users.  Check  Point  VPN-1  is  a  tightly  integrated  software  solution  set  comprised  of 
the  market-leading  FireWall-1  security  suite  and  advanced  VPN  technology.  VPN-1 
solutions  support  all  industry  standard  algorithms  and  protocols  and  are  available  for 
single  gateway  and  multi-site,  enterprise-wide  VPNs.  For  more  info  visit  us  at: 
www.checkpoint.com/vpn 


Since  1994,  RADGUARD  has  been  a  leader  in  the  international  data  security  market. 
ISO  9000  certified  and  a  pioneer  in  the  development  of  the  IPSec  standard, 
RADGUARD’s  dedicated  hardware-based  VPN  and  network  security  systems  offer 
comprehensive  solutions  that  are  simple  to  install,  transparent  to  the  user,  and  fully 
compatible  with  all  IP  networks.  Inacom,  one  of  the  world's  largest  computer  products 
and  technology  services  companies,  designs,  implements  and  manages  VPN  solutions 
to  meet  clients'  business  objectives. 
www.radguard.com 


Compatible  Systems 

the  VIRTUAL  leader 


Compatible  Systems’s  IntraPort  family  of  VPN  Access  Servers  delivers 
comprehensive  networking  and  security  features  for  central  office,  branch 
office,  and  roving  users/telecommuters.  All  IntraPort  servers  are  fully 
compatible  with  existing  firewalls,  routers,  and  service.  Multiprotocol  support 
over  IPSec  and  client  support  for  NT,  95,  98,  Mac  OS,  Linux,  Solaris  let  users 
continue  to  work  on  the  computing  platform  of  their  choice.  With  the  IntraPort 
family,  Compatible  Systems  has  delivered  second-generation,  field-tested  VPN 
technology  to  every  aspect  of  the  corporate  enterprise. 
www.compatible.com 


o 

RedCreek- 


RedCreek®  Communications  provides  innovative  security  solutions  for  network 
communications  and  server  applications.  RedCreek's  Ravlin"  products  enable  the 
secure  transmission  of  data  on  networks,  between  offices,  and  from  remote/mobile 
users  to  their  corporate  offices.  Secure  connectivity  is  accomplished  with  a 
combination  of  IPSec  encryption  and  authentication  hardware  and  software  products. 
www.redcreek.com 


p  Concentric  Network's  VPN  solutions  provide  companies  with  the  business-critical 

concentric  network  networks  required  in  today's  competitive  environment.  Integrating  reliable,  high- 
V  speed  connectivity,  exceptional  security,  and  the  most  comprehensive  service- 

level  guarantees  in  the  industry,  Concentric's  turnkey  VPNs  offer  unsurpassed 
capabilities  at  prices  affordable  to  companies  of  all  sizes. 
www.concentric.net 


Sprint  is  a  global  communications  company,  at  the  forefront  in  integrating  long 
distance,  local,  and  wireless  communications  services,  and  one  of  the  world's  largest 
carriers  of  Internet  traffic.  Sprint  developed  and  operates  the  United  States'  only 
nationwide,  all  digital,  fiber-optic  network  and  is  the  leader  in  advanced  data 
communications  services.  Sprint  has  $15  billion  in  annual  revenues  and  serves  more 
than  16  million  business  and  residential  customers. 
www.sprint.com/data 


TimeStep 


TimeStep  Corporation,  a  Newbridge  affiliate,  is  the  most  experienced  provider 
of  secure  virtual  private  network  (VPN)  solutions.  Our  award-winning  PERMIT 
Enterprise  product  suite  is  the  most  extensible  solution  for  corporate 
intranets,  extranets,  and  Internet  remote  access.  For  more  information  please 
visit  our  website: 
www.timestep.com 


If  you  are  Interested  in  sponsorship  opportunities,  please  contact  Andrea  D’Amato  at  (508)  820-7520  or  adamato@nww.com. 


Introducing  The  BlackDiamond™  Chassis, 


Layer  3  switching  has  evolved  to  BlackDiamond.  It’s  the  keystone  of  Extreme’s 
enterprise  LAW  system,  which  delivers  unprecedented  simplicity  from  the 
desktop  to  the  core.  Using  the  same  hardware,  software  and  management 
architecture  common  to  all  Extreme  switches,  BlackDiamond  is  the  only 
chassis  to  combine  Wire-Speed  IP  Routing  and  end-to-end  QoS  into  one  highly 
evolved  system.  It's  fast  at  48  million  packets  per  second  throughput.  It's 
big  on  density  to  support  over  200  desktop  connections  plus  gigabit  links 
for  servers  and  backbones.  And  it's  fault-tolerant  for  mission-critical 
applications.  BlackDiamond  from  Extreme  Networks.  Anything  else  is 
practically  prehistoric. 


wvw.extremenetworks.com 

800-822-3206  (U.S.) 

♦1  818-865-2811  (Outside  U.S.) 
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